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Awarded the gold medal Stehy rele 


at art directors’ exhibition 


HE painting, in colors, which is reproduced above in black, was awarded the 

gold medal as first in its class, in competition with a large number of paintings ; 
selected as the best examples of advertising art in this country, at the recent ex- 
hibition of the Art Directors’ Club, New York. 


The painting was produced for us and was used as the illustration, in full colors, 
in our advertisement in the May Ladies’ Home Journal, and, in two colors in the 
April 4th issue of the Saturday Evening Post. 


Other factors also have helped to make our advertising wonderfully productive 
for ourselves and for every jeweler handling 1847 Rogers Bros. Silverplate, but 
the fact that the art work in our advertisements is of so high an order has been 
a very important element in causing your customers and thousands of other buyers 
of silverware to read the announcements of 1847 Rogers Bros. Silverplate in 
leading publications. 





For advertising and display helps that will enable you to tie up to this advertising, to 
your own profit, write Sales Promotion Dept., International Silver Co., Meriden, Conn. 


1847 ROGERS BROS. 


Salesrooms: Canada 


NEW YORK INTERN: NAL SIL “OMPANY 
CRICAGD: SILVERPLATE see cy oor ayaa 
SAN FRANCISCO HAMILTON, ONTARIO 
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There is a difference in tools. And there’s a sub- 
stantial market for these two V & B thoroughbreds! 







V & B Vanadium Hammers are made from special 

formula Vanadium steel and are of the finest work- 

4 manship. V & B Unbreakable Planes are drop 

ee cd forged—not cast—and stand the falls that would 
| break an ordinary plane. Two tools that will stir 
up new business—at a nice profit! 


a 





MANUFACT URING COMPAN 


(Makers of Fine Toots | 
2ii14 Carroll Ave.~ | ee Hh U.S.A. | 
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<STLLSON- 


wT THE Rees. is WALD , 


It costs no more 


OU don’t need to make out a special 

order: Simply specify “Walworth 
carton packing” the next time you are 
ordering 10-inch Stillsons from your 
regular source of supply. 


You will get the nationally advertised 
household-size Stillsons individually 
packed in pocket-size boxes. These come 
six in a carton that opens up as a quick- 
selling display for your counter or win- 
dow. | 


And you'll want to back up your house- 
hold sales with the full-line display stand 
of Walworth Stillsons in five different 
sizes for the professional mechanic. Be- | 
tween the two you can get your full share 
of Stillson business, and there’s plenty of ; 
it walking into your store every day. 


Walworth Manufacturing Co. F 
Boston, Mass. 
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‘SAW TOOLS AND 
‘SAW SPECIALTIES 
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No. 100. Flooring Saw 
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Plumbers’ Saw 


Compass Saw 
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Handy Tools 







® Lever Saw Set 






Rit Brace 


E. 


Mo 





Buy These Standardized 
Saws, Saw Tools and 
Saw Specialties 







Hardware merchants who are in 
business to serve the saw and saw 
tool users dependably, and to 
make a legitimate profit on sales 
can increase turnover and earn- 
ings by stocking this well known 
line exclusively. 


Order from Your Usual 
Source of Supply 


Insist upon being supplied with 
Atkins goods. Accept no substi- 
tutes. Buy only these better 
saws, saw tools and saw special- 
ties, which are advertised in many 
of the leading magazines and . 
trade papers, and backed by over } 
68 years of successful manufac- 
turing experience. 

Post up on this high grade line; ask 
for “Saw Sense” and “The Man Be- 
hind the Counter.” 
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No. 64. Regular 


Carpenters’ Handy Saw 


Cable Saw 








































4 _ 
No 7 —_ . 
"Pruning Say 7 sing Saw 
Saw No. 11. Pruning - 





Filer 


Hand Saw 


ATKINS @© COMPANY 
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ESTABLISHED 1857 


Machine Knife Factory: © 


Lancaster, N. Y. 


BRANCH HOUSES 


THE SILVER STEEL SAW PEOPLE 
Home Office and Factory: 
Indianapolis, Ind. 
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Canadian Factory: 
Hamilton, Ont. 
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North Wayne Tool Company 


Oakland, Maine 


Prices and Terms on Request 
















LITTLE 











No 
Better 
Axes 
Made 


Better 


Service 


\ Possible 





SALES OFFICE: 


1409-1410 Ford Building 


Detroit, Michigan 


Capacity, 150 Doz. per Day 
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DEXT ER, Double Tub 


HAT is exactly what you do when you 

sell hera Dexter Double Tub, two large 
capacity tubs, both equipped with com- 
plete washing gearing, a machine that 
actually ‘‘cuts washing time in two.” 


“Double Tub” means double capacity, 
double speed, double value—yet you can 
sell her a Dexter Double Tub for a price 
lower than she would have to pay for 
many single tub washers, and at a satis- 
factory profit for yourself. 

The improved Dexter Tub has fewer 


gears and fewer working parts than any 
other washer of similar type. It is equipped 


Sell Your 
Customer 
2,Complete 
Washers 
for 
The Price 
of One 




















with oilless bearings throughout; nothing 
to oil on the whole washer except the 
motor. The materials and workmanship 
are as nearly faultless as human ingenu- 
ity and skill can make them. And when 
you sell a Dexter Double Tub your ‘“‘Serv- 
ice Problem” passes out of the picture. 


The Double Tub is the “‘headliner” of 
a complete line of Dexter Washers—a 
variety of types, sizes, and prices that 
will enable you to meet the whims and 
the price requirements of every customer. 


Write for catalog and for details of our 
attractive dealer proposition. 


WAREHOUSES AT 
Peoria, Columbus, Harrisburg and Utica 


The Dexter Co. - Fairfield, lowa 














| 
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DISSTON has 
with 


7 HE new Disston D-18 Saw with the 
new DisstonirE HANDLE is a re- 

markable improvement because: 

1—The Disstonite HanpL_e is stronger than any 
other ever used—practically unbreakable. 

2—It cannot warp, crack, nor check. 

3—The DisstoniteE HANDLE is always tight on 
the blade. 

4—It is scientifically fitted to the hand. 

5—lIt is not affected by water or oil. 

6—It has a beautiful, permanent finish. 


Every customer who buys of you is a possible 
buyer of the new Disston D-18. It is a skew-back 
pattern saw and is made in the following lengths 





PES UEPAT OVE 


and points: 
Cross-cut Points Rip Points 
26 6-7-8-9-10-11 26 5-5 14-6 


Make your stock of saws complete. Ask your 
jobber about Disston D-18 at once. 

The D-18 is packed one saw in an attractive box. 
Consumer price: $4.50 each. 








; & DISSTON D.-18 
DisstoniTeE HANDLE 
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a new saw 
a NEW kind of handle 


ERE is a new saw that should be in 
your stock along with the other 
Disston Saws you are now selling. 

The new DisstonirE HAnpDtieE, found 
only on the Disston D-18 Saw, marks an- 
other Disston achievement in saw making. 

1—The DisstonirE Hanp_e is the 
toughest ever used for saws. Its strength 
is remarkable. It is practically unbreak- 
able. 

2—The DisstonitE HANDLE will not 
warp, crack nor check. It is not affected 
by heat, cold, or moisture. It cannot 
change its shape. 

3—The DisstoniTrE HANDLE is always 
tight on the blade. Every screw 1s lock- 
washered. This—and the fact that the 
DissTOoNITE HANDLE cannot shrink— 
means that the screws will not come loose. 

4—The Disstonite HANDLE is scienti- 
fically fitted to the hand. There was no 





grain or fibre to be considered in arriving 
at a shape that gives the greatest comfort 
and power to the hand. The hand that 

rips the D-18 can work hours without 
latame: 

5—The DisstonireE HANDLE is not 
affected by water or oil. Excessive heat, 
cold, rain, perspiration from the hand— 
none of these affect the new DissToNITE 
HANDLE. 

6—The DisstonireE Hanpie has a 
beautiful, permanent finish. It polishes to 
a lustre that is unusually attractive and 
permanent. The D-18 blade is tempered, 
ground, and polished by special Disston 
methods. In combination with the warm 
brown of the DisstonirE HANDLE, it 
forms a saw that, because of dominating 
beauty and utility, attracts everyone. 


You will want this new saw. Ask your 


jobber about the Disston D-18. 


Henry Disston & Sons, Inc., Philadelphia, U. S. A. 


Makers of ‘*‘The Saw Most Carpenters Use’’ 


DISSTON 





SAWS TOOLS FILES 
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They can “bake 


in this new coal-and-wood- 


Look again, closely, at the _ illustra- 
tion of the Estate El-O-Range. 


What’s happened to the oven? It’s 
“upstairs’—at a convenient height— 
where women want it. 


They can “‘bake without backache’. 
No bending—no stooping at the oven 
door. This coal-and-wood-burning 
range gives housewives an oven that 
is easy to get at—like the oven of a 
cabinet gas range. It gives them a 


burning range field has seen in years. 
It is a feature women are quick to ap- 
preciate, and it gives the dealer an 
outstanding sales advantage. Women 
appreciate, too, the beauty of the El-O- 
Range, with its handsome finish of 
white enamel, dark blue enamel, and 
polished nickel—so easy to clean and 
keep clean. 


Leadership—for your store 


Cash in on this opportunity now to 


comfort and convenience they have 
always wanted. 


A big, new idea 


Estate El-O-Range is more than a 
range—it is a big, new idea pro- 
duced by a company with eighty 
years of successful experience in 
building stoves, furnaces and 
ranges. The “upstairs” oven is 
the biggest development the coal- 


establish your store as the leader in 
modern cooking equipment, if there 
is no El-O-Range dealer in your town. 
Write today for details. 








Like the Heatrola 


You know the success of the Heatrola. You know 
the remarkable sales record it is making in the 
small-home heating field. El-O-Range offers you 
the same sales possibilities in the coal-and-wood- 
burning range field. For El-O-Range is new—it is 
different—it has an attractive feature that meets 
a need housewives have felt for years. 

















THE ESTATE STOVE COMPANY 
HAMILTON, OHIO 


Pacific Coast Office and Display Room: 
The Furniture Exchange, 180 New Montgomery St., 
San Francisco, Cal. 


Builders since 1845 of the famous Estates. A stove, furnace and range for every 
requirement—for cooking and heating with coal, wood, gas and electricity. 


& Stale 


THE CABINET 




















No woman enjoys bending and stooping at 
an old-fashioned oven. 
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without backache” 


burning range 


With the ElO-Range women 
can “bake without backache”. 


The oven is “upstairs”. 
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EL-O-RANGE 


COAL RANGE DELUXE 
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perio DROP-FORGED Too 


WRENCHES 


ILLIAMS’ Superior Drop-Forged 

Wrenches are unequalled where exacting 
service and dependable strength mean speed 
and efficiency. 




























There is as much difference in wrenches as 
in men :—power and worthiness in both are the 
fruit of careful, systematic development. 


That’s why the growth, for nearly half a 
century, of Williams’ Line stands for excellence 
in design and quality—that’s why “Superior,” 
as applied to Williams’ Drop-Forged Wrenches, 
means dependable service, always. 


Every one of the 40 patterns in about 1000 
sizes, with openings from 3/16 to 7% i 
standard in design and size for every recog- 
nized trade need—carries Williams guarantee. 


Carry Williams Drop-Forged Wrenches and 
supply your customers with tools of Superior 


Quality. Ask for Wrench Book. 
J. H. WILLIAMS & CO. 


‘“‘The Wrench People’’ 
New York BUFFALO Chicago 
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A Glutton a4 Second Lost 


© , 
for Work in Getting at 


the Nail 


SPEED 
with 
SAFETY 


HARDWARE COMPANY 





Torrington, Conn., U. S. A. 


New York Office 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 


FOR 71 YEARS MANUFACTURERS OF ICE SKATES 


























14 HARDWARE AGE June 4, 1925 





ee 2 
fg SH ee 


A New 






Counter 
Display 


FOR 


OB ee tee 


eT ete} 2p BOE 


pea <otea , / " 
Te ee é i. ” 7 
aes igen et aa oy 
a Z PS 
‘ Ee Siw See é 
am . “ 
-_- ee 
% 
% . B 
re. Ly 
age § ® 
b on 
é 
at OOC baie 
§ 2 ‘aos 
ERS & 
> sof * 2 
oie 3 4 
. . - LR pps See 
‘a er. an Ze - ‘. get é = 
cd 
9: PE oes 





7 - <_< << - —_ - 
. ~~, ‘ & 
ce Cle. SS 
ee ee - 


Profit and Goodwill from Two Thirds of a Square Foot 
of Your Counter Space 


Order “Mr. Punch” in multiples of one dozen, and entirely without charge 
we will pack them in very attractive Counter Display cartons that will attract 
many additional sales of this famous Automatic Drill. Certainly there is no tool 
you can offer your customers that will prove more useful or give a better account 
of itself for years of hard service than “ Mr. Punch.” 


GOODELL-PRATT COMPANY 





’ 


GREENFIELD, MASSACHUSETTS, U. S. A. 
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1500 GOOD TOOLS 
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the new 9-inch Crescent drop- 
forged large capacity wrench is 
great for all around service on 
cars or farm machinery and in 
the home. Attractively polished. 
Three-inch capacity. Retail 75c. 
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5 “Make ‘tool sales 
while the sun shines/ 


Pliers for the car—pliers for the motorcycle—pliers 
for overhauling farm machinery—pliers and 
wrenches are near the top of the list as live selling 
numbers these days. 


Summer means action—everywhere. And hardware dealers 
are due for their share of this action in the tool department. 
Now is the time to get those Crescent displays on your 
counter and in your window. 


id 
“Show them and you sell 


| GRESGENT | them.” 
eS 


ADJUSTABLE WRENCHES | 





ae me BA san CO etanw ¥ 
STORM AT USS 


| DROP FORGED - GUARANTEED s 


CRESCENT PL IER. 


S INCH THIN STRAIGC sid 


MAOH IM BOT 


Prk doe MCE DOS 40h cress 








The Crescent display boards, illustrated above, are attrac- 
tively printed, equipped with lock easel backs, and supplied 
in their respective assortments at the cost of tools alone. 
Ask your jobber about them. 


CRESCENT TOOL COMPANY 


204 Harrison St., Jamestown, N. Y. 
Originators of the Crescent Wrench 


CRESCENT [TOOLS 
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Extra Care=Extra Wear 


T stands to reason that extra care 
in forging and tempering puts ex- 

tra wear into the tool. Warren Quik- 
werk Tools are made on that principle 
—yet they cost no more than the or- 
dinary kind. Ask for them by name. 


See our distributors’ section 


in MacRae’s Blue Book 


The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 


Sledges Picks Mattocks Bars 
Blacksmiths’ Tools Chise!s Hoes 
Tongs Hammers 
Woodchoppers’ Tools 
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The Carborundum Company, Niagara Falls, New York 


New York Chicago Boston Philadelphia Cleveland Detroit Cincinnati Pittsburgh Milwaukee Grand Rapias 










Paige” 


Pair up your sales— Sell these stones with other sporting goods—It can be done 
ORDER FROM YOUR JOBBER-OR DIRECT 


Sell These Two 
Carborundum Stones 
to the Sportsmen— 


THE CARBORUNDUM 


Hook STONE 


cA. handy, specially designed little stone for quickly 
giving fish hooks of all sorts a keen, penetrating 
point and a really sharp barb. Tell ’em to use it on 
new hooks and old for every strike’s a fish when the 


hook’s sharp. 
Carborundum Hook Stones sell for fifty cents. 


PUT UP ONE DOZEN IN CARTONS 
ON ATTRACTIVE DISPLAY 


ewe Mr ene” 
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THE CARBORUNDUM 
SPORTSMEN’S 
STONE 


Here isa great stone for sharpening all sorts 
of hunting knives and hand axes. Coarse side 
takes out the nicks and brings the blade to an 
edge—the fine side gives a smooth, keen edge. 
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Furnished in neat leather belt case. Sells for 
dollar and a half. 
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“WICK WIRE” FENCING AND NETTINGS 
(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 
w hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 


W.W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 


expansion problem. 
WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 
H’*s eight spaces of one and one-eighth inch mesh at the bottom, graduating rom one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and aah as well as a protection to them against prowling 
animals. Woven and ee on the same principle as W. W. Poultry Fence with no ends of wire 


to rust nor sharp bends to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh | 4 


” the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the halen grade. 


WICKWIRE BROTHERS, CorRTLAND, NEW YORK 
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Stove Bolts 
Tire Dolts | 
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Machine Screws 





























PROVIDENCE , 
WESTERN DEPOT 
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American Screw Co. 


R.1. 


225 VEST RANDOLPH ST., CHICAGO, ILL. 
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MYERS 

* CROSS DRAFT 
SLING UNLOADER 

PATENTED 
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FIG. 


Dependability is essen- 
2054 


tial in hay unloading tools. 



















Failure to function during rush ‘SQ 
harvest often means _ spoilage — 
and loss of crops. And the farmer, Sn. 
under such circumstances, naturally a 
loses confidence in his hay unloading Tha — 


a 


7 ott 4 
4 Of eo, 






equipment just as he does the dealer who 
sold it to him. You Can Recommend and Sell 


MYERS HAY TOOLS 
with Confidence 


They will guard and uphold your reputation as a good dealer by doing all 
of the work required of them easily, efficiently and dependably—and 
they will continue to do so for many years to come. 

Harvest time is drawing nearer every day. The Myers line of 
Hay Unloading Tools is complete, fully proven and guaran- 
teed. Anticipate. We are ready to send catalog and 
quote direct or have one of our representatives see 
you. Write. 


THE FL.E.MYERS & BRO.¢co. 
ASHLAND, OHIO. 
Manufacturers for over Filty Years of MYERS WONOR-BLT PUMPS (or Every Purpose 
GARAGE DOOR HANGERS: STORE LADDERS. Etc. 
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BLUE WAIRL 


EGG BEATER 


Quickly and cheerfully beats 
anything you wish to whip. This 
willing helper is sturdily built of 
special metals that stay bright 
and new for years. The strong, 
bright, tarnish-proof blades beat 
faster, more thoroughly, and so 
.. much more easily. 
ws} N The Turner & Seymour Mfg. Co. 


Torrington, Conn 


Its Different )\ QS) 2S 


‘ / 
and | . \\ \ Individually packed in 


trim, blue boxes 


\olaadae ‘ “a 4 At your dealer's, $1.00: 


by mail, $1.15 




















Blue Whirl Advertisement in July Good Housekeeping 


Sell the Advertised Egg Beater 


_The more than a million readers of Good Housekeeping 
see Blue Whirl advertising regularly. The fine quality and 
sood looks of the beater, the neat package and the adver- 














tising are real sales stimulators. Women want the added 
quality that they see in this egg beater. Dealers everywhere 
are finding Blue Whirl worth while. 


BLUE WHIRL 


EGG BEATER 








THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. 
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| What insecticide manufacturers think 
om about buying sprayers....... 


Insecticide manufacturers buy Lowell 
Sprayers by the thousands—they are the 
largest individual buyers in the country. 




































Naturally, their business is cultivated 
assiduously. ‘They are very mucl inter- 
ested in having no difficulties abuut re- 
placements or complaints—they want ser- 
vice in shipments and the least possible 
trouble with an item that they are not 
responsible for in production. 


+ PRB. 


They keep records of complaints. And 
complaints on lLowells are reduced to 
the minimum. It costs us $20 per day 
just to double-test sprayers, and $20 is 
$6,000 per year, or 6% on $100,000 worth 


of business. 


“Ey ses ee 


cs 
“x 


But they know and we know that Lowell 
Sprayers do not leak. Out of 180,000 
shipped one customer—one sprayer was 
returned, a nail thru a shipping box. And 
the 107 lb. base tin (none less) insures a 
stable sprayer you can’t dent with your 
thumbs. 


Lowell Sprayers are the Standard in 
Quality. 
LOWELL SPECIALTY COMPANY 


Largest manufacturers of sprayers in the world 


LOWELL, MICHIGAN 


Compressed Ajir 
Sprayer 














No. 115 
Continuous Tin 
prayer 







Lowell Glass Tank Sprayer 






1. 107 lb. base tinned. 
2. Guaranteed against leakage. 
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| FOR AUTOMOMILISTS 
MOTCR MECHANKS 
J AND REPAIRMEN — 


STARRETT [ 
PAPTHICKNESSGAGE |: 














Starrett 
Tools 
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Starrett 


Aluminum Line Level 


NO.108 


a ae 





Spring Center 


Punch 
No.5 


“Pull up 

the latest 
and 

Let go” 


May We Send You 
These Sales Helps? 


You know how much easier goods sell when they’re 
well displayed. Here are three handsome, two-color 
display cards and a metal display stand that—with- 
out saying a word—will talk money into your cash 


register. 


Take the display stand—it’s made of sheet metal, lithographed in three 
colors and contains a complete assortment of Starrett Center Punches, Nail 
Sets and Drive Pin Punches. Each tool is in hole marked 
to show Catalog number and size. List price of tools, 
$11.15. The stand is furnished free to dealers buying 
the above assortment, but is not sold separately. 


Just above the display stand is a handsome two-color 
card displaying one dozen No. 71 Thickness Gages. 
List price complete, $10.80. Card supplied mounted 
only. 

How many Line Levels do you sell in a year? Put one of 
these handsome two-color display cards on the counter 
and watch ’em buy ’em. Card with one dozen No. 108 
Line Levels, $7.20 list—card is supplied only with stock. 
Then there’s the two-color display card showing two No. 53 Spring Center 
Punches. It not only shows the tool but shows how it works. Price complete 
$2.60 list. Card supplied only with tools. 


If you want to snap up your tool display, want to make it easy 
for men to buy—order these displays now. They’re certainly 
sales builders. 


THE L.S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS. 


8045 
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The Vise 


That Sells Itself 


You don’t have to argue a man into 
buying the new Prentiss Vise. Just 
ask him to look it over. 


He can tell at a glance that it’s the 
vise he wants, for both utility and 


service. Opens to four inches. De- - 


tachable steel jaw faces accurately 
tempered and surfaced. Hardened 
pipe jaws. Cold rolled steel sliding 
bar. Head press-forged on the 
screw and ball ends forged on the 
lever. 


And it has the Prentiss improved 
collar fastening with iron fingers 
sunk into the shaft, instead of a set 
screw that soon works loose, an 
exclusive design advantage that 
every vise user appreciates. 


The Prentiss Vise is handsomely 
finished in red and black. It is 
packed in individual cartons, six to 
acase. Order from your jobber and 
see how quickly they'll sell them- 
selves. 


Prentiss Vise Company 


106-110 Lafayette Street 
New York City 
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A Simpler Tool 
For Threading Pipe 





It doesn’t take a skilled 
mechanic to get perfect 
threads that make up tight 
into the fittings when an 
Oster Bull-Dog die stock 
is used. 


Its quick releasing dies 
and__ self-locking guides 
make pipe threading a 
simple matter compared 
with ordinary die stocks. 


You don’t even have to 
back off after a cut. The 
dies open when you throw 
a lever and the tool lifts 
right off the pipe. 


No parts to break or lose. 
Each tool threads from 4 
to 8 sizes of pipe and they 
cost no more. Write today 
for our attractive dis- 
counts. 


OSTER 


The Oster Manufacturing Company 


Manufacturers of the most complete line 
of pipe threading equipment in the world. 


1976 E. 61st Place 
Cleveland, O. 
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A Heller Hammer 
With A Rubber 
Cushion Shock 

Absorber 


No more pound, pound, pound 
on the nerves if you use the 
HELLER SHOCK ABSORBER HAM- 
MERS—endorsed by carpenters 
and mechanics, scientifically 
tested—fully guaranteed. 


1. Absorbs the shock of blows 
and saves nerves and energy, 
because of a hard rubber 
cushion between the handle 
and hammer head. 


2. The head cannot come off or 
loosen. 


3. Drop forged and hand finished 
by experienced craftsmen. Of 
finest HELLER steel, super- 
hardened. 


4. Handle of best selected second 

rowth hickory—no breakage. 

Well balanced, just the right 
feel. 


Stock now. Ask your jobber. Wire or 
write direct if he cannot supply you. 


HELLER BROS. COMPANY 
Newark, N. J., U.S. A. 


HEL¢,)LER 


GOOD TOOLS SINCE 1836 








FILES. RASPS.TOOLS , HAMMERS. STEEL 
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Small 


Sandpaper 
Sales 


Make 
Large 


Annual 


Profits 


You can sell a pack- 
age of sandpaper to 
one of every ten 
customers if you 
tell them of its 
various uses. Fig- 
ure what that means 
in a year and then 
write for our folder 
telling of how handy 
sandpaper really is. 





Minnesota Mining & Mfg. Company 
Producers of the complete line of 3-M Brand Abrasives. 
Originators and sole producers of Wetordry Waterproo} 


Sandpaper. 


799 Forest Street, St. Paul, Minn. 


Chicago Philadelphia Boston New York 
San Francisco Detroit Grand Rapids Chattanooga 
Los Angeles St. Louis High Point 
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A few Cheney or Royal Grinders 
displayed on the Cheney Display 
Stand will do more than attract atten- 
tion—they’ll invite customers to give 
them a “Turn.” 


A few turns will convince that these 
grinders are not only easily operated, 
but perfectly smooth and _ noiseless. 
Every turn sharpens the tool until the 
desired keen edge is secured, and it’s 
quickly accomplished. 

A few sales will prove the profit 
and turnover there is in the Cheney 


line. 
Sizes and styles for every requirement of 
Homes, Shops, Garages, Farm use, etc. Ask 


your jobber to supply you. Tet us send you 
our latest Catalog and Prices. 


S. CHENEY & SON 





gE TTT Witt 


Let Customers “‘Turn’”’ Them 
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Manlius, N. Y. 
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COES KEY-MODEL 





The Only Adjustable Wrench Large Enough for Reseating Valve Work 


Big yellow metal unions and valves not only require a 

werful, quickly adjusted wrench with large jaw open- 
ing capacity, but one with ample leverage and an_unfail- 
ing grip. 

The use of any tool that slips is prohibitive, because 
when these and other expensive fittings are scored and 
damaged the replacement cost runs into many dollars and 
no company wants unnecessary replacement bills staring 
them in the face. 


For these and other reasons chain tongs, pipe wrenches 
and makeshift tools are rapidly being discarded and re- 
placed with the Coes Key-Model Wrench. 


The range of sizes: 28”, 36” and 48” standard and the 
72” size furnished on special order meet every varying re- 
quirement and no tool handles such a wide variety of work. 
Made entirely of steel forgings. Coes quality throughout. 


If Your Jobber Cannot Supply You—Write to Us 


COES WRENCH COMPANY 


“In business since 1841” 


Worcester 


Mass. 


SELLING AGENTS 


John H. Graham & Co., 113 Chambers Street, New York 


29 Murray Street, New York 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 
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ORCO 
“Yhe Never-failing Pipe Wrench 


The unfailing grip is an 
outstanding feature ofa 
MORCO—back of this 1s ex- 
ceptional strength built right 
into it with engineer- 












ing exactness. 


The MORCO is a 
sturdy, dependable 
wrench that wins ap- 
proval and insures 
customers of satis- 


faction. 





MOORE DROP FORGING CO. 
Springfield, Mass., U.S.A. 


New York Office Chicago Office London Office Paris Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 
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= --.. §ecure Against 
+ ae Storm and Theft 
Protection for your driver and your merchandise 
-% is assured with this standard Ford cab and body. 
A weather-proof canopy roof, side curtains, screen 
sides and end doors keep the contents as safe as 
in your own warehouse, and the closed cab pro- 
tects the driver in inclement weather. 
Merchants and manufacturers who have had goods 
“44% , The New damaged by rain, snow, sun or cold, or stolen from 
(S52 an open truck, will welcome this security to be 
et) | ll Closed Cab obtained at the popular Ford prices. And the 
a 3 ge A roomy, comfortable dependable operation of the truck itself assures 
= all stesl cab with seat- timely delivery under conditions, good or bad. 
oh we mega: ing accommodations for 

| three people. If you are interested in securing safe transporta- 
Complete ventilation tion for your merchandise, ask your nearest Auth- 
facilities. orized Ford Dealer to give you a demonstration 
Removable panels at of Ford equipment and to show you how it will 

rear of Cab. save time and money in your business. 


Rubber floor mat; two 


dispatch boxes. Price Complete $560 F. O. B. Detroit 


Sora 
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It’s Easy — 
To Get AROUND OssTRUCTIONS 
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>WITH THIS 


SWIVEL ACTION WRENCH 














, 
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RISLVOC P1711 


475 SHREWSBURY ST., 


° e ° é¢ 
The illustrations show how this wrench was caught’’ 
by the getting around the horn on a 
Ford in tightening the water inlet cap screw. 


‘é . 9 
movie man 


Other places where this wrench is particularly 
useful on Ford cars: 








Cylinder Heads 
W ater Outlets 


Connecting Rods 
(including fourth) 

Main Bearings 

Demountable Rim Nut 


AN 
INNOVATION 
IN SOCKET 
WRENCHES 


The new feature—the swivel action of the 
handle — makes it one of the most useful 
wren@es we have ever brought out because 
it can be used in many different positions and on 
many different cars., 


Equally useful _~ J 
on all popu- 
lar cars. 





—_ ) 












Two Stock Numbers: 
No. 774—5g" Hex.—will reach Fourth Connecting 
Rod on Fords with crank shaft in any position. 


ter Main Bearing on Fords without taking the motor out. 


Ask your Jobber or write us for catalog No. 502 


a. Se 
ae | fe 
=—Z ' nr 
é 









WORCESTER, MASS., 






No. 775—;*," Sq. —will reach Front Main Bearing and Cen- 


ers of All Steel, Socket Wrenches, ~ in the World 
UU. S. A. 
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Works at Fairhaven, Mass. 


ATLAS TACK CORPORATION 


Have you seen our 





QiSEHo %, 


wren 
Steet. 


TACKS 


3 OZ. we 


Sopra 























A # oz. package to retail at 5c. 


A variety of plated steel tacks fora variety of purposes, in an at- 
tractive display case and the packages are in two colors. 


Fairhaven, Massachusetts St. Louis, Missouri 








Works at St. Louis, Mo. 
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Kawneer Windows Make It Easy 
to Display Hardware 





Your merchandise responds readily with Store Fronts an efficient and _ profitable 
profit pulling sales when it is shown prop- solution of window display problems. H. 
erly in your windows. But no matter how A. Weaver, Montoursville, Pa., reports it 
much effort you put in on your displays, takes but a few minutes to put in a display. 


Hundreds of hardware dealers depend 
upon their Kawneer window displays to 
pay their rent. 

If you are bothered by display problems 


you cannot make them efficient unless your 
store front is neat and attractive and of 
proper design. 





More than 260,000 merchants, whose why not investigate the Kawneer way of 
stores would make a business street reach- window selling. Just pin the coupon to 
ing form New York to Chicago have your letter head and let us send you a 
found in their Kawneer Solid Copper copy of our Book of Designs. 


rs 


v THE 
“ KAWNEER 





Y COMPANY 
a 1717 Front Street, 
, if a PR cogsausourin 
4 
Please let me know how 
Kawneer Store Fronts solve 


/ display problems and send me 
f/f one of your Books of Design. 








F id 
ff UD nnatientsimion 


“ Add i ee 
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Why Hardware Jobbers are Offering the Dealer 
Such a Profitable Proposition on Revere Tires 


HE reason the Revere line offers the 
hardware dealer such an attractive 
proposition is no secret. 


It is based on economical, efficient manu- 
facturing and the exceptional success which 
the Revere Rubber Company has had in 
building up a truly economical system of 
distribution through the hardware jobber. 


The dealer gets the advantage, and he 
can compare prices with any in effect 
today and readily see the strength of his 
position. 


The Revere dealer’s business is profit- 
able now and he can depend on continu- 
ous increase in volume. 


Every tire requirement of his customers 
can be met with a Revere Tire of unques- 
tionable quality. 


Revere Tires are made in Balloon, Bal- 
loon-Type, Regular Cord and High Pres- 


sure sizes. 


Let the nearest Revere distributor ex- 
plain to you the profit possibilities of these 
famous tires. 


What is also of great importance, REVERE 
Revere quality makes permanent \ 2. / REVERE RUBBER COMPANY 


customers. 





1790 Broadway New York 
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evere Balloon Cords 
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aor PLAT PaKil Form: 


Change the whole 
Autographic Register Field 


Business men who never could see 2.—Wiz issues all copies or refolds 


the advantages of registers before are 
now successfully using WIZ with its 
flatpakit forms... Put WIZ alongside 
any other Autographic register. Com- 
pare every detail. Put them through 
their paces. Find out for yourself 
which is most efficient. We want you 
to be the judge. We want you to see 
with your own eyes that WIZ is the 
only register with the following ex- 
clusive features: 


1—WIZ USES ONLY ONE 
FLATPAKIT INSTEAD OF SEV- 
ERAL ROLLS TO MAKE ANY 
REQUIRED NUMBER OF DU- 
PLICATES 


one in a zig-zag pack. This check- 
ing copy accounts for every item for 
instant reference, posting, checking, 
auditing and filing. 

3.—Wiz “flatpakit” forms always 
lie flat and file flat. 


4.—All these are combined auto- 
matically in the Wiz Register with 
“FLATPAKIT” forms. 


Let us tell you more about Wiz Reg- 
isters—how they can help you keep the 
record of each transaction more accu- 
rately and thus save you money. 








in American Sales Book Company, Ld. Dept.7256, Elmira, N.Y. 


Please give me information about Wiz Flatpakit systems as checked 
below: 
[ ] Protected Cash Sales 


REG v.S. PAT. OFF 
T AOCMuUcCL (_] Customer’s Credit Sales 
CJ Combining Two Ideas in One Set of Forms 


C] Simple Delivery Records 











The Wiz Register is one of the Amsaboco Prod- 
ucts made by American Sales Book Company, [] A Receiving System That Works 
Ld., the largest and oldest manufacturer of | | 
sales check books, autographic registers and [] Less Work and Quicker Collections with This Statement System 
other original entry systems. Its president ts 
the founder of the industry and it has more 
trained field representatives than any other 


concern. 
© A. S. B. Co. 


i, Ps. cis cede ENDORSE OCebWeCrennoeseneeees 


(Pin to your letterhead and mail) 
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Garage Door Hardware 








The New Chicago Produce 


Mart Equipped with 
A-P Garage Door Hardware 


The Chicago Produce Mart is being equipped with 498 A-P 
No. 1081 hangers -and 4289 feet of track, together with all 
hardware necessary for complete A-P installation. This repre- 
sents 166 three-door openings and 166 six-door openings. To 
our knowledge this is the biggest order ever placed for hard- 


ware for folding-sliding doors. Another A-P victory! 


Many competitive hangers were considered—many were tried. 
The merit, efficiency and lasting qualities of one as compared 


to the other, were carefully weighed—and—A-P won out. ' 


For a great project like the Chicago Produce Mart to select 
A-P equipment is a tribute to our design, workmanship and 


quality. 


Allith-Prouty Company 


Manufacturers of: 


Spring Hinges 
Door Hangers 


Overhead Carriers 


Rolling Ladders 


Representative Jobbers Distribute A-P Products 


June 4, 1925 
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The | 
Right 
Hanger 
for 
Every 
Door 








Ten-Eighty 


A request brings com- 
plete facts on: 

A-P Door Hangers, Ga- 
rage Door Hardware, 
Fire Door Hardware, 
Overhead Carriers, Roll- 
ing Ladders and Spring 
Hinges. 

Write today. 


Danville, Illinois 


Garage Door Hardware 
Fire Door Hardware 


seen. \ \\ Ve 
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Do You Use or Abuse 


Salesmen ? 


RADE evils have always been present—perhaps they always 
will be with us. In all lines of distribution, manufacturers, 


jobbers and retailers have grievances, one against the other. 








Some of these complaints are well founded, others are not. 


One of the worst trade evils we can imagine in any business is 
a condition where the retail merchant abuses a salesman, believing 


that such tactics bring out a better price or an undeserved adjustment. 


Cold bloodedly it is poor business to abuse the salesman. He is 
human and feels the same pains and joy that you have. Unfortunately 
it is human to seek some redress for abusive treatment. Just how 


this may be done makes little difference. 


On the other hand the merchant who uses the salesman, giving 
him the same consideration he expects for himself and staff, often 


finds reciprocation, which is the opposite of revenge. 


There is frequently an extra discount in some line, a good sales 
stunt in the salesman’s war bag, display equipment and ideas, market 
information, ideas observed in other cities and many other valuable 


helps for the merchant who uses salesmen instead of abusing them. 
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Our Readers’ Forum 


Partial Payment Paint Plan Eco- 
nomically Sound 
‘ALL consideration of the installment 
plan of buying should, in our opin- 
ion, be predicated upon the fact 

that a large percentage of our citizens 
‘annot save without a definite obligation 
to pay something. In other words, if 
they do not bind a part of their future in- 
come by definite promises to pay, it would 
be frittered away from month to month, or 
from week to week as it came in, with noth- 
ing to show for it. If this much is not 
granted, then there is no benefit whatever 
in the installment plan of selling to the pur- 
chaser. 

“We think, however, that this condition is 
a well recognized fact, and the manufactur- 
ers of many things that might be termed 
luxuries have catered to this weakness to 
such an extent that many are led to buy 
luxuries that they cannot afford, and some 
necessities are frequently neglected there- 
hy. Painting is one of the necessities which 
is most easily neglected, and therefore we 
have believed it a good thing for the mer- 
chant who is not in position to extend long 
time himself, to be in position to compete 
with the houses selling victrolas, pianos, fur- 
niture, and even automobiles on the install- 
ment plan. It is not an economical system 
of buying for the purchaser, and we would 
not advocate it for the purchaser who can 
accumulate property without this stimulus, 
but for those who can’t we believe it is a 
good thing, and it is much better for them 
to protect property which they already 
have and conserve it, than to let it go to 
rack and ruin while they are indulging in 
things which are not necessities. 

“(Signed) Tue BiiiiGs-CHarpin Co., 
“Cleveland, Ohio.” 


Not Definitely Sold on Paint Plan 
6 EK have your favor of the 20th in- 
stant and in reply will say that up 
to the present time we have not 
been thoroughly sold on this installment 
proposition. As yet we have not advertised 
this nor made any attempt to do anything 
with it. However, we do think that as long 





as this is something to preserve property 
and increase its value it is doubtless a good 
proposition.” 
“(Signed) Brnts, BUSHNELL & Co., 
“Watertown, N. Y.” 





More About the ‘**Broad Buyway’’ 
$¢ Y article ‘The Broad Buyway,’ 
M appearing in the May 14 issue of 
HARDWARE AGE, seems to have 
created the impression that I was criticising 
the management and sales force of a certain 
well known and highly thought of hard- 
ware store in Mount Vernon, N. Y., and I 
wish to state that this was not my intention. 
While certain expressions used in this ar- 
ticle may have given some cause for this 
local interpretation—Mount Vernon was 
not the town referred to.” 
(Signed) WurrtaAm LupiuM, 
Mount Vernon, N. Y. 


ig 


‘*A Splendid Tonic for My Digestive 
Organs’’ 

ee SPLENDID tonic for my diges- 

A tive organs this morning was the 

reading of the article on pages 36, 

37 and 39, ‘It Can't Be Done with the 

Present Generation, in HarpwarE AGE 

for May 21. The cartoons were excellent 

and my laughing put me in good humor for 
the day.’ 

“I particularly enjoyed the cartoon— 
‘Success Depends Upon Which End of 
Your Body Is Most Active’ and ‘Now- 
adays Mother Borrows a Smoke from 
Daughter.’ ” 

(Signed) James H. Ontver, 
Oliver Bros., Inc., 


New York City. 





‘*Doubtful as to Value of Paint Plan’’ 
i HE ‘Partial Payment Plan for 
House Painting’ is a mater that 
doesn’t affect our particular branch 
of the business, as our products are of the 
class that are sold mostly in the smaller size 
packages for direct use by the house- 
holder. 
“IT have heard and read much of the dis- 








June 4, 1925 - 


HARDWARE AGE 


39 











cussion on this interesting subject, but, con- 
trary to my usual practice, I am unable to 
take a positive stand on either side of the 
question. 

“I have always been naturally opposed to 
the ‘installment plan’ in my personal af- 
fairs, but have learned to take a much 
broader view of the matter within recent 
vears due to the successful outcome of the 
great Liberty Loan campaigns and _ the 
many economical developments that have 
occurred during the years since the Great 
War. 

“Within the past week several warnings 
have been sounded in the press and other- 
wise, by men whose opinion carries much 
weight, against a too great extension of the 
‘installment plan,’ especially in fields where 
it is likely to result in unwise and unneces- 
sary expenditures that can only be termed 
correctly as extravagance. 

‘Beyond question there is more justifica- 
tion for a person having his house painted 
on a partial payment contract than there is 
for most of the expenditures that are being 
made under such a system. It would indeed 
be a very rare case where the painting of a 
house, either by cash or extended payments, 
could be considered an extravagant enter- 
prise—quite the contrary. 

“To my mind, a weak spot in the whole 
situation is the intense competition between 
different industries to get the patronage— 
which means the income, of the great pur- 
chasing public. It has come to a point 
where not only ‘the butcher, the baker and 
candlestick maker,’ but the furrier, musical 
instrument dealer, the automobile agent, 
the depattment store, furniture dealer and, 
now, the hardware and paint dealer are all 
being encouraged to compete for Mr. Wage 
Salary Earner’s business and to make at- 
tractive terms of payment the main incen- 
tive for him to buy. This may easily be car- 
ried too far and result in an economic con- 
dition that would prove detrimental to all 
concerned. 

“Having had early training in the retail 
hardware trade and close family connec- 
tions with it for all of my business life, I can 
say without prejudice, that the hardware 
retailer is likely to approach new methods 
and developments with a preconceived no- 
tion that they are all wrong. That is a 
great mistake always and it is in the present 
discussion. ‘There are two good sides and 
two bad sides to the question and it must be 


approached with an open mind, threshed 
out fully and fairly and then, after the 
facts have all been carefully weighed and 
analyzed, it is for each hardware dealer to 
make his own decision as to whether or not 
he wants to do business under the plan. 

“The matter should never be disposed of 
upon the idea that the deferred payment 
plan of doing business is socially, morally or 
ethically wrong. It is entirely a matter of 
business which term includes, of course, 
economics and finance. 

“T don’t think that the plan should be 
killed in cold blood nor do I think that it 
should be so fed up and pampered as to be- 
come a handicap to the trade.” 

“(Signed) Montauk Paint Co., 
“Brooklyn, N. Y.” 


oe 


Manufacturers Should Educate 
Public on Paint 


os HERE is too much installment 
business now. Let the paint manu- 
facturer spend a little more money 
for paint demonstrations for educating the 
public in the use and application of paint, 
and sales will automatically increase.” 
“(Signed) A. EK. MELVIN, 
“Berkeley, Cal.” 





Prefers Selling Paint on Cash Basis 
” ARDWARE dealers will make a 
mistake if they start to sell paint 
on the partial payment plan. 
People are already overburdened with pay- 
ments that they are mailing from week to 
week on merchandise that they have bought 
in the past year. 

“Tt is much more satisfactory to do a 
paint business on a cash.basis than on an 
installment basis, even though the latter 
plan might stimulate sales somewhat. The 
increase in sales would not be sufficient to 
justify the abandonment of the cash sales 
plan. 

“In our opinion the paint business will be 
more profitable to the retail hardware 
dealer if it remains as it has been in the 
past. ‘The movement in retail business to- 
day should be away from the installment 
plan rather than encouraging its expansion 
into new fields.” 

(Signed) Henry JANSEN, Meanr., 
“The Jansen Hardware Co., 
“Covington, Ky.” 
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Cool Homes and Warm Friendships 


By Charles P. Catlin 


a4 Y kitchen is as hot as a bake-oven. I’m 
M. simply roasted.” How often have you 
heard the lady of the home make this 

remark? 

Can you blame her? I'll say she’s justified— 
and deserving of your sympathy. How would 
you like to stand up in front of a red-hot cook 
stove and cook three square meals for the family 
when the thermometer registers 90 degrees in 
the shade? Can’t you sympathize with the Irish 
woman who said to her husband when he in- 
dulged in some heated words about the hot 
weather, “What are you complainin’ of when Oi’ve 
been stewin’ here in this kitchen all the toime 
you’ve been down in a noice, cool sewer?” 

There are, of course, plenty of women who 
don’t get sore when the thermometer soars. They 
are those who don’t cook on a heat-radiating 
wood or coal-burning stove but who use modern 
cooking appliances which make it possible to keep 
the kitchen and the home cool and comfortable. 

You have invested your money in non-heat- 
radiating and labor-saving kitchen equipment— 
appliances that will help the housewife to make 
cooking a pleasure even during the hot summer 
months. 

You no doubt have these goods on display right 
now in your store, waiting to have someone come 
in and ask you about them. Perhaps you are 
taking it for granted that customers will inquire 
about this class of merchandise because the logi- 
cal place to buy it is the hardware store. 

Carry-over or turn-over?—That is the whole 
question as to whether Miss Fortune or misfor- 
tune comes into your store, as to whether you 
experience success or failure. And this question 
depends largely on the weather, whether it be 
gusty or Augusty, if you make no effort to bring 
customers into your store for up-to-date cooking 
appliances. If the season is favorable, your 
chances of turn-over are good. If the season is 
unfavorable, the chances of carry-over are great- 
ly increased. 

Please permit me to ask you a few pertinent 
questions: 





Do the housewives in your locality—your town 
and the surrounding rural districts—know you 
have summer cooking appliances on display in 
your store? 

What measures are you taking to assure the 
women folk’s knowing you are prepared to take 
care of their requirements? Do you have any 
way of letting them know—or of creating in their 
minds a desire to possess these desirable season- 
able lines—unless they happen to come into your 
store? 

What do the housewives see who do visit your 
store? 

Is it something like this: The bulk goods set 
up and displayed on the floor in the center of the 
store, the smaller items somewhere else, perhaps 
on the shelves and counters? All of this makes 
shopping inconvenient. Of course, in your store 
goods may be arranged. But in most hardware 
stores they are simply ranged, put wherever it is 
convenient to set them. -Items of stock should 
be like “birds of a feather’’—that is, they should 
“flock together.” Goods of a like character should 
be assembled and displayed together. Ranging 
goods haphazardly leads to loss of sales. Arrang- 
ing them together assures increased sales. 

Today the hardware merchants who are getting 
the best turn-over—the greatest sales and the 
greatest number of new customers—are the mer- 
chants who have a full appreciation of the value 
of DISPLAYING TIMELY, UNIFIED LINES 
with placards (signs) not only in their stores but 
also in their windows. Window sales come only 
from window tales. What your windows tell, you 
sell. Good seed produces good crops. Good win- 
dow displays produce good sales. Window dis- 
plays of timely, unified lines will interest a great 
many of your townspeople and bring them into 
your store who before they saw your window 
Such displays make passersby stop and buy. 

“The world needs to be reminded as well as in- 
formed.” 

Window displays of the right character are in- 
valuable. In my opinion they are the advertising 
medium which makes most sales—when properly 














bet 8p.) « 


a LEGIT S 


June 4, 1925 


HARDWARE AGE 41 








used. The right kind of window displays show 
the actual goods, the goods your townspeople need, 
at the time they need them—when they are in a 
mood to buy. 

Right now—this week—is a good time to make 
a window display of summer cooking appliances 
such as: 

Oil Cook Stove Alcohol Stoves 

Asbestos Starting Rings Canned Heat 

Oil Stove Wicks Camp Stoves 

Portable Oven Electric Disc Stove 

Gasoline Stove Electric Grills 

Lamp Stove Electric Hot Plates 

Lamp Stove Wicks Electric Waffle Irons 

Fireless Cookers Electric Toasters _ 

Fireless Cooking Sets Electric Chafing Dishes 

Pressure Cookers Electric Coffee Percolators 

Gas Hot Plates Electric Coffee Urns 

Electric Fans Percolator Tops 

Electric Egg Boilers 


In addition to the above items place in your 
window a few choice pieces of nickel-plated ware, 
aluminum ware, enamel ware and a vacuum bot- 
tle or two—not too many pieces—just enough to 
brighten up the display. This will help you put 
over the idea that your store is headquarters for 
a complete line of cooking utensils. 


Place two signs in your window that bear mes- 
sages as indicated below. 


- 


| 
| 
| 
| 





Summer Cooking Suggestions 


a 
-_= 





Keep Your Home Cool 
and Comfortable 
with these 
Non-Heat-Radiating 
Labor-Saving Appliances 











Early sales assure quick returns on your invest- 
ment. Mid-season or end of season sales usually 
mean reduced prices, sacrificed profits, expensive 
carry-over of seasonable lines. 

You have the’ goods in stock. You bought them 
early. You have them on display. Why not tell 


your potential customers of the service you are in 





Buy Your 


Fireless Cooker 
or 


Oil Cook Stove 
N OW 


Get the Full Season’s Use! 











a position to render? Why not invite the house- 
wives to come into your store and inspect the new 
goods that will keep their kitchens relatively cool 
even in weather that would make a Hottentot a 


too hot tot? 


“That’s all right, Catlin! But how am I going 
to do it?” 


That’s easy as putting money into your cash 
register when business is good. It’s inexpensive, 


too. Here’s how: 


Go to your post office. Purchase 500 1-cent 
postcards for $5. Take them to your local job 
printer or newspaper office. Place an order to 
have the postcards printed. This will cost you 
about $3 to $5—a total of 2 cents per customer 
addressed. Have the postcard read something 
like this: 





June, 1925. 
Dear Madam: 
_ This week we have on display for your 
wns pection 


Summer Cooking Appliances, 


labor-saving devices which will make swm- 
mer cooking more pleasant and help keep 
your home and kitchen cool and comfort- 
able. We are making a special feature of 
(name of stove here) Oil Cook Stoves and 
(name of cooker here) Fireless Cookers. 
May we have the honor of a visit from you 
this week? 

Yours for service, 

(Name of Firm Here) 











You may need more or fewer postcards to cover 
your mailing list. At any rate add Uncle Sam to 
your sales force. Then you will be able to beat 
the catalog mail order house at its own game. 
You have the advantages on your side: the auto- 
mobile, the telephone, the home mail carrier and 
your own location—right in town where people 
can see what they are to buy, handle it and learn 
from personal demonstration how to use it. 


This plan will increase your sales and your 
profits. It will do more. It will increase your 
good will with the ladies, who do most of the buy- 
ing. By helping them keep from getting dog- 
tired and uncomfortable during the dog days, you 
will earn their gratitude. And women’s grati- 
tude is the best cornerstone for a hardware busi- 
ness. The best way to get bonds in your bank is 
to cement bonds of friendship with your custom- 
ers, to build up the “Thank you—How are the kid- 
dies? Call again” attitude. 


A keep-the-home-cool-and-comfortable cam- 
paign will help you keep home money home. 

Cash in on the dog days—and you will turn 
dull days into profits. 
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The Supreme Court 
Chamber in  Inde- 
pendence Hall, Phil- 
| adelphia, where the 
first Supreme Court 
of the United States 
' met in session. The 
_ Declaration of Inde- 
' pendence was signed 
in this building on 
July 4, 1776. Be 
sure to visit it dur- 
ing your attendance 
of the National Re- 
tail Hardware Asso- 
Ril Ciation, June 22-26. 











When the 
Meets 














Hardware Congress 
in Philadelphia 


Be Sure to Visit the Many Historic Landmarks for which the 
Quaker City is Famous 


ARDWARE men know industrial Philadel- 
H phia. It is the home of many well known 
hardware factories and an important 
wholesale hardware distributing center. Phila- 
delphia also has its very human side, its histori- 
cal landmarks, which serve to remind us of the 
valorous and intelligent efforts of American fore- 
fathers who organized and formed this Republic. 
The twenty-sixth annual congress of the Na- 
tional Retail Hardware Association meets in 
Philadelphia June 22-26, to discuss pertinent 
problems of present-day hardware retailing. Its 
purpose is strictly business, but in between ses- 
sions and in the evenings there will be some time, 
which delegates and their families will wish to 
utilize in historical pilgrimages. Many will come 
from distant States. A visit to Philadelphia means 
the opportunity to actually see the buildings, the 
sites, and the relics vividly pictured in our school 
day histories, for Philadelphia has preserved 
many of the symbols and incidentals of Colonial 
and Revolutionary War atmosphere. 

In the suburbs the red brick houses with their 
small two step, white stoops, offer a homely and 
personal suggestion of Colonial days. As in those 
times, the housewives scrub diligently these two 
small white steps early each morning. It is'a 
Philadelphia tradition, and a sight worth seeing. 

Of a hardware nature there are many fine, 


large, well-conducted retail hardware stores and 
any number of hardware manufacturers who will 
welcome visits from national delegates. The local 
hardware jobbers will also be pleased to receive 
calls from hardware visitors. 

The City of Philadelphia, according to history, 
had its: inception in a convention when William 
Penn, accompanied by a few unarmed friends, 
clad in the simple garb of the Quakers, came to 
the appointed spot under a venerable elm tree and 
there met the chieftains of neighboring Indian 
tribes. William Penn told his hearers they were 
assembled on the broad pathway of good faith, 
that no advantage would be taken on either side. 
That when disputes arose they would be settled in 
open council. 

No record was made of the treaty entered into 
on that day, for none was needed. Its terms 
were written on the living hearts of men and no 
deed of violence or injustice ever marred the 
sacred covenant. Following this first convention, 
Penn planned his proposed capital, selecting the 
beautiful neck of land between the Delaware and 
Schuykill rivers. The growth of Philadelphia 
was astonishing. In the summer of 1683 there 
were only three or four houses. In 1685 the city 
contained 600 houses; the schoolmaster had ar- 
rived and the printing press had begun its work. 

America’s historic city, frequently termed the 
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“World’s Greatest Workship,” is noted for the 
epochal conventions that have taken place there— 
the First and Second Continental Congresses met 
during the Revolution. It became the seat of the 
Federal Government from 1790 to 1800. There 


The National Retail Hardware Association a rare 
opportunity is presented to visiting hardware 
merchants to enjoy the great places of historic 
importance and observe the growth of Philadel- 
phia, which has ever maintained its place as a 
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The birthplace of 
“Old Glory,” or the 
Betsy Ross House, 
is shown above. To 
the left is Independ- 
ence Hall, built in 
1732-1741 where the 
Pennsylvania Leg- 
islature first met in 
1736 with Benjamin 
Franklin as Clerk. 














































Above is a view of Washington’s headquarters at 
Valley Forge. To the left is shown the historic 
Carpenters’ Hall, where the first Continental Con- 
gress met on September 5, 1774. 


the Declaration of Independence was written and 


leading and most prosperous city and port in 
signed, the Constitution of the United States was 





America. 
adopted, the first American flag made and Ameri- The Hardware Merchants & Manufacturers’ As- 
can Liberty established. sociation of Philadelphia has planned a program 
During the twenty-sixth annual congress of 


of entertainment during the entire period of the 
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Places You Should Visit in 
Historic Philadelphia 


Heep This Guide for Reference 


PENN TREATY SQUARE —-site of the big elm tree under which William Penn con- 
cluded his compact with the Indians. 

CARPENTERS’ HALL, where the First Continental Congress met, Sept. 5, 1774. 

INDEPENDENCE HALL, built 1732-1741, where the Pennsylvania legislature first met 
in 1736, with Benjamin Franklin as clerk; where the Declaration of Independence 
was signed in 1776; where the Constitution was adopted in 1787; where the Liberty 
Bell is permanently exhibited, suspended from the old yoke from which it hung 
during the Revolution. 

INDEPENDENCE SQUARE, purchased in 1729 for state house site; where the Declara- 
tion of Independence was read to the public, July 8, 1776; remodeled in 1875 for 
the Centennial Exposition and restored in 1916 when 56 gas lamps, to represent the 
56 signers of the Declaration of Independence were installed. 


SITE OF DWELLING where Thomas Jefferson drafted the Declaration of Indepen- . 


dence. | 
CONGRESS HALL, built 1787-1789; where Congress met from December, 1790 to 1800; 


where Washington was inaugurated for his second term and John Adams for his 
first term; where Washington delivered his farewell address and where John Mar- 
shall delivered his famous eulogy of Washington. Restored in 1913 as it was dur- 
ing occupancy by Congress and dedicated by President Wilson. Now museum con- 
taining historical paintings and documents. 

OLD CITY HALL (now also museum), originally the United States Supreme Court 
House, where the Supreme Court met 1791-1800. 

BETSY ROSS HOUSE, where Mrs. Betsy Ross, an expert needlewoman who conducted 
an upholstery business from her home, made the first American Flag by commis- 
sion of the Continental Congress; Flagformallyadopted by Congress June 14, 1777. 

VALLEY FORGE, headquarters of the Continental Army from December, 1777 to June, 
1778, while General Howe and the British held Philadelphia. 

GERMANTOWN, where Washington attacked Howe’s British and Hessian army, Oct. 4, 


1777. 
OLD YORK ROAD, over which Continental Army marched between Philadelphia and 


New York. 

GERMANTOWN ACADEMY, founded as a union school by Lutherans and Friends in 
1759, opened 1761, and operated under its present name since 1796. 

WILLIAM PENN CHARTER SCHOOL, founded 1689, chartered by William Penn; 
incorporated 1698 by Quakers; oldest preparatory school in the country. 

PHILADELPHIA LIBRARY, oldest subscription library in the United States; founded 
1731 by Benjamin Franklin and others. Contains 70,000 volumes, many rare. In- 
cludes Loganian Library, bequeathed by James Logan to William Penn. 

UNIVERSITY LIBRARY, founded 1749 by Benjamin Franklin; 500,000 volumes. 

CHRIST CHURCH, originally chartered by King Charles II. to William Penn; chartered 
by Penn Family, descendents of William Penn. Still: has pews used by the Penn 
family, by George and Martha Washington, John Adams, Benjamin Franklin, Robert 
Morris, Mrs. Betsy Ross and others of Colonial and Revolutionary fame. 

OLD SWEDES CHURCH, built 1698-1700. 

FIRST PRESBYTERIAN CHURCH, founded 1698; where Benjamin Franklin was a 
pew holder in 1735. 

ST. JOSEPH’S ROMAN CATHOLIC CHURCH, founded 1733. 

QUAKER MEETING HOUSE, built 1804. 

BENJAMIN FRANKLIN’S GRAVE. 

UNITED STATES MINT. 

LARGEST SHIP BUILDING YARD IN THE WORLD. 

NEW DELAWARE RIVER BRIDGE. 

FAIRMOUNT PARK, over 9,000 acres. 

ZOOLOGICAL GARDENS—completely equipped—rare living animals. 
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Historic Landmarks in Philadelphia 








The Old Swedes 
Church, erected 
1698-1700, is an- 
other spot asso- 
ciated with the 
youth of our coun- 
try and one well 
worth visiting. As 
may be seen from 
the accompanying 
illustration, the 
building has with- 
stood the ravages 
of time and is to- 
day in an excellent 
state of preserva- 
tion. 



































The First Presbyterian 
Church, founded in 1698, is 
shown to the left. It was 
here that Benjamin Franklin 
attended services and the 
pew where he sat may be 
seen by visitors. 














To the right we 
have William 
Penn’s house, lo- 
cated in Fair- 
mount Park. Do 
not neglect to visit 
this famous land- 
mark when you 
attend the twen- 
ty-sixth annual 
congress of the 
National Retail 
Hardware Associ- 
ation, which meets 
in Philadelphia, 
June 22-26. This 
is but one of the 
many points of in- 
terest which will 
help make your 
stay interesting. 
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convention. On the afternoon of June 23 there 
will be a card party for the ladies in the Betsy 
Ross Room of the Benjamin Franklin Hotel. This 
hotel will be headquarters and the starting point 
for all convention events. On Tuesday evening, 
in the ball room, there will be a garden party 
amid seasonable decorations. There will be no 
speeches, but an entertainment is planned with 
music, dancing and refreshments in addition to 
several outstanding features that will surpass 
anything heretofore presented in an informal get- 
together meeting. 

Wednesday morning at 11 o’clock a special or- 
gan recital for the ladies will be given at Wana- 
maker’s, following which a luncheon will be served 
in Wanamaker’s and a trip of interest made 
through the store, to be followed by a theater 
party in the afternoon. In the evening the suc- 
cess of the well planned dance will be enhanced 
by an orchestra of national repute, refreshments 
and several carnival features. 

Thursday afternoon the ladies will enjoy a tour 
of Philadelphia, visiting Independence Hall, The 
Betsy Ross House, Christ Church, Benjamin 
Franklin’s grave and many other places of historic 
interest, terminating the trip at the Delaware 
River, where with the men they will embark on 
the steamer “William Penn” for a trip along the 
river from League Island Navy Yard to Tacony. 
Penn Treaty Park and the large ship building 
plants, the new Delaware River Bridge, costing 
$40,000,000, and having the longest span of any 
bridge in the world, also Hog Island, the great 
Government ship building plant, will be viewed. 
Director George Sprowls of the Department of 
Wharves, Docks and Ferries has detailed well in- 
formed assistants who will speak on the various 
points of Philadelphia’s river front activities. Re- 
freshments and dancing will add to this trip on 
the river. 

Friday morning the ladies will enjoy a motor 
trip to Valley Forge, where General Washington 
and his valiant troops suffered from hunger and 
cold in that soul trying period from December, 
1777, to June, 1778. ‘During this trip the ladies 


June 4, 1925 


will be entertained at an informal luncheon at 
the Manufacturers’ Country Club. 

T. James Farnley, as secretary of the Hardware 
Merchants and Manufacturers’ Association, re- 
cently announced the several committees for the 
entertainment of National Congress delegates. 
The reception and registration committee consists 
of S. Horace Disston, Henry Diston & Sons, Inc.; 
P. F. Hord, Winchester-Simmons Co.; W. B. Mun- 
roe, Supplee-Biddle Hardware Co.; James S. Bon- 
bright, Pennsylvania Lawn Mower Co., and E. C. 
Griswold, Corbin Cabinet Lock Co. 

Those in charge of the ladies’ entertainment are 
Joseph McCaffrey, chairman; Paul A. Griffith, 
Edward S. Jackson, Robert J. Maharg, H. L. Han- 
cock, A. B. Wainwright and George E. Saul. 

The Tuesday evening garden party will be 
guided by William George Steltz, chairman, as- 
sisted by E. C. Griswold; Edward E. Chandlee, 
W. B. Miles, Henry Rose, George W. Eckhardt 
and W. H. Roberts, Jr. 

P. H. Ford is chairman of the group taking 
care of the Wednesday evening dance. He will 
be aided by M. H. Fussell, Jr., J. M. Williams, 
W. T. Converse, S. F. Courter, J. D. Brainard, A. 
Taylor, Lothrop Jackson, John S. North and W. 
E. Dowler. 

The Delaware River trip on Thursday evening 
will be in charge of a special committee consist- 
ing of Chairman James S. Bonbright, with 
Charles M. Ghriskey, Alfred Barnett, Charles J. 
Griffith, Joseph Hottel, S. S. Eldredge, W. D. 
Jameson and Charles H. Culin. 

The finance committee consists of Chairman. 
W. B. Munroe, with S. Horace Disston, E. C. Gris- 
wold, Charles Z. Tryon, James S. Bonbright and 
Francis J. Braun. 

The Valley Forge trip committee is under the 
chairmanship of E. J. McAleer, assisted by Wil- 
liam George Steltz, W. Allen Barr, T. B. Hen- 
drickson, W. J. Devlin, Paul A. Griffith, A. S. 
King, George K. Goodwin, Jesse S. Harris and 
Isaac L. Ecret. 

Charles W. Asbury is chairman of the publicity 
committee, be aided by Donovan & Armstrong. 








12 Business Suggestions 


S a man is judged by the company he keeps, so is 
A a company judged by the men it keeps. Advertise. 


Emphasize one specific point at a time. 


Be concise, be continuous, be consistent in your 
efforts to create goodwill. Spasmodic efforts will not 
succeed. 


Don’t make promises unless you are sure you can 
keep them. 


If a mistake occurs, admit it—then sweat to rectify 
it. 


Have ideals as well as ideas. 


Allow subordinates authority in doing their rou- 
tine work. This inspires incentive. 


Welcome criticism and suggestions. 


Keep abreast of all new developments in your field— 
and pass the benefits along to the public. 


Sell the company to the employee first. Then train 
him to resell it to the consumer. 


Be fair. 


And, above all, learn to derive so much happiness 
from the service you render the world that your hap- 
piness will communicate itself to all you rub shoulders 
with in your journey through life——Forbes Magazine. 
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“Main Street’’ Merchandising Methods 


In a Town of 2401 
Inhabitants 


FTER having been in the 
hardware business for forty- 
four years a man might reason- 
ably be excused if his store looked 
a bit old-fashioned and if his 
methods were a bit antiquated. 
But Louis Gewalt of Brecken- 
ridge, Minn., while justly proud 
of the fact that he started in 
business in 1881, has not lost 
sight of the advances that hard- 
ware merchandising has made 
and his store today is a model, Louis Gewalt is a firm believer in the axiom “goods well displayed are 
_ — eee tag also half sold.” The above view shows how successfully he carries this theory 
or mercnandising metnods. into practice 

Breckenridge, as is common in 
towns of its size, is offered the 
opportunity to buy its hardware 
at practically every store in town 
—the drug stores essay to carry 
sporting and electrical goods, the 
grocery stores handle _ kitchen- 
ware and the garages are after 
the tool business. 

As a result his business is made 
up largely of articles too fre- 
quently passed up by most small 
town dealers. 

One of his best paying depart- 
ments is one which the average 
dealer for some reason avoids— 
cameras and camera_ supplies. 
Mr. Gewalt added this line to his 
stock in 1916 and his sales have ae 
run around $800 to $1,000 each A view of the interior of Mr. Gewalt’s store, a case containing 
year since. It happens that his cameras, one of his most profitable lines 
son, who is in the store with him, 
is a good amateur photographer 
and consequently in a position to 
give sound advice in the selection 
of a camera, with the result that 
sales are steady and profitable. 

Mr. Gewalt states that he keeps 
abreast of the changing condi- 
tions surrounding the hardware 
business with new ideas gleaned 
from the trade papers and the 
Hardware Association. He is 
very proud of the possession of 
the first receipt for membership 
dues issued by the Minnesota Re- 
tail Hardware Association twen- 
ty-seven years ago and he has not 
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missed a single convention in all © us. | oe aoa 
that time and has been in at- Mr. Gewalt does not believe in crowding his stock, and the interior arrange- 
tendance at several of the na- ment of his store is designed to present merchandise in as inviting a man- 





tional meetings. ner as possible 
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Relation of Jobber and Retailer, and 
Other Important Topics Stressed 
at Southeastern Meeting 


G. S. Meserve elected president of Southeastern Retail Hardware and 
Implement Association at Birmingham Meeting, May 12-14 


HE important relation of success-farming to profitable hard- 
ware retailing was one of the most important topics discussed 
at the tenth annual convention of the Southeastern Retail Hardware 
and Implement Association, held in Birmingham, Ala., May 12, 13 


and 14. 
Municipal Auditorium. 


Convention headquarters and the exhibits were at the 
Other interesting and equally important 


subjects brought up were the successful conduct of a strictly cash 
business; methods of making a hardware radio department profitable 
and the relations and obligations between jobbers and dealers. 

The Southeastern association comprises the memberships of the 
Alabama Retail Hardware and Implement Association; the Florida 
Retail Hardware and Implement Association; the Georgia Retail 
Hardware and Implement Association and the Tennessee Retail 
Hardware and Implement Association. 

National president George M. Gray, Coschocton, Ohio, and na- 
tional vice-president R. W. Hatcher, Milledgeville, Ga., were both 


present and active. 


Mr. Gray was the principal speaker at the 


Wednesday morning session, and Mr. Hatcher participated in sev- 


eral discussions. 


G. S. Meserve New President 


G. S. Meserve, St. Augustine, Fla., 
was elected president, J. B. Morton, 
Bessemer, Ala., and Ed. Jarman, Bax- 
ley, Ga., were chosen first and second 
vice-presidents. Walter Harlan was 
re-elected secretary and treasurer. The 
new executive committee consists of: 
Hugh C. Ross, Jackson, Tenn., B. H. 
Matthews, Camden, Ala., J. D. Cottrell, 
Leesburg, Fla., J. F. Bumby, Orlando, 
Fla., R. O. Noojin, Attalla, Ala., E. L. 
Almand, Monroe, Ga., R. W. Hatcher, 
Milledgeville, Ga., O. K. Jones, Sweet- 
water, Tenn., and W. C. Waddell, 
Greeneville, Tenn. 

In the opening address W. V. Eden- 
ton, Jackson, Tenn., president of the 
Southeastern Retail Hardware and Im- 
plement Association, said in part: 

“In addressing the tenth annual 
meeting of the Southeastern Retail 
Hardware and Implement Association I 
want to first thank all of you who have 
so liberally helped us and assisted our 
secretary in building up this well or- 
ganized association. 

“It is a means of cooperation and 
get-to-gether and there is nothing that 
will build up a well-organized industry 
of any kind except the ‘get-together’ 
spirit. Cooperate with your brother. 
Cooperate with your family. Cooperate 
with your business. Cooperate with 
your competitor. 

“Somehow I don’t 


like this name 


‘competitor’ because if there is any- 
body you should cooperate with it is 
your competitor. 


We are in the mer- 


chandising business. Do you realize that 
the hardware and implement business 
is the greatest of all businesses on 
earth? If it was not for hardware we 
would be today living in thatched 
huts. No calling, no business, no pro- 
fession has done so much for civiliza- 
tion and economic development as the 
hardware and implement industry. 

“We have a wonderful collection of 
exhibits here, and as well the exhib- 
itors and salesmen are here. We want 
to impress upon each one here to give 
them a look-in. They have made it pos- 
sible to give you this well arranged 
display of exhibits and if you will go 
in and give them a chance to sell them 
you will show your appreciation. 

“‘All of the sessions will be held here 
on this stage. Here you will learn how 
to become better salesmen and that is 
the foundation of your business.” 

Following the singing of “America,” 
led by Mrs. B. Lonnie Noojin of Gads- 
den, Ala., and the invocation by Dr. 
J. M. Brady, pastor Fifth Avenue Pres- 
byterian Church, Dr. George R. Stuart, 
pastor of the First Methodist Church 
delivered a humorous and inspirational 
address. 


Is Radio Advisable? 


D. W. Dixon, Jr., Hickey Electric Co., 
Atlanta, Ga., led the question box discus- 
sion on the topic “Is there anything in 
the radio business for the hardware 
merchant?” He was very enthusiastic 
for radio distribution through hard- 
— channels. In part, Mr. Dixon 
said: 





“Having been in practically every 
angle of the business, manufacturing, 
wholesale, retailing and broadcasting, 
I cannot conceive of any reason why 
the opportunity for radio in the hard- 
ware field is not greater than in any 
other field where radio is handled. 

“Take the farmer for instance, there 
are hundreds of thousands of farmers 
waiting to be equipped by live and alert 
dealers. 

“The farm market is one of the big 
present day selling realities of radio. 
There is no class of home that radio 
offers more solid advantage than to the 
farm and the farmers’ realization of 
this fact is making business good for 
radio merchant who goes after and 
serves the farm market. Now this 
brings up another question you might 
be harboring in your mind and that is- 
‘What about mail order houses?’ 

“Mail order competition should not 
be a disturbing factor to you at all be- 
cause standard merchandise and service 
are buying advantages that the catalog 
house does not offer. On the whole, the 
farmer does not demand any more ser- 
vice from his radio supplier than the 
city man does, but some farm custom- 
ers make exceptional service demands 
which the dealer must be ready and 
willing to meet, and in all cases he 
must be sold on the idea that the ser- 
vice will be there when he needs it, as 
few farmers possess technical radio 
knowledge. 

“Another thing, the farmer does not 
want to be rushed; therefore, you have 
got to let him see you are helping him 
select the set instead of trying to sell 
him a set. Another fact, you will find 
is that he favors the high price set be-. 
cause he needs distance and reliability 
instead of the nearby station, as the 
stock and grain markets are of great 
importance to him. 

“Did you know that during the past 
twelve months for every dollar spent 
for leather goods of all descriptions, 
there was twenty-five cents spent for 
radio? For every dollar spent for mu- 
sical instruments of all kinds, there was 
seventy-five cents spent for radio? This 
just gives you an idea how the radio 
industry compares with other fields. 
These are figures collected and pub- 
lished by Rodgers W. Babson, business 
expert.” 

Preceding the question box discus- 
sion which followed his address, Mr. 
Dixon told further of the opportunities 
offered through radio sales, stating that 
only about 15 per cent of radio oppor- 
tunities had yet been worked. He read 
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an analysis of dealer preferences as 
expressed by the dealers on sale and 
demonstration of radio, in which he 
stated that over half of the hardware 
men indicated they used special radio 
salesmen, that 34 of the 42 dealers 
made demonstrations in the home, while 
32 of the 34 left the sets on trial. The 
outstanding point in his summing up of 
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the viewpoints as expressed by the 42 
hardware dealers in the four Southern 
States was the optimistic tone in which 
they looked upon the possibilities of 
radio for the future and the potential 
profits it offered the hardware man, 
whom they all seem agreed was the 
most logical sales outlet for the radio 
manufacturer. 
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Upon question it was learned that 15 
dealers present were handling radio. 
Questions brought up pertained to ser- 
vicing and installment selling. Opinion 
was opposed to time payments. 

Mr. Douett told of his experiences 
oP es $10,000 worth of radio. He 
sa‘d: 

“T have $1,000 worth of material on 






























































First row, left to right: Nym Shadburn, U. 8. Hame Co.; E. L. Almand, Social Circle, Ga., 1 
eastern Association; J. D. Cottrell, President, Florida Association; Mrs. U 

Edenton, John Marshall, son of A. 
E. W. Howett, Howett Hardware Co., St. Augustine, Fla.; 
L. M. Maddox, Dublin, Ga., President, Georgia Association. Third row: J. 8. 


924 President South- 


C. Taylor, 8. 8. Rand, Mrs. E. V. 


Marshall, Marion, Ala., and R. W. Hatcher, Jr., Milledgeville, Ga.’ Second row. 


T. L. Holland and daughter, Leslie, Abbeville, Ala.; 
Davis, Craig & Davis Hardware Co., 


and R. M. Bullock, Mount Pleasant Hardware Co., Mount Pleasant, Tenn. ; Mrs. and Mr. W. Otis Barrow, Bowdon, 


Ga. Fourth row: 


William Wren, Wren Hardware Co., Fairfield, Ala., with his radio set; C. E. Lewis, Wimberly & 


Thomas Hardware Co., Birmingham jobbers, telling B. C. Pinnell, of Camp Hill, Ala., a funny story. 
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J. W. Hartsook, E. C. Atkins & Co.; Mrs. F. B. Coates, Allith- 
Prouty Co.; Mr. Coates; E. A. Barrow, McKenzie, Ala. 
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Retiring President W. V. Edenton, Second Vice-President Ed. Jarmon 
and O. K. Jones 





C. C. Varnell, Carroll Hardware Co., Chattanooga, Tenn.: Bruce 
Kenner, Jr., and J. L. Wilbanks, C. M. McClung & Co., Knoxville 





Mrs. and Mr. J. B. Morton, Bessemer, Ala., First Vice-President 
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hand. I sell parts so that anybody in 
town can come to the store and buy a 
complete set or the parts for making 
the set, and I have sold quite a few 
parts. 

“The boys are my most enthusiastic 
customers. Just at the present time I 
have not as much as $25 worth of dead 
stock on hand. I handle three dealer 
lines and I expect to continue these 
lines for they are very profitable. You 
will find that two or three standard 
lines are better to handle than seven or 
eight lines. My volume of business for 
the past year was right around $5,000. 

“I do not keep a special man for 
radio service. If I have any little trou- 
ble come up I get some of the boys 
in town to straighten it out. I pay the 
boys $1 to do this. I have a young man 
in the store at the present time who is 
familiar with radio. 

“My battery trouble’ constitutes 
most of the trouble with radio sets. In 
other words, this is something that the 
average man can take care of without 
technical knowledge of radio. I find so 
many of the boys are familiar with 
radio. I am familiar with it myself.” 

D. M. Cleveland said he had started 
in a small way by putting out sets on 
trial. He handled a standard make, 
too, and found most of his trouble was 
in getting service. 


National Vice-President Hatcher Speaks 


R. W. Hatcher, vice-president N. R. 
H. A., stated that he was handling sets 
listing at about $60, which with com- 
plete equipment would list at $110. He 
recommended that dealers handle well 
known standard sets. When asked if 
he had a special salesman, Mr. Hatcher 
replied “we have one of our men in the 
store look after radio, who is_ well 
posted. Of course, the salesman is ex- 
pected to seli radio and talk radio and 
at the same time if any trouble comes 
up we refer it to him. I don’t think it 
advisable to be too technical in selling 
radio. You will confuse your customer. 
He will think the thing is too compli- 
cated and will let it alone. If you could 
have a set already going in your store 
it would be a good idea. Invite your 
prospects to come to the store and 
listen to the radio. On the other 
hand, I believe that you are going 
to find sometimes you will have to 
leave the set at the prospect’s house 
in order to sell him. Give him to un- 
derstand that it is your set and if he is 
not satisfied with the work of it it does 
not cost him a cent. You just want 
him to try it out. Don’t make these 
trials too long. Five days is plenty. 
We have found that many radio buyers 
will use the set during the good months 
and then decide not to buy later on. 
Don’t leave the radio too long in the 
prospects house, but you will find that 
you sell a great many more sets if you 
get them to allow you to put them in 
the'r homes and let your man go out 
and demonstrate it at your prospects 
house. Let him know that you will let 
it stay there five days; in a good many 
cases you will be able to sell the set.” 


Noojin Opens “Competition” Discussion 


In the afternoon B. Lonnie Noojin, 
Gadsden, Ala., led a discussion on the 
best way to meet present day competi- 
tion. A. W. Hawkins, president of the 
Alabama Hardware and Implement As- 
sociation, presided at this meeting. In 
the discussion led by Mr. Noojin, Mr. 
Thomas of Griffin, Georgia, said: “The 
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best way to meet competition is to keep 
the stock, meet the prices and give the 
service which he said was the best way 
to meet any competition. 

O. Crawford of Jasper said his 
worst problem was competition from 
grocery stores who sold lawn mowers 
and other hardware, which, he said, 
were obtained from the same jobber 
who supplied the hardware stores. Mr. 
Brown of Statesboro, said he was con- 
fronted with the same situation, which 
his town is trying to remedy by having 
the administration stipulate which 
lines may be handled by the different 
retail trades. 

Mr. Newman of Sylacauga felt that 
the most serious problem confronting 
the retailer is a tendency of whole- 
salers to sell direct to the consumer. 
He urged members to insist that job- 
bers refrain from competing with their 
own customers, the retailers. Mr. Wal- 
lace, who is associated with Mr. New- 
man, reiterated the charge against the 
wholesalers. Other thoughts were of- 
fered by Mr. Noojin and Mr. McNair of 
Greenville. R. W. Hatcher told of the 
formation of the National Hardware 
Council, which he suggested will be a 
big factor in eliminating trade abuses. 


Warfield Gives Jobbers’ View 


Taking the jobbers’ viewpoint, A. 
Warfield, Peaslee-Gaulbert Co., Louis- 
ville, Ky., said if his firm had been 
guilty of any of the charges made, he 
wanted to know it and would correct 
any such evils. 

The closing feature of the Tuesday 
afternoon session was a talk on the 
jobbers’ viewpoint of the . retailer’s 
present day problem, as seen by C. C. 
Blackwell, sales manager of the Moore- 
Handley Hardware Co., Birmingham, 
Ala. Mr. Blackwell said in part: 

“Is not one of the problems of the 
hardware retailer the lack of organiza- 
tion? When I say ‘organization’ it 
implies everything the term indicates 
as applying to his particular business. 
As the result of careful analysis and 
study of his own business, has he the 
developed and prescribed routine in his 
operation which will best serve the 
particular requirements of his com- 
munity? We answer that in many in- 
stances this has been done. However, 
in a great many stores we find the 
owner of the store, to use a distinctive 
railroad term, the agent as well as the 
operator—in other words, atte apting 
to be the general manager as ‘ell as 
the delivery boy. Of course, .¢ is ap- 
preciated that the size of the business 
somewhat determines the duties of the 
owner, or others in the organization, 
but we are speaking of the average 
case wherein there is an established 
business requiring a different handling 
than that which prevails. 

“It is, however, most encouraging to 
the retail hardware industry to see the 
very great interest manifested today, 
as expressed in the desire for enlight- 
enment and increased knowledge on the 
part of those in the business which 
may best fit each for his particular 
function. It is pleasing also to note 
the intense interest on the part of many 
owners in having their own men take 
full advantage of the many opportuni- 
ties presented daily for increasing their 
knowledge of the industry. There is no 
question but the necessity for this has 
been recognized for a long period; how- 
ever, in the attempt to carry on one’s 
daily business, there should be included 
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W. C. Waddell, Greenville, Tenn., and E. K. Churchwell, Savan- 
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C. B. Thomas, Griffin (Ga.) Hardware Co.; J. E. Robison, Robison 
Hardware Co., Thomasville, Ga.; J. Woods Hammond, Griffin, Ga.; 
Mrs. J. E. Robison 





W. V. Edenton, Pres. Southeastern Assn., Hugh C. Ross and R. Y. 
Wallace, Assistant Secretary Illinois Hardware Association, Elgin, III. 





George Hopf and Miss Martin, with Al R. Sisson, Pres. “Old Guard” 
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time within which to establish the em- 
ployee’s interest sufficiently for him to 
burn the midnight oil, if necessary, to 
thus fit himself to become a more vital 
part of the particular organization with 
which he is connected. More and more, 
as I see it, as the young men are in- 
clined to increase their knowledge, tak- 
ing full advantage of the opportunities 
as they are pointed out by the mana- 
ger, or owner of the business, will a 
more efficient organization become pos- 


sible in the handling of the. business, 


and this certainly can be agreed upon 
as one contributing factor in minimiz- 


ing the problem. 
Methods of Merchandising 


“Another phase of the problem, as 
I see it, is practices or methods of mer- 
chandising, a subject, of course, within 
itself, however, so vital in the con- 
sideration of our problems. It is, of 
course, conceded that we all understand 
just what method is best for our par- 
ticular business, and so often the deal- 
er mistakes methods, and, for reasons 
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Photo, courtesy Birmingham News. 
Officials of the Southeastern Retail Hardware and Implement Association 


Front row, left to right—Jennings D. Cottrell, Leesburg, Fla:, 
president Tennessee Association; 
J. B. Morton, Bessemer, Ala., (elected) first vice-president, Southeastern Association; G. 
Fila.. (elected) president Southeastern Association; R. A. Norris, 
(re-elected) secretary-treasurer of the Southeastern and the four affiliated state Associations: 
Back row, left to right—B. H. Matthews, Camden, Alda., 
executive committeeman; Hugh C. Ross, 
man; A. W. Hawkins, Headlans, Ala., president Alabama Association; R. E. Jarman, Jr., 
vice-president, Southeastern Association; 


water, Tenn., 


Harlan, Atlanta, Ga., 
R. W. Hatcher, Jr, Milledgeville, Ga. 


man; Ira B. Taylor, Trenton, Tenn., 
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and local dealer working out a plan 
which will produce business on related 
lines not usually looked after or se- 
This is not 
a suggestion to increase your stocks, 
but a volume of business is available 
on many lines which it is possible for 
the hardware store to serve, and unless 
secured by him, does pass on to other 
channels which is not a contributing 


cured by the local dealer. 


factor at all to the dealers’ success. 


“A careful analysis of this feature 
as it affects you in the relation with 
your customers is recommended. Again 
I say this is not a suggestion for en- 
croachment on the lines not related to 


the hardware supply industry, but re- 
fers only to the vast volume of business 
available for the retail hardware dealer 
if he will give it the consideration re- 
quired. 
fore, a question of industry? We look 
about us and see the industrious in- 
dividual as one who is making progress 
and is happy. Industry, you know, is 
a ‘second story’ word for WORK. 
“There is a third phase of the prob- 


on 





i 
§ 


Covington, 


ident National Retail Hardware Association. 


best known to himself, conceals it un- 
der the cloak of ‘individual intiative,’ 
and when hard pressed by conscience, 
he will sometimes cover the action by 
the phrase, ‘The rare exception to my 
policy.’ 

“Principles do not change, but pol- 
icles are more or less flexible in some 
organizations, particularly those where- 
in the immediate profit from the trans- 
action obscures the view of the ulti- 
mate. Increased profits depend upon 
proper methods—decreased profits are 
sure to follow when the methods em- 
ployed in merchandising are wrong. 

“And may I say right here, that in 
observing the progress of the dealer 
from year to year, we find that the 
dealer who is alive to the business or 
requirements of his community is en- 
abled to service such business, even on 
related lines not regularly stocked by 
the dealer, by taking advantage of the 
stocks provided by the nearby jobbers, 
cooperating with his jobber or source 
of supply in establishing contact with 
a prospect, and, cooperatively, jobber 





lem which is covered by ‘Purchase.’ 
The purchase so vitally affects the turn- 
over that we cannot get away from a 
discussion of this feature of the prob- 
lem. Many dealers maintain proper 
records which make available an intel- 
ligent basis for purchases. You, of 
course, are familiar with the average 
method of buying. We cannot see any 
more reason for a retailer purchasing 
without the assistance of records than 
we can for a jobber, who would hit 
disaster immediately if the attempt 
were made to purchase with abandon 
and from daily visible conditions of 
stock, therefore, purchases should be 
made in quantities, determined by es- 
tablished record of turnover, in stand- 
ard packages if possible of whatever 
the commodity might be. There are 
many splendid systems which provide 
acceptable records, and |! urge a careful 
consideration of them in your business, 
if not already included in your opera- 
tion.” 

J. W. Hammond, president Georgia 
Retail Hardware & Implement Associa- 


Is it not more or less, there- 


and R. W. Hatcher, Milledgeville, Ga., 
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tion, presided at the Wednesday morn- 
ing session, which opened with a ques- 
tion box discussion on the hardware 
Hugh C. 
Ross of Jackson, Tenn., led the dis- 


business outlook for 1925. 


cussion. 


Mr. Ross introduced the subject brief- 


ly, saying: 


“In regard to the hardware outlook 
for 1925 we have all passed over one- 
Surely during the 
first quarter of 1925 the average sales 
of the retail hardware dealers will in- 
crease 6 per cent over the same for 
last year which shows some progress. 

“Statistics began last year to predict 
great prosperity for 1925. However, 
just as soon as the election was over 
things began to go up right away. If 
you will follow the results you will 


third of this time. 


agree business did not come like they 
said. We have just been able to hold 
our own and what we have got to do 
instead of waiting around for these 
business cycles is to get busy and work. 

“This gives you briefly a little his- 
tory of what has taken place the first 





president Florida Association; D. M. Cleveland, Sweet- 
W. V. Edenton, Jackson, Tenn., 


president Southeastern Association; 
Meserve, St. Augustine, 
Ga., executive committeeman; Walter 
executive committee- 
Jackson, Tenn., executive committee- 
Baxley, Ga., (elected) second 
executive committeeman and vice-pres- 


four months of the year. For the bal- 
ance of 1925 it seems to me that there 
is nothing to cause very much opti- 
mism or extreme pessimism. Business 
is stable. Merchants are on solid foun- 
dation. They have sufficient stocks of 
merchandise to care for their trade. 

“It is at this time most certainly an 
era of very keen competition. We need 
more than anything else efficiency and 
able management in our business which 
are two of the most important factors 
we have to consider. 


More Efficient Sales Effort 


“The trend at this time is to build 
up efficiency in our trade Association 
and I think work along this line is 
much better than ever before. I think 
we are going to get out and go after 
business just a little stronger than ever 
before. Go out in the country and so- 
licit business. Do not wait for it to 
come to us. In our business one man is 
designated for an outside 1 man. He is 





(Continued on page 68) 
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Vital Problems Discussed by 


Heavy Hardware Men 





G. M. Congdon Elected President at 16th Annual Convention of 
American Iron, Steel and Heavy Hardware Association, Held in 
Detroit, May 19-21—Succeeds C. R. Williams 


ANY vital warehouse problems that must be solved to put 
business on a fairly profitable basis were discussed at the 
sixteenth annual convention of the American Iron, Steel and 

Heavy Hardware Association, held May 19 to 21, at the Hotel Book- 
Cadillac, Detroit. The registration was approximately 200. 

The subjects brought up pertain to the proper size and quality 
differentials for the jobbers, cooperation by the mills that will elimi- 
nate the taking of mill orders that should go to the warehouses and 
determining the cost of doing business. In the several references to 
simplification the discourse pertaining to bolts and nuts will probably 





be of most interest to the hardware trade. 


G. M. Congdon, Congdon & Carpen- 
ter Co., Providence, R. I., was elected 
president to succeed President C. R. 
Williams, Williams Hardware Co., 
Minneapolis, Minn., who presided. 
Other officers elected for the ensuing 
year are: First vice-president, G. K. 
Conant, Sligo Iron Store Co., St. Louis; 
second vice-president, E. McK. Fro- 
ment, Froment & Co., New York; exe- 
cutive committee for three years: Har- 
rison I. Potts, H. D. Potts & Son Co., 
Philadelphia, and William J. Dean, 
Niols, Dean & Gregg, St. Paul, Minn.; 
for two years: Albert J. Bragg, Egles- 
ton Bros. & Co., New York; for one 
year: Clarence D. Dodge, G. F. Blake, 
Jr., Co., Worcester, Mass. President- 
elect Congdon was not at the meeting, 
owing to his absence abroad. He is 
expected home from Europe this week, 
and after his return will appoint the 
special committees authorized during 
the convention. 

Speakers referred to the keener com- 
petition for business in the steel indus- 
try and economic changes resulting from 
excess mill capacity and improved 
transportation facilities that affect the 
jobbers, who, it was pointed out, must 
adjust their industry to meet the new 
conditions. A factor declared favor- 
able to the jobber is the present ten- 
dency of consumers to carry low stocks 
and require prompt delivery service. 
The Association decided to take up 
vigorously with the mills through a 
special committee some of the griev- 
ances regarding differentials and the 
taking of orders by mills that jobbers 
claim should go to them. The Associ- 
ation will conduct a vigorous campaign 
to increase its membership with a view 
of making it a more representative 
body of jobbers and may change its 
name to one that more appropriately 
applies to an organization of steel dis- 
tributors. 

The meeting was held at the tel 
Book-Cadillac, and was well attended, 
the registration being approximately 
2 


President C. R. Williams, Williams 
Hardware Co., Minneapolis, Minn., in 
his address reviewed the business 





situation during the past year, and de- 
clared that the fact that business had 
not gone ahead too rapidly should be 
ground for optimism rather’ than 
pessimism and should mean a longer 
period of prosperity than otherwise. 
One of the developments that has 
affected conditions and sentiment has 
been the disposition to discontinue for- 
ward buying. With excess productive 
capacity of steel plants and improved 
transportation and without fear of 
advancing prices, it is not necessary 
for the retail jobber or manufacturer 
to buy for stocks. 

“When we consider present conditions 
with what we have been through during 
the past five years,” continued Mr. 
Williams, “we have many reasons for 
being optimistic.” 

Referring to the business conditions, 
Mr. Williams said that there has been 
a marked improvement in the North- 
west during the past year, although in 
the Minneapolis section the improve- 
ment has not been as great as in other 
sections of the Northwest. Heavy 
hardware houses in the Minneapolis 
section have had a larger volume of 
business this year than last. 

Conditions and tendencies in ware- 
house distribution were discussed by sev- 
eral members, including C. M. Boehm, 
Boehm Steel Rolling Mills, Detroit; E. 
J. McCarthy, Beals, McCarthy & 
Rogers, Buffalo: H. A. Sadler, Sioux 
City Iron Co., Sioux City, Iowa; S. O. 
Orr, Orr Iron Co., Evansville, Ind., 
and E. P. Sanderson, E. P. Sanderson 
Co., Boston. Territorial reports were 
also made by various members. 

Andrew Wheeler. Morris Wheeler & 
Co., Inc., Philadelphia, said there is a 
question whether the organization is 
representative of the steel jobbing 
industry, as many carry more hardware 
than steel. Its name, he said, is mis- 
leading, and at present there is no 
organization that is representative of 
the steel jobber or warehouseman. He 
doubted whether the Association rep- 
resented over 40 per cent of the job- 
bing trade, although he declared it 
should represent 90 per cent of the 
trade. If the name of the organization 


is changed to the American Steel Ware- 
house Association or to some other 
more suitable name, he asked if the 
Association will lose those who special- 
ize on heavy hardware, and if some of 
the large steel distributors not now 
members would be brought in. There 
are things that as a representative 
organization of warehouses the Asso- 
ciation might obtain. In this connec- 
tion he called attention to the question 
that frequently comes up in regard to 
the taking of orders by mills that job- 
bers claim. should go to warehouses. 
Some mills, he said, will not take orders 
for less than car loads. Some jobbers 
have erred in taking mill orders, but 
it is more often the case that mills take 
orders that should go to warehouses. 
It would take considerable force on the 
part of jobbers to refuse to buy from 
mills that take small orders that should 
go to the jobber. 

W. F. Vosmer, general manager of 
sales, Donner Steel Co., Buffalo, de- 
clared that the subject of distribution 
between the jobbers and mill orders is 
a pertinent one. Too many jobbers, he 
said, ask mills to ship direct to their 
customers. When there is a difference 
of only $1 or $2 a ton between the mill 
and warehouse price, they take that as 
their profit, which is not enough profit. 
He spoke of one mill order of 40 tons 
in 39 sizes which, he said, was jobbers’ 
and not mill business. He suggested 
that the mill extra now for one ton of a 
size be extended to cover 5 to 10 tons 
of a size, as that would protect the 
jobbers. In his opinion the number of 
sizes, particularly in flats, should be 
reduced. 

W. W. Hall, Republic Iron & Steel 
Co., Youngstown, Ohio, said that small 
Jot business helongs to the jobber and 
he would welcome a mill extra on 5 
tons. 

R. E. Belknap, Bethlehem Steel Co., 
Boston, remarked that his company is 
getting orders for as small lots as 500 
lb. of one size from a jobber and asked 
if it is not possible for a jobber to 
anticipate his needs and buy in larger 
lots. 

A. J. Dietrich, Dietrich Brothers, 
Baltimore, favored a closer relation- 
ship between warehouses and fabrica- 
tors and a closer working arrangement 
between warehouses and mills. A 200 
ton order in his opinion should go to a 
jobber. He said that in Baltimore 
some of the contractors would place an 
order for 200 tons with a mill and buy 
small lots from a jobber to use before 
the mill shipment arrived. 

E. S. Hoopee, president Union Drawn 
Steel Co., Beaver Falls, Pa., spoke of 
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The old state house at Little Rock, Ark. 


Arkansas Retailers Discuss 
Merchandising Problems 


Marvin Graham Elected President of Arkansas Retail Hardware 
Association, Held in Little Rock, May 19-20 


show it not only by holding memberships in the Arkan- 
sas Retail Hardware Association, but in attendance at 
convention sessions, and in wideawake discussions of trade 
problems. Possibly that accounts in a measure for the suc- 
cessful convention held in Little Rock at the Hotel Marion, 
May 19 and 20. 
Little Rock is a hospitable city, and an ideal place to hold 
a convention. Also the Arkansas Association is blessed with 
good officers and an exceedingly efficient secretary, all of 
‘vhich helps to make an association or a convention successful. 
The first session opened promptly at 10:00 A. M. Tuesday, 
May 19, and only five of the dealers who had registered failed 
to be in their seats when the roll was called. Unfortunately, 
President M. E. Whitfield was prevented from attending on 
account of sickness, and Vice-President Marvin Graham was 
called upon to preside, which he did in a very creditable 
manner. 


Ir hardware dealers are live merchants. They 


Secretary Recommends Longer and a presentation of its problems. 
Conventions He explained why it had been deemed 


Secretary Biggs started the ball wise to omit the exhibition, stressing 
rolling with a concise, comprehensive mending a longer convention,” he said, 
report of the association’s progress, 


“is that we may have an opportunity 


the points that the membership is too 
limited, and the convention time too 
short to permit the association dis- 
tributing its members between exhibits 
and sessions, and that the convention 
comes at a time of year impractical 
for the display of seasonal merchan- 
dise. He also pointed out that the in- 
tensive sales efforts of the last few 
years have placed the Arkansas dealers 
in a position where they are seldom 
really in the market for heavy pur- 
chases of any one item or line of. mer- 
chandise. He said, however, that the 
matter might be reconsidered some 
time in the future if the membership 
could be persuaded to allow more time 
for the convention, and expressed the 
hope that longer conventions would be 
decided upon. “My reason for recom- 
to do more work, for it seems to me 
there was never a time when hardware 
dealers had greater need of training, 
help and encouragement than at this 
time. There are three sources from 
which a dealer may draw ideas and 
inspiration, he added, ‘One is from 
himself. This is a fertile source, but 
I agree with Llew Soule when he says: 
‘No man can expand to his full capacity 
so long as his mind plays continuously 
with home-made toys.’ Then we have 
the hardware journals and the conven- 
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tion. Both of these are valuable in 
their respective spheres. We can all 
agree, perhaps, that nowhere can we 
get more that is serviceable in so pleas- 
ant a fashion as we can at conventions. 

“Business undergoes development. 
This tendency is constant, and at times 
almost imperceptible. There are times, 
however, when this change, this evolu- 
tion—is more apparent than at other 
times. I think we are now in the midst 
of a movement that will determine 
whether the hardware store as we 
know it today, can continue to do busi- 
ness. If this statement seems sensa- 
tional, let me recall the merchandising 
practices of no more than twenty-five 
years ago. At that time purchases 
were made only three or four times a 
year. Those were the days when we 
bought through the book, and mail 
orders were not what they are today. 
Inventories meant very little. We did 
not know the importance of overhead; 
turnover was a strange word. Com- 
pare that with conditions today. Do 
you really believe a dealer could trans- 
act business today along the lines 
familiar to us twenty-five years ago? 
Can we not assume that the next fif- 
teen years will show greater changes? 

“Figures recently released by the 
National Association show that out of 
19 stores reporting from Arkansas, 
Louisiana and Mississippi, 11 _ lost 
money. The average profit from aver- 
age annual sales of $63,000 was only 
“This would indicate that we have 
something to learn if we are going to 
stay in the hardware business. I 
believe you can get more in the same 
length of time at conventions than 
anywhere else. 

“Why not take the convention more 
seriously. I look upon the convention 
as a big school where we can meet 
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The principal speaker of this session 
was Llew S. Soule, Editor of HARDWARE 
AGE, who had come to the convention 
on a special invitation to speak on the 
activities of “The Glorified Peddler.” 
Mr. Soule started his address with a 
summary of the various kinds of com- 
petition faced by the dealers in the past 





Hamp Williams 


twenty-five years, such as the catalog 
houses and the chain stores. “The 
mind of the retail merchant,” he said, 
“has been so taken up with this type of 
competition that he has failed to take 
notice of the insidious advances of an- 


55 


chant, the manufacturer, or both. His 
continued growth, however, is a mat- 
ter of vital concern to the whole hard- 
ware trade.” 

Mr. Soule then outlined the type of 
man who is in the house-to-house can- 
vassing field as compared to the pack 
peddler of other days. It is a different 
type, he said. Your Glorified Peddler is 
a smooth, suave, polished, highly trained 
salesman. He knows more about his mer- 
chandise than your salesmen know about 
the goods you handle. He knows more 
about selling than the average mer- 
chant or retail salesman. His sales 
have grown from a few dollars a year 
to millions. The speaker then drew a 
word picture of what would happen 
should peddling become the established 
method of merchandising, and declared 
it uneconomic. He called attention to 
the fact that peddlers pay little or no 
taxes, yet they charge the consumer as 
much or more than does the local mer- 
chant for the same or better goods. 
There are two kinds of peddlers, he 
said. One kind sells good merchandise 
at prices higher than those of the mer- 
chant. If we can’t compete with him 
we deserve to lose. The other is the 
one who sells shoddy cheap goods, and 
whose method of approval is to belittle 
the merchant and make him appear to 
be a profiteer. This type should be 
fought with every weapon at our com- 
mand for the good of the customer and 
the community. 

The solution of the peddler problem, 
according to Mr. Soule, does not lie in 
legislation, but rather in cooperation 
and better merchandising on the part 
of the retailers. Dealers, he said, 
should form better business associa- 
tions in their respective towns. They 
should educate the people of their com- 
munities to understand that it is to 
their advantage to buy from tax-pay- 
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Marvin Graham, 
New President 








E. Whitfield, 
Retiring President 








once a year and play with something 
more than home-made toys. I would 
like to see a 100 per cent attendance 
at a three day convention. If, at any 
time, the dealers of Arkansas can 
make up their mind that this is what 
they want, I stand ready to provide 
it. 


other who has grown by leaps and 
bounds—the peddler who sells mer- 
chandise direct from the manufacturer 
to the consumer, without taking the 
retail merchant into consideration.” 

“IT do not know who is responsible 
for the Glorified Peddler,” he said. 
“Perhaps it was the fault of the mer- 


ing merchants. They should advertise, 
maintain good display windows, and 
otherwise conduct themselves as retail 
merchants. They should go into the 
canvassing game themselves, partic- 
ularly with those items which can be 
best demonstrated in the customers’ 
homes. They should cooperate with 
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progressive manufacturers and beat 
the peddler at his own game. 


Peterson on Problems of the Day 


The Wednesday morning session 
opened with a talk by R. A. Peterson, 
editor of Hardware Retailer, on “Prob- 
lems of the Day.” 

Mr. Peterson started out with an ex- 
planation of what the National Retail 
Hardware Association really is, and 
how it functions. He then took up the 
various resolutions passed at the San 
Francisco Congress and_ interpreted 
them to the members. “The opinion is 
general,” he said, “that hardware 
dealers extract large profits from the 
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what they would naturally buy in 1926, 
what will business be in 1926? 

Mr. Peterson contended that the plan 
of selling paint on the installment plan 
is uneconomic and dangerous to the 
retailer. He pointed out that the con- 
tract for both paint and labor is be- 
tween the painter and the consumer; 
that the painter usually mixes his own 
paint, buying his supplies direct; that 
about 80 per cent of the painters are 
poor credit risks. “Has the manufac- 
turer,” he asked, “a right to dictate 
the way the dealer should sell paint?” 
He declared that The Save the Surface 
Committee had done a wonderful job 
up to the time it brought out the in- 
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6. Resolve 
7. Signed Order 


Business today, he contended, de- 
pends on being able to see ahead. Its 
success will hinge on two things: the 
merchant and his salesmen. 

To win more profit, the merchant 
must either sell more at the same cost, 
or do the same amount of business at 
a less cost. 


The Farmer’s Dollar 


The principal speaker at the closing 
session of the convention was W. ‘ 
Alexander, vice-president, John Deere 
Plow Co., who spoke on the farmer’s 
dollar. 
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William Mitchell 
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Director 
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consumer. This is due largely to faulty 
text books used in our public schools 
—books which give problems which do 
not take into consideration the dealer’s 
expense, but figure everything above 
the first cost as profit. He stated that 
a survey of school arithmetics had un- 
covered several thousand such incorrect 
examples.” 

“Certain advertising,” he contended, 
“also leads people to look upon mer- 
chants as profiteers,” and he urged 
against the use of such advertising, 
and of manufacturers sending through 
the mail open prices on cards and cir- 
culars. 

He then referred to the matter of 
jobbers selling to consumers at whole- 
sale prices, and declared that the cus- 
tom is not diminishing, although it 
should be. 

Mr. Peterson referred to a survey 
by the National Association, which in- 
dicates that nearly 50 per cent of the 
hardware dealers are not making a 
profit. The average hardware retailer 
in 1923 had sales approximating 
$50,000, he said, with a profit of less 
than $1000, and that me - was wrap- 
ped up in goods, where a slight decline 
cauld easily wipe it out. “Why,” he 
queried, “is the retailer’s profit so 
often represented in increased inven- 
tory?” 

The speaker then took up the matter 
of simplification, and urged dealers to 
take up the matter of satisfactory 
paint schedules with paint manufac- 
turers. 

If you urge customers to buy in 1925 


stallment selling plan, but that this 
plan bids fair to tear down and de- 
stroy the dealer’s paint business. 


Faweett’s Seven Steps 


The last speaker of the session was 
C. E. Fawcett, Tractor Sales Dept., 





Emmett Mitchell 


Ford Motor Co., and his subject was 


“Seven Steps Serving Salesmen.” 


These seven steps, according to Mr. 
Fawcett, are: 
1. Introduction 
2. Attention 
3. Interest 
4. Conviction 
5. Desire 


He declared that times are better 
than they were six months or a year 
ago, and that the farmer’s purchasing 
power is greatly improved, which is 
reflected in all lines. 

He used a chart which showed the 
farmer’s purchasing power as follows: 


rer $8,943,000,000 
a reer 9,540,000,000 
De tcicenenen 9,587,600,000 
He then explained how the farmer is 
spending his dollars, and how the 


hardware merchant can get more of 
them. 


Marvin Graham Elected President 


The final act of the convention was 
the election of officers for the ensuing 
year. The nominating committee made 
its report, and those nominated were 
unanimously _ elected. The officers 
chosen were as follows: 

Marvin Graham, Fordyce, president; 
W. L. Matthews, Pine Bluff, vice-pres- 
ident; H. M. Beattle, Newport, treas- 
urer. 

Directors: W. M. Mitchell, Morril- 
ton; R. Merriweather, Paragould; H. 
E. Powell, Garden; C. W. Maxfield, 
Batesville; Harry Henkins, Monti- 
cello; Earl Young, Stuttgart; J. H. 
Haralson, Augusta; Geo. omberger, 
Pocahontas;- John Hamilton, Piggot 
and B. A. Smith, Ft. Smith. 

The convention then closed with a 
banquet, at which addresses were made 
by Tom N. Witten, Trenton, Mo., and 
Jess Pugh, Redpath Lyceum Bureau. 
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A Spring Fashion Display 


That Sold Hardware 





The Strong Hardware Company’s Display of Hardware 
Millinery was Adjudged the Most Unique During 
New Brunswick’s Fashion Week 


event in New Brunswick, N. J. All re- 

tail shops dress up their windows and in- 
teriors in gala fashion. Window lights are kept 
blazing until 10 every night and it is estimated 
that at least 30,000 people crowded the streets 
during the week. From the merchants’ standpoint 
one of the features was a window display contest 
in which three silver cups were given. One was 
for the most artistic window, another for the best 
display of any kind of mefchandise, and the third 
for the most unique window display. 

The window shown here won the prize for be- 
ing the most unique display. It was trimmed for 
the Strong Hardware Co., by William E. Nelson, 
who among other duties, has charge of window 
displays at this store. 

His subject, “Hardware Millinery,” made a 
great hit with the public as well as with the three 
high school drawing teachers who acted as judges. 
The local newspaper made a first page story out 
of a report on the winning windows. People 


S event. Fashion Week is a great annual 


drove to town from hamlets many miles distant. 

There was plenty of keen competition. One 
window had a wedding and another live models 
promenading in latest Paris creations. Mr. Nel- 
son tells us Spring Fashion Week, due to cooper- 
ative effort of retailers and the interest in the 
unusual window displays creates more interest 
and publicity than any other sales attracting plan 
he has ever attempted. 

Nelson’s hardware millinery was made from 
screen wire, jelly moulds, rat traps, sifters, mops, 
and tin pans, decorated with paint color cards, 
bottle brushes, clothes brushes, wire egg beaters 
and kindred small hardware items. The millinery 
type of display pedestals and the generous use of 
crape paper helped finish this display in true 
artistic style. 

We congratulate Mr. Nelson and the Strong 
Hardware Co. for such successful participation 
in home town activities and are sure that 
such cooperative effort is a big factor in re- 
taining local trade in New Brunswick. 
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Ship Gossip 


By Saunders Norvell 


TRANGE to relate, there has been very lit- 
S tle drinking on board. The sporting crowd 
seem to have passed up this sailing. There 
were a large number of family parties—whole 
families, mothers and daughters—well-to-do, 
nice people, old people and young people mixed. 
Everybody danced—even children. 

The ocean was calm all the way over—not 
much sunshine—misty. There were only a 
few bridge games and no big poker playing. 
There was no excitement over the auction pools. 
One of them was won by Mr. Bamberger, the 
well known department store man of Newark, 
N. J. 

Passengers sat long at meals and gossiped 
about their plans. They were spreading all 
over Europe. About half were landing at 
Cherbourg to go to Paris. The rest would land 
in England the following morning. Engage- 
ments were made to meet at various places. 
New friendships were to be kept up but alas, 
most steamer friendships are evanescent. 

On the last day of the voyage, people ap- 
peared who had never been seen before. They 
must have buried themselves in their cabins 
or in the reading rooms. 

There were others who led the strenuous 
life. They went to the gymnasium and rode 
the electric horse, worked with pulleys or lifted 
weights. Some regularly went to the Roman 
swimming pool and took their salt water swims. 
In this pool there were hours for men and for 
women. There were also hours for “mixed” 
swimming. The spectators turned out in force 
for these latter hours and it was to be noted 
that only swimmers with good figures seemed 
to enjoy this public exhibition. I was impressed 
with the fact that fat people who needed exer- 
cise took none, while those who were thin and 
fit seemed to work the hardest. 

Mr. William Wrigley, Jr., is a big, broad- 
shouldered man with a large head set close on 
his shoulders. He is not fat and seems to be 
in excellent physical condition. He is not much 
of a talker but when he speaks it is to the point. 
He is very simple in his manners and puts on 
no airs. He did not seem to mind being joked 





about chewing gum. He has a keen sense of 
humor and told some good stories about the 
immense mail he receives from all kinds of 
people begging for themselves and for their 
pet charities; also from missionaries and 
schemers who try to interest him in various 
enterprises. 

He told of a literary light who visited him 
at Catalina Island and who afterward wrote 
up his visit, having a great deal to say, in very 
florid language, of the wonders of the Wrigley 
house and estate, but next to nothing to say 
of Mr. Wrigley himself. Literary men are 
not always tactful. 

A certain artist stood with him on the bridge 
of his palatial yacht. This artist seemed ab- 
sorbed in his own reflections. Mr. Wrigley 
said: “A penny for your thoughts!” ‘Well, 
answered the artist, “I was just thinking that 
ten years ago I was working for $20 a week!” 

A world-renowned moving picture star came 
for a two weeks’ visit. His income is supposed 
to be $1,000,000 per annum. He never tipped 
a servant. This artist seemed to think that 
simply waiting on him was enough reward in 
this world! 

Mrs. Wrigley is just a sweet American 
woman. She was somewhat more talkative 
than her liege lord. She remarked that they 
spent most of their time in their suite as they 
were so comfortable. She inquired if I would 
like to see their cabins. I went and I am not 
surprised that they “stayed at home.” They 
not only had a large sitting room with soft 
upholstered furniture, but there was an open 
fire-place, exactly like one on land. Their sev- 
eral bedrooms were as large as in a first-class 
hotel. There were twin beds, and rare prints 
hanging on the walls. Opening on the sitting 
room was a glass-enclosed sun parlor with 
wicker furniture—in other words—a private 
deck of their own. There was, of course, a 
“breakfast room,” but to top off all this luxury 
was a large room, about twice the size of my 
cabin, just for trunks! 

I could not help reflecting that according to 
the United States Treasury report for 1923, 
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$100,000,000 (one hundred million dollars) 
worth of chewing gum was consumed in the 
United States and the Wrigley Company sell 
most of it—mass manufacturing, mass selling! 

Mr. Harold F. McCormick of Chicago also sat 
at our table. He was not at all what one would 
expect. He happens to be a grandfather, but 
does not look much over forty. He is hard and 
evidently in good condition. He has charming, 
considerate manners and always, even at break- 
fast, seemed to be in high spirits. Publicity 
about his marriage to the singer, Ganna Walska, 
and his divorce from a daughter of the Rocke- 
fellers does not seem to have very much worried 
him. Then his daughter came in for a lot of 
publicity when she fell in love with and married 
Oser, the Swiss riding master. He expected 
to visit this daughter in Switzerland and see 
his new granddaughter. 

All at our table liked Mr. McCormick, but 
he put Mr. Wrigley and the rest of us in the 
shade when it came to dressing. Each of his 
shirts was an artistic creation, but I did not 
have the nerve to ask him the name of the 
artist. 

Since in Paris, I have been reading in The 
Paris Herald of all the great dinners he has 
been attending. Princes, Dukes, Counts and 
Countesses were as thick as flies. It is certain- 
ly a good idea to have an ancestor with an in- 
ventive turn of mind when it comes to harvest- 
ing machinery. 

Mr. W. H. Stanley, secretary of the Wrigley 
Corporation, is a pleasant gentleman with an 
unusual fund of information about things in 
almost every corner of the world and he seems 
to have been everywhere. 

We were discussing Oriental rugs. “They 
are sure to become more and more rare and the 
good ones will in years to come bring fabulous 
prices,” said he. “In the old days the rug 
makers made their own dyes of vegetable mat- 
ter, but now they are using German aniline 
dyes and the colors will not hold.” He men- 
tioned the ancient bright reds that were made 
from cochineal. ‘“‘But what is cochineal?” I 
asked. “It is a small bug that the natives pick 
from under the leaves of plants,” he replied. 
“They are dried, then ground and made into 
a paste. This is one of the most lasting of the 
old dyes.” 

Mr. Stanley said that hardly any manufac- 
turing was done by Mohammedans. ‘“Why,”’ 
said he, “almost all the fezzes worn by the 
Turks are made in Austria. Then all this brass 
and copper ware known as ‘Persian’ is made in 
Hungary, shipped to Persia, Turkey, etc., and 
then the hammering is done by the natives.” 

Mr. Pardee was in Japan at the time of the 
terrible earthquake and told of some curious 
stories of the Japanese. The Japanese can not 
understand American idealism. They judge us 


by their own ambitions. They have been 
largely influenced by German thought. They 
believe that “might is right.” They believe 
in the “mailed fist,” etc. Many of their people 
believe that the United States is just wait- 
ing for a chance to take Japan. When the 
earthquake came, they thought—‘We are help- 
less. This is the opportunity for the United 
States.”” A Japanese battleship was lying at 
Yokohama. Several American torpedo boats 
started full speed up the river. The battle- 
ship signalled them to stop. They paid no at- 
tention. The word went everywhere—‘‘Japan 
is taken.”’ Imagine their surprise when the 
torpedo boats stopped, unloaded medical sup- 
plies, tents and clothing and other necessary 


comforts for the sufferers, and landed marines 


to help police the devastated areas. 

Then an American Admiral with his officers 
in full dress uniforms—swords and all—went 
ashore and made visits of condolence to all the 
official buildings. That did settle it. These 
officers were formally taking over the govern- 
ment buildings from the Japanese. 

When the United States sent $10,000,000 in 
gold as a gift to help the Japanese, it was hard 
for them to understand. It was all contrary 
to what they had been taught and what they 
believed. There was a wonderful reaction of 
sentiment in favor of our country. 

Then Congress got busy, and, by the way they 
did it, gave mortal offense by insulting the Jap- 
anese national pride. 

An interesting personage on board was a 
Spanish bull fighter returning to Spain from 
Mexico. There were several Spaniards in his 
party and we could not pick him out. Mr. 
Pardee remarked that he proposed to be very 
polite to all Spaniards on board until he found 
out the bull fighter. He smiled as he suggested 
it would be painful to get into a difficulty with 
a Spaniard and then discover he was one of 
their greatest bull fighters! 

The Countess of Lauderdale sat alone at a 
little table near ours. She did not seem to be 
having a good time at all and we almost asked 
her to join us. 

An English Viscount was a goad dancer and 
also a good picker. We were told he carried 
a few German bullets in his anatomy as 
souvenirs. 

Josef Hoffman, the pianist, and several other 
splendid musicians entertained us Wednesday 
evening. He was very generous with his en- 
cores. 

After the entertainment a collection was 
taken up from the four hundred persons pres- 
ent for the English and American Seamans’ 
Fund. The large amount of £125 was realized 
—about $1.50 each for every person present. 

I was reminded of the preacher out West 
who offered a fervent prayer of thanks after 
a very small collection. ‘‘Why so thankful?” 
asked a brother. “For getting my hat back 
from that crowd!”’ said the preacher. 

Now for suffering Europe! 
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Boosting Washing Machine Sales 
via Installment Plan 


NSTALLMENT selling has been much cussed 
and discussed at the various recent hardware 
conventions, and regardless of our private 

opinion of the merits or demerits of such a sales 
plan, the fact remains that it is popular with the 
buying public and the merchant who insists on 
ignoring it is apt to find himself losing sales. 
This is particularly true of some of the larger 
items, such as washing machines which, since the 
inauguration of “easy payment” selling by public 
service corporations, department stores and 
others, the buyers have naturally bought where 
it was easiest and some hardware dealers have 
suffered. 





A few hardware men have endeavored to keep 
in step with the times by simply extending longer 
credit terms but this is, at once, an extremely 
dangerous and expensive undertaking and really 
does not meet the demand of the installment 
buyer. A certain amount of “Machinery” is 
necessary to handle installment selling, but once 
that machinery is established, regular payments 
spread over a definite period of time can be han- 
dled very profitably and with no danger of over- 
loading the store’s customers ledger. 

The Robert Meers Hardware store at Joliet, 
Ill., has equipped itself to handle installment 
sales of washing machines and as a result last 
year sold 75 machines on this plan. The machine 
sold by them ordinarily has a retail price of $150, 
but on the partial payment plan, Mr. Meers ob- 
tains $165 split into ten equal monthly payments 
bearing no farther interest. 

Mr. Meers has an arrangement with a finance 


company in Chicago to handle his sales contracts 
for him and for this service he pays four per cent 
of the contract for the first four months and one- 
half of one per cent for each additional month. 
As his contracts are limited to a ten months’ 
period, the most that the service can cost him on 
an individual contract is seven per cent, and if 
the contract is paid up before maturity, as often 
happens, the cost lessens in proportion with four 
per cent as a fixed minimum charge. Inasmuch 
as Mr. Meers’ installment sales price is ten per 
cent over the regular resale price, the service 
charges of the finance corporation are easily taken 
care of, leaving a comfortable margin for extra 


book work and other sales expense in the store. 

In making one of these installment sales, $16.50 
down payment is taken and the customer signs 
an agreement to make nine monthly payments of 
$16.50 each direct to the finance company. The 
down payment represents part of Mr. Meers’ 
profit and is retained by him, and the contract is 
mailed to the finance company. Immediately upon 
the receipt of the contract, the finance company 
sends to the manufacturer of the washing machine 
the full wholesale price of it, and when the con- 
tract is fully paid up, the finance company, after 
deducting the amount advanced to the manufac- 
turers, together with the service charges, returns 
the balance to Mr. Meers. 

While, naturally, Mr. Meers is required to use 
reasonable care as to the financial standing of the 
buyers, the finance corporation assumes the re- 
sponsibility of the collection of any delinquent 
payments. 
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Did You Ever 
Hear of a— 


Dog Show ina 
Hardware Store? 


John T. Little, of SpoKane, 
Wash., holds one every 
year and finds that it sub- 
stantially increases his 
sales in canine equipment. 





66 ID you ever hear of a dog show in a hard- 
ware store?” 
“Can’t say that I ever have.” 

“Well, we hold one every year,” said John T. 
Little of Spokane, Wash. John T. Little, inci- 
dentally, is one of the best known hardware re- 
tailers in the West. He inaugurated his first an- 
nual Dog Week in 1924. Last February he held 
his second show and it was such a success that 
next year he may have to arrange for additional 
space to accommodate the entries, or else hold a 
dog photograph contest, which he now proposes. 

Little does a business in dog foods, medicines, 
harness, etc., amounting to more than $200 a 
month. Last year he did a business in this line 
alone in excess of $3,000. 

Little is himself a dog fancier, trapshooter and 
angler of more than local fame. When he con- 
ceived the idea of a dog show, or rather dog week, 
he sent out 2000 letters to dog fanciers in Spo- 
kane, inviting them to participate in getting a 
national dog week started. 

He explained his idea to L. E. Russell, head of 
the sporting goods department in the Little store, 
and arrangements were made to have a special 
display in the window. The window was divided 
off into separate compartments for each different 
group of dogs, and attracted a great deal of at- 
tention. Of course during the time of the show 





SECOND NATIONAL 
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Daily Dog Display in John T. Little Co. Window 
A Q. W. Kennel! Size Remedy will be given to each exhibitor. Donated by Q. W. Laboratory 
Mrs. Louis Orsie---Cocker Spaniels. 
THURSDAY, Feb. 19. Mrs. H. Allen, toeitss Bon 
TUESDAY, Feb.17. Mrs. Pansy Carter and Dr. | Mr. 8. Stafford,ronce 009s, Mirs, Grenfell ter Pomeresien 
Bernard Johnson---Police Dogs. FRIDAY, February 20 tr. & Mrs. Bishop, Cocker Spaniels 
WEDNESDAY, Feb. 15, Mrs. Nugent Cocker Spentets | SATURDAY, FEB. 21-- tr. & Mrs. Connell, Boston Butts 


Cedar Shavings used In dog kennels supplied by the Exchange Lumber Company 
ABOVE PROGRAM IS SUBJECT TO CHANGE | 


DOG PHOTO CONTEST 


JUDGES.--Hugh Mc Elroy, Geo. H. MacDougal, Theodore Frone 

G. Bring in pictures of your dog. We are offering some geod prizes, in useful items for 
your dog, for the best pictures shown. 
Ist PRIZE, Six Packages Spratt's Fibo. | 4th PRIZE, Four Packages Spratt's Fibo. 
2nd PRIZE, One Dog Harness—by Walter B. | 5th PRIZE, 1 Dog Collar. Walter B. Stevens Co. 

Stevens Co. 

6th PRIZE, 1 Dog Lead. Walter B. Stevens Co. 

7th PRIZE, Two Packages Spratt’s Fibo. 


JOHN T. LITTLE HARDWARE COMPANY 
110-112 WASHINGTON ST. PHONE MAIN 4201 


ORIGINATED 
IN 
SPOKANE 





MONDAY, Feb. 16. Mrs. Chris Steltz--Springer 
Spanicts, Collie and Fox Terrier. 








3rd PRIZE, One Dog Harness—by Geo. Buch- 
imer and Son. 


Ad used in announcing Mr. Little’s Unique Dog Show 


special displays were made of all kinds of dog 
foods, collars, medicines, brushes, ete. 

This year there were 60 dogs entered and 10 
dogs were sold as a direct result of the show. 
Only registered dogs were eligible for showing, 
and the three most prominent local dog fanciers 
were selected as judges. 

A year ago one of the exhibits was a litter of 
red cocker spaniels, raised by Mr. Russell, who 
fed the mother on foods and medicines sold by the 
Little company, and who brought up the puppies 
on puppy food from the same source. 

The big feature about the dog show, according 
to Mr. Little, is that it increases interest in the 
store and especially in.the sporting goods depart- 
ment. A show of this kind in a hardware store 
arouses a lot of interest and in any city that is 
not too large the newspapers can be interested 
and the consequent publicity is of great value 
to the store holding the contest.- 








Testing the Salesman 


among other plans, to determine the efficiency 
of salesmen. A number of people rate each man 
on the following points: 

1. How does he impress people by his physique and 
bearing? Favorable? Satisfactory? Poor? Repul- 
sive? 2. How does his voice affect people? Very 
pleasing? Agreeable? Unnoticed? Weak? Disagree- 
able? 3. Does he strike out for himself in locating 
prospects and planning approaches? 4. How does he 
study each prospect, his needs, and attitudes? 5. Does 
he stay with a proposition in spite of difficulties? 6. 
Does he boost the company? 7. Does he dominate 


> canes & GAMBLE are said to use this, 


an interview, take the lead in the conversation? 8. 
Does he get information from prospects without 
arousing antagonism and does he avoid controversies 
with his trade? 9. Can he tell his story well and hold 
attention? 10. Does he use good judgment in handling 
complicated situations? 11. How much does he take 
part in social and community affairs? Is he well and 
favorably known in his community? 12. Does he 
usually put in full hours? Is he on the job regularly? 
13. Does he impress people as sincere? Questions 
3, 13, 12, and 10 were held to be of greatest signifi- 
cance.—Service Digest. 
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New Brown & Sharpe 
Hair Clipper 
With a view to fulfilling the demand 
for a clipper that could be freely fed 
into thick or curly hair, the OA Bres- 


sant has been put on the market by 
Brown & Sharpe Mfg. Co. 
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All of the well-known Bressant fea- 
tures that have been enjoyed by many 
users of Brown & Sharpe clippers will 
be found in the new one. As it com- 
bines the long, widely spaced teeth of 
the No. 1 with the closer cutting fea- 
tures of No. 0, it is intended to fit into 
requirements for a size between the 
two. 








Grease Bucket for Servicing 


Cars 


rN.HE Manley Mfg. Co., York, Pa., | 


i. has improved its grease bucket and 
now offers what is claimed to be a 
strong, sturdy, fool-proof product. 

It is said to be self-measuring, (one 
complete stroke discharging one 
pound), not to get out of order and a 
valuable piece of equipment for dis- 
pensing oil and grease. 

There are four principal parts in the 
internal construction—the main cylin- 
der, discharge port leading to the hose, 
the three-way cage valve and the suc- 
tion port leading to the contents of 
bucket. 





With the suction stroke the grease or 
oil rises in the piston cylinder, the 
lever on top of the bucket is moved 90 
deg. to right and the rotating valve is 
ready to discharge. The depressing of 
the piston forces the grease from the 
cylinder into the hose and to the trans- 
mission or axle and so on. 

It is said to handle 600-W oil at 20 
deg. below freezing on account of the 
8 to 1 leverage. 

The pump mechanism hangs from 
top of the galvanized iron bucket and 
may be taken out by removing three 
nuts. The hose is metal, asbestos 
packed. Capacity of bucket 30 Ib. of 
grease or oil, allowing 1 in. space at 
top. 


| 
| 


| 
| 
| 
| 


Height over all 22 in., width over all 
12 in., length of hose, outside of bucket 
48 in., net weight 29 lb., crated 40 lb. 


Electrician Bits Guaranteed 
for Efficiency and Long Life 


NEW line of electrician bits are 
1 being manufactured by the well 


_known firm of Snell Mfg. Co., Fiskdale, 





| ket Street, 


| 





ass. 

The principal features claimed are, 
that it is a fast boring tool in all 
woods; that chips clear freely in deep 
boring without pressure; the construc- 
tion of the twist throws the chip to- 
ward the center which prevents bind- 
ing on the circumference while the 


spur placed opposite the cutter gives a 
balanced strain on the head of the bit, 
insuring easy boring and long life to 
the tool. It is made of a selected steel 
adapted to withstand hard use and 


abuse and guaranteed by the manufac- | 


turer. 


Furnished in four diameters and 


| three lengths: 


Length 
No. over all 
654 18 in. 


Diameter 

10/16, 11/16, 12/16, 13/16 in. 
655 12 in. 10/16, 11/16, 12/16, 13/16 in. 
656 9 in. 10/16, 11/16, 12/16, 13/16 in. 

John H. Graham & Co., Ince., 113 
Chambers Street, New York City, 527 
S. Dearborn Street, Chicago, 268 Mar- 
San Francisco, Maynard 
Building, Seattle, has charge of the 
sales. 


Sidewalk Cleaner of Durable 


Construction 


An important and useful cleaning 
device for sidewalk is being marketed 
by the Klinger Iron Works, 63 Taaffe 
Place, Brooklyn, N. Y. 

It is said to save time and labor and 
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to be constructed of specially made 
heavy and durable sheet metal blade, 
and fitted with cast iron wheels for 
easy operation. The metal blade may 
be fastened in two ways, straight or 





slanted, depending upon requirements. 
It is simple in construction, light in 
weight, yet built to withstand the 
rough usage which is given when 
cleaning snow and sleet. 
No. 1 Wheel 8 in. Blade 8 in. x 22 in. 
No. 2 Wheel 11 in. Blade 10 in. x 
24 in. 


New Brown & Sharpe “V” 
Blocks and Clamps 


The new “V” blocks and clamps, No. 


749, illustrated herewith are being of- 
fered the trade by Brown & Sharpe 





Mfg. Co., facilitate drilling, milling 
and grinding, especially of circular 
pieces by their secure grip which pre- 
vents slipping or turning. 

The blocks 2 in. long by 1% in. sq. 
are made of cast iron to hold work 
up to 1% in. in diameter. 
recommend them to general machin- 

Their handy and versatile uses will 
ists. 

“The best practice is to supply such 
stocks in the distributing warehouse 
prior to or in conjunction with the 
advertising campaign. The warehouse 
company may be mentioned in the ad- 
vertisements as the distributing agency 
of the manufacturer; the latter may 
have an office in the warehouse proper 
and care for his distribution by using 
the storage house practically as a sub- 
sidiary distributing office.” 
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Folding Tub Bench May Be 
Rolled About 


HE W. A. Whitney Manufacturing 

Co., Rockford, Ill., is now equipped 
to manufacture and market the “Roll- 
It’ laundry cart which is said to be 
rigidly and compactly built for heavy 
service. 

This equipment is designed to lessen 


the drudgery and fatigue that is usu- 
ally associated with “wash day.” It 
raises the tub to a convenient height 
consequently eliminating considerable 
bending over as well as facilitating the 
moving of the wash about to the boiler 
or desired location. 





The cart may be folded like a card 
table to a small size that may be hung 
up or put in any out-of-the-way place. 
Special safety catches are said to hold 
the legs securely with sufficient support 
to guard against*folding up while in 
use. Two inch pressed steel bearing 
castors are the reason it rolls about 
so smoothly. 





Improved Gasoline Fire Pot 


ORE powerful burners are _ re- 
i quired to secure more _ perfect 
combustion and the highest degree of 
heat, with the fuel now obtainable, is 
the claim of the Clayton & Lambert 
Mfg. Co., Detroit. the change in fuel 
conditions has been considered in the 
design and construction of their new 
No. 80 Tinners Fire Pot which is now 
ready for the market. It is fitted with 
the latest type of burner having single 
needle control and extra long generator 
vein causing the gasoline to be super- 
heated as it passes through and said to 
result in the highest degree of heat 
from either high or low test gasoline. 
This superheated gas passes into the 
burner plate tubes and burns through 
many small holes from each _ side 
toward the center. It is noiseless in 
operation. The burner is fitted with a 
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windshield so it can be used for out- 
door work and is not affected by severe 
weather conditions. A special feature 
is a sub-flame which permits turning 
the heating flame low between jobs. 
The fire pot is of sturdy construction. 
|The tank is of heavy gauge seamless 
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drawn steel, heavily coated with tin 
inside and out, which is said to over- 
come rusting of the metal. The bottom 
of the tank is reinforced as the base 
with patented Cushion Band. Other 
patented features are the pump which 
produces air pressure quickly and the 
filler plug having dust proof cap, 
fitting over large funnel which makes 
the fire pot easy to fill. The top section 
is made of the best grade of cast iron 
and is removable and all parts are 
easily accessible for cleaning. 





Attractive Blue Finish for 
Dust Pan 


ITH a view to complying with the 
demand of the trade the Patent 
Novelty Co., Fulton, Ill., has added a 
Polly Prim dust pan in a blue enamel 
finish. Heretofore this has appeared 
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only in black. It is thought the clean 
blue will appeal to the discriminating 
housewife. The company in anticipat- 
| ing and cooperating with the trade has 
| installed two additional large electric 
ovens for the baking of its enamel 
ware. 





Improved Super-Royal 


Cleaner 


EALERS will be interested in the 

new merchandising plans of P. A. 
Geier Co., Cleveland, Ohio’ which 
promise to aid and increase suction 
cleaner sales. An improved design is 
offered with a motor that is said to be 
25 per cent more powerful than that 
used in previous Royal models, resulting 
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in an increase of 5 inches in suction, 
and consequent proportionate increase 
in cleaning ability. A wider nozzle is 
also employed, which cleans a 15-in., 
swath, thus appreciably reducing time 
and labor. The dust bag is said to be a 
distinct departure from previous types; 
is has an opening the full diameter of 





the bag at the upper end which is 
provided with a hinged metal frame so 
that. when it is removed for emptying, 
the mouth is spread wide open and held 
firmly in that position. The manufac- 
turer claims this type of bag is the 
easiest and quickest to empty, and that 
the Rome _ Super-Service, Jr., cord 
which has been standardized is prac- 
tically “kinkless.” 

The manufacturer also announces 
that its previous model “H” will be 
substantially reduced in price, a reduc- 
tion made possible by the adoption of a 
less expensive finish, though in all 
other respects the machine will be the 
same. 


——________—_—_ 


New Steer-Ezy Coaster Wagon 


Niagara Metal Stamping Corpora- 
tion, Niagara Falls, N. Y., has just 
announced improvements in its Premax 
Steer-ezy Coaster Wagan, which is said 
to be proving popular with the trade. 

Among the new features are a 1 1/16 
in. diameter rubber tire, a practical and 





serviceable roller brake with formed 
steel handle and a change in the enam- 
eling of the undergear which lends 
greatly to the attractiveness of the 
wagon. 

A new lower price scale is also an- 
nounced which, it is said, makes this 
improved coaster an exceptionally big 
value. 
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“Ladies’ Night,” Gala Affair for Pittsburgh 
Hardware Men 


tion, at the General Forbes Hotel, Pittsburgh, Friday evening, May 22, was 


[tic monthly meeting of the Pittsburgh Retail Hardware Dealers Associa- 


a gala affair, because it was Ladies’ Night and the members and their sales 
forces came accompanied by their wives and sweethearts, the “silent partners” in 
the hardware business, as Frank A. Hegner called them in calling for a toast to 


them following the dinner. 


A good time was had by all, particularly by Frank Hegner, who as presiding 
officer, had all the fun of saying nice things about the fair sex and of telling as 
many stories as he wanted to about those whom he introduced. 


The meeting had its educational 
value, because there were not only the 
motion pictures presented by the Pasha 
field secretary, W. Glenn Pearce, which 
showed the dealers how their own 
steres looked to the motion picture 
camera and also the stores of others, 
containing as they did many ideas for 


interior arrangements of stock and 
fixtures. He toid many interesting ex- 
periences growing out of his visits 


among the trade. 

The next speaker was Roy F. Soule, 
editor of Hardware Dealers’ Magazine. 
He had his usual fund of anecdotes, as 
well as items of a more serious char- 
acter. The large hall of the hotel was 
filled, and the scribe gave up the job 


of counting before he had fairly 
started. 
There was’ one disappointment. 


Sharon E. Jones, Pasha secretary, who 
was down to give a talk, could not be 
at the meeting, as he was attending a 
meeting of the hardware committee of 
the Chamber of Commerce of the 
United States. Frank Hegner in mak- 
ing this announcement also took occa- 
sion to announce that there would be 
a meeting of the National Retail Hard- 
ware Association in Philadelphia in 
the week of June 22; and as many of 
the Pittsburgh retail hardware dealers 
will be there, he announced that the 
next meeting of the Pittsburgh asso- 
ciation, which would have come on the 
fourth Friday of June, or June 26, had 
been pushed up to June 19 for the pur- 
pose of avoiding a conflict and also to 
insure attendance on the part of the 
membership at the meeting. 

Ralph Carney, Wichita, Kan., said 
that the man who sold for mills and 
factories or for wholesale and jobbing 
houses was not nearly as real a sales- 
man as the retail clerk who sold articles 
to the users. Actually a sale was not 
completed, he said, until the user had 
the article in his home or shop for use, 
and that a sale from a mill to a sec- 
ondary manufacturer or to a wholesaler 
or jobber was no more complete than 
was the construction of a huge power 
plant. the stretching of the transmis- 
sion lines, the connecting up and the 
wiring of a house without the installa- 
tion of the contact that made possible 
the use of the electricity. He said that 
the manufacturers were investing in 
and even betting on the retail clerks 
to complete the sales they had made 
to wholesalers and iobbers. He re- 


gretted that there was so much ten- 
dency among hardware retailers to give 





N. E. Hardware 


Plan Summer Outing July 15 





so much attention to other details of 
their business as almost none to the 
selection of their selling organizations. 
Good retail sales do not grow like the 
enaracter in “Uncle Toms Cabin,” but 


come rather through training and edu- 
| cation of 


salesmen. Touching on the 
other side of the picture, he said that 
the clerk, not the employer, governed 
the wages of the clerk, and the clerk 
who could sell more goods of better 
quality than the buver expected to buy 
when he entered the store and of goods 
needed, which made the buyer satis- 
fied with his purchases, had no limit 
to his earning power. The speaker 
also stressed the need of some one in 
every store to look over all advertising 
matter that was received, saying that 
there was a “gold mine” in every wastz 
paper basket. 


Campbell Opens Retail Store 


Phillip G. Campbell has opened a 
retail hardware store at 207 Broadway, 
Arlington, Mass. 


Associates 


The New England Hardware 
Dealers’ Association will not hold its 
usual annual outing this year. The 
New England Hardware Associates 
are planning an outing to be held July 
15, but full details have not been com- 
pleted. It is practically assured, how- 
ever, the outing will be held at some 
inland point rather than at a seashore 
resort, as has been the custom of the 
New England Hardware Dealers’ As- 
sociation. Full details will be an- 
nounced shortly. It is anticipated a 
large number of the Hardware Dealers’ 
Association members and their wives 


will attend the junior organization’s | 
_dle Hne of personal and household 


outing. 


Smith Hdwe. Co. Formed 


to Acquire Established Store 


The Smith Hardware Co., Sioux 
Falls, S. D., has been organized to ac- 
quire the business of the Smith Hard- 
ware & Harness Co., whose business 
will be continued without change in the 
management. E.'S. Olsen is one of the 
principals in the new organization. 








Lorin W. Ferdinand 
Dead 


Lorin W. Ferdinand, president L. W. 
Ferdinand & Co., Boston, marine glue 
and waterproof adhesives, died at his 
home, 80 Columbia Street, Cambridge, 
Mass., May 23. The firm for a great 
many years handled a large line of 
ship chandlery and hardware. Mr. Fer- 
dinand was born in Melrose, Mass., in 
1853. He entered business at the age 
of twenty. Among the many organiza- 
tions to which he belonged was the 
New England Hardware Dealers’ Asso- 
ciation. Mr. Ferdinand was very ac- 
tive in Masonic work, having been mas- 
ter of his lodge. 


Boosters Plan Special Meeting 
June 13—Llew S. Soule to 
Speak 


At the regular monthly meeting of 
the (N. Y.) Hardware Boosters, held 
Saturday, May 23, at the Hardware 
Club, New York Citv. plans were form- 
ulated for the big annual meeting to 
be held at the same place on June 13. 
The committee in charge consists of 
Chas. Pincus and Fred Hinchman, who 
were appointed by Chief Booster 
Clarence J. Roberts. Llew S. Soule, 
editor of HARDWARE AGE, has been in- 
vited to speak. Other features will 
also be provided. 

Past Chief Booster Seymour Sears 
told of a recent meeting of the Nut- 
meggers, a similar organization in 
Connecticut, at which he and Booster 
Chas. J. Heale were present. 

Fred Pfeifer spoke briefly on his 
long experience as a hardware manu- 
facturers’ agent and promised to re- 
view these experiences at an early fall 
meeting. 

Past Chief Booster Bert Connors, 
who recently donated cigars in celebra- 
tion of an addition to his family, was 


| present. 


Brush Merchandising Book 
Issued by Osborn Mfg. Co. 


The Osborn Mfg. Co., Cleveland, Ohio, 
manufacturers of the Osborn Blue Han- 


brushes, has recently issued a merchan- 
dising book on this line, designed and 
intended to assist dealers in their sales 
campaigns on this type of brushes. 

The booklet contains an open letter 
to the trade from president, Franklin 
G. Smith, and has a spread of pages 
reproduced from HARDWARE AGE, show- 
ing articles on the “Glorified Peddler.” 

One of the outstanding themes of 
this handbook is the best ways to com- 
bat the competition of house-to-house 
canvassers. 
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Thirteen Service Stations 
Opened by Simonds Saw 
& Steel Co. 


Thirteen service stations and repair 
factories have been established in vari- 
ous sections of the United States and 
Canada by the Simonds Saw & Steel 
Co., Fitchburg, Mass., and the Simonds 
Canada Saw Co., Ltd., the latter being 
the Canadian organization. In these 
stations all kinds of repair work will 
be available for the users of saws and 
planers. These service stations will 
also carry full stocks for customers, a 
feature which will facilitate deliveries 
of these products. , 

The thirteen service stations are 
located at Boston, Mass.: New York 
City, Detroit, Mich.; Chicago, IIl.; 
Memphis, Tenn.; New Orleans, La.; 
San Francisco, Cal.; Portland, Ore.; 
Seattle, Wash.; Montreal, Que.; To- 
ronto, Ont. ; St. Johns, N. B., and Van- 
couver, B. C. 





Accurate Level Co. Formed 
by Guenther and Others 


The Accurate Level Co., 8726 War- 
ren Avenue, East, Detroit, Mich., has 
been organized for the manufacture 
and distribution of wood carpenters, 
masons, and aluminum levels. The com- 
pany’s factory now being constructed 
will have a daily capacity of 500 levels, 
it is said. Officers of the company 
are: E. W. Guenther, president; R. C. 
Tapert, secretary and treasurer, and 
L. R. Connell, superintendent Mr. 
Connell was formerly with the Sands 
Level & Tool Co. Clarence E. Bullock, 
174 North Market Street, Chicago, IIl., 
will have charge of sales, and will cover 
the mid-western territory, in which he 
previously represented the Sands Level 
& Tool Co. Mr. Bullock is also a direc- 
tor. 

ee 


H. Voges, Jr., Now Manager 
for Manco Mfg. Co. 


Herman Voges, Jr., has become a 
director and the manager for the 
Manco Mfg. Co., Bradley, Ill., manu- 
facturer of drop forged tinners’ snips, 
and a new carpenter’s saw vise. Mr. 
Voges was formerly general manager 
for the Smith & Hemenway Co., 
Irvington, N. J., and previous to that 
president and general manager of the 
— & Perks Tool Co., Springfield, 

io. 





Smith Joins Fada 


C. Monroe Smith has joined the sales 
department of F. A. D. Andrea, New 
York City, radio manufacturers. Mr. 
Smith was formerly connected with the 
Domestic Electric Co., same city, in the 
position of sales manager. For six 
years prior to that he was in the sales 
department of Manning, Maxwell & 
Moore, Inc. 











Metropolitan Ass’n Opposes Manufacturers’ 


Price Advances 


At a regular meeting of the Metropolitan Hardware Association, held Friday, 
May 22, at the Hardware Club, New York City, this organization went on record 


as opposed to price advances in hardware. 


which reads as follows: 


“The 
Association 


Metropolitan Hardware 
regards with dis- 
favor the inclination of some 
manufcaturers to raise prices 
and unsettle market conditions at 
this time, believing that the stage 
of the raw material and labor 
market is such that advances in 











\ 


| Brooklyn, 
| North Jersey. 


The Association passed a resolution 


prices at the present time are 
unwarranted and against the best 
interests of the trade as a whole.” 


The Metropolitan Hardware Associa- 
tion is comprised of the retail hardware 
associations of Manhattan and Bronx, 
Westchester County and 





Cap Screw & Nut Co. of Amer. 
to Represent Cleveland Firm 


The Cap Screw & Nut Co. of Amer- 
ica, 45 Lafayette Street, New York 
City, has been appointed’ eastern 
representative for the Superior Screw 
& Bolt Mfg. Co., Cleveland, Ohio, who 
manufactures a complete line of hexa- 
gon head cap screws, carriage bolts, 
machine bolts, lag screws, stove bolts, 
nuts, etc. 





McLean, General Sales Mana- 
ger Four Wheel Drive Auto 


Co. 


On May 21 E. M. McLean was pro- 
moted from sales division manager to 
general sales manager of the Four 
Wheel Drive Auto Co. of Clintonville, 
Wis., manufacturer of motor trucks, 
etc. Mr. McLean went with the com- 
pany in 1916 from the Armleder Truck 
Co. of Cincinnati, Ohio, where he was 
sales manager. Before that he was for 
five years with the Western Electric 
Co. of New York and Ohio. 

Mr. McLean went with the company 
first as advertising manager. Under 
his direction an international program 
was effected. In 1921 he was placed in 
charge of an intensive sales program 
in Wisconsin, the home state. 

S. H. Sanford, formerly sales division 
manager, is assistant sales manager. 


Executive Personnel Changes 
Made by Copper-Clad 
Malleable Range 


At a meeting of the board of direc- 
tors of the Copper-Clad Malleable 
Range Co., St. Louis, Mo., held on Tues- 
day, May 12, the following changes 
were made in the officers of the com- 
pany: 


C. R. Binns, formerly secretary- 





treasurer, was elected to the office of 
second vice-president. 

A. H. Stein, formerly factory man- 
ager, and C. W. Bischof, formerly 
credit manager, were elected secretary 
and treasurer respectively. 

Edward C. Hoffmann, director of 
sales and advertising, was elected a 
member of the board of directors. 

Lloyd Scruggs was reelected presi- 
dent of the company, and Louis A. 
Hoerr was reelected to the office of 
first vice-president. 


——— 


Hessel General Sales Mana- 
ger Trumbull-Vanderpoel 
Elec. Mfg. Co. 


James T. Hessel, New Haven, Conn., 
has recently been appointed general 
sales manager for the Trumbull-Van- 
derpoel Electric Mfg. Co., Bantam, 
Conn. Mr. Hessel was formerly con- 
nected with the James T. Hessel Co., 
New Haven, Conn., an electrical supply 
jobber, and later was New Haven 
branch manager for the Southern New 
England Electric Co. 

Edgar E. Dawes, Atlanta, Ga., will 
represent the Trumbull - Vanderpoel 
Electric Mfg. Co. as Southeastern sales 
representative. He will cover the Caro- 
linas, Georgia, Florida and Alabama. 

The company manufactures all kinds 
of electrical switches and meter protec- 
tive devices. 


—_—— 


Kresge Enters Jobbing Field, 
Says Recent Report 


The Kresge Department Stores Corp. 
has entered the jobbing field, accord- 
ing to a recent newspaper announce- 
ment. It will do a jobbing business on 
all merchandise carried in its own chain 
of stores. The present general man- 
agement of the organization will oper- 
ate the jobbing end of the business in 
conjunction with the other sales activi- 
ties of the firm. 
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Chain Store Sales Increased in Apri 





Federal Reserve Review Puts Total for Month 18 Per Cent Higher 
Than in 1924 


A slight seasonal decrease in the 
volume of wholesale trade, an increase 
in department store sales and a sharp 
jump in the business of chain store 
systems are reported by the Federal 
Reserve agent at New York in a review 
of conditions in April, to be published 
in the June 1 monthly review of credit 
and business conditions. 

“Sales of 200 leading dealers in fif- 
teen lines of wholesale trade in this 
district were seasonally smaller in April 
than in March and 2 per cent smaller 
than in April of last year, the same 
decrease as was shown for the first 
quarter of the year,” says the review. 

“Comparison by individual lines re- 
vealed the chief decreases from last 
year to have been in women’s coats 
and suits, jewelry, groceries, shoes, 
drugs and hardware. Trade in silk 
goods, on the other hand, continued 
unusually active, and substantial in- 
creases occurred also in sales of dia- 
monds and machine tools. 

“Reports on wholesale stocks showed 
in April, as in previous months, sub- 
stantial decreases from a year ago in 
stocks of cotton goods, silk and hard- 
ware, but increases in stocks of gro- 
ceries, and jewelry and diamonds.” 

Regarding retail trade, the review 
Says: 

“April department store sales in this 
district averaged nearly 3 per cent 
larger than a year ago, a slightly small- 
er increase than occurred in the first 
quarter of the year, and somewhat less 
than the usual year to year increase. 
Apparel store sales were about equal 
to those of a year ago, following a 


large gain in March, when sales were | 


increased by early Easter buying. 


of April showed an increase of 2.3 per 
cent over a year ago, a slightly smaller 
increase than in sales. The ratio of 


| creases shown by grocery, variety, 10- 
cent, and drug chains. Grocery and 
variety chains, as in recent months, 
showed particularly large increases 
both in the number of stores and in 
total sales. In the case of drug chains, 
on the other hand, the increase was 
almost wholly in sales per store, as 
the number of stores was only slightly 
more than last year. 
| “Shoe cha‘ns failed to increase their 
volume, despite an 18 per cent increase 
in the number of stores. and both candy 
and tobacco chains reported smaller 
increases in sales than in the number 
of stores.” 





P. J. Rozmaizl Opens Store 
in Omaha, Neb. 


Paul J. Rozmaizl will open a new 
hardware store at 3003 South Thirty- 
‘Second Avenue, Omaha, Neb., under 
the firm name of Paul J. Rozmaizl 
Hardware Co. Mr. Rozmaizl has had 
considerable experience in the hard- 
'ware business, and expected to have 
_his store in operation June 1. 





ee 


Doyle Hardware Co. Formed 
in Utica, N. Y.. 


The Doyle Hardware Co., Utica, N. 


- -Y., has recently been established for 
Department store stocks at the end | 


of hardware. 


sales, however, to average stocks dur- | 


ing the month, at selling prices. was 
31.9 per cent, compared with 32.1 per 
cent a year ago. The average amount 
of individual sales transactions was 
$3.03, compared with $2.94 in April, 
1924. 

“A comparison of department store 
sales 
the first four months of this year with 
the corresnvonding period of last year 
indicates that except in this district, 
sales in the industrial Northeastern 
section of the country have been gen- 
erally smaller than last year, while 
sales in some of the agricultural dis- 
tricts of the South and West have 
shown substantial increases.” 

Concerning chain store business, the 
review says: 

“April sales by reporting chain store 
systems were 18 per cent larger than 
a year previous, due chiefly to in- 





by Federal Reserve districts in ‘a central New York 


floor space. 
Doyle and R. F. Watkins. 


Falls, 
Newport and Dolgeville, N. Y. 


the wholesale and retail distribution 
The company has a 
building at 2 Auert Avenue in North 
Mtica, with an available 10,000 sq. ft. 
The owners are Frank 
Mr. Doyle 
now operates hardware stores at Lyons 
Constableville, Port Leyden, 
Mr. 
Watkins was formerly with. the Ilion 
Hardware Co., Illion, N. Y., and later 
State salesman 


for the Supplee-Biddle Hardware Co., 


| 





Philadelphia, Pa. 





Walworth Mfg. Co. Acquire 
Nat’l Pipe & Foundry Co. 


The Walworth Mfg. Co., Boston, has 
acquired the National Pipe & Foundry 
Co.. Attalla, Ala. It is planned to spend 
approximately $100,000 in betterments. 





























U.S. A. Office Opened by 
Koch Harmonica Co. 


The Koch Harmonica Company, 
founded in Trossingen, Wurtemburg, 
in 1872, has recently opened offices in 
New York City as headquarters for 
the distribution of harmonicas and ac- 
cordeons, throughout the U. S. A 

For 53 years Koch Harmonicas and 
Accordeons have been manufactured 
by members of the same family. In 
the volume of production, Koch-Har- 
monica products are said to rank sec- 
ond in the world. The Koch Har- 
monica line includes many styles and 
prices which range from inexpensive 
Harmonicas to large and elaborate in- 
struments. 

The New York office in charge of 
Paul L. Baerwald, General Manager 
for the United States, is located at 25 
West 45th Street. Mr. Baerwald is 
known in the musical trade, because of 
his former connection with the General 
Phonograph Corporation, his activities 
in the musical trade for over a decade 
and his acquaintances with wholesalers 
and distributors of every type of mu- 
sical instrument, from coast to coast. 

The distribution of Koch products 
will be carried on through importers 
and jobbers exclusively. 





North Wayne Tool Co. Moves 
Main Office to Oakland, Me. 


The North Wayne Tool Company, 
makers of axes, scythes, grass hooks, 
corn cutters, hay knives, bread knives, 
etc., June 1 move their main office 
from Hallowell, Me., to Oakland, Me. 
The sales office will remain at 1409- 
1410 Ford- Bldg., Detroit, Mich. 

This change in the main office loca- 
tion is made so tha the general man- 
ager, C. K. Tilden, may be located at 
one of the plants which will make it 
possible to attend to the wants of the 
trade better. 





D. L. Young Sales Manager 
Haag Bros. Co. 


Dayton L. Young has been made gen- 
eral sales manager of Haag Bros. Co., 
Peoria, Ill., manufacturers of Haag 
electric and power washing machines. 
The company also announces a new 
plant addition which will greatly in- 
crease production capacities. 





R. T. Parker Now Represents 
Payson in New England 


Roland T. Parker, Woolaston, Mass., 
now represents the Payson Mfg. Co., 
Chicago, Ill., in the New England ter- 
ritory. This district was formerly 
covered by Frederick Pfeifer, 33 War- 
ren Street, New York City, who con- 
tinues to represent the Payson Mfg. 
Co. in the metropolitan territory. 
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Look for Higher Tariff Rates 


on American Exports 


Germany Increases Rates—Canada W ould Exclude Our Goods and 
England Seeks Bigger Market Here 


By W. L. Crounse 


WASHINGTON, June 1, 1925. 

FFICIAL announcements made 

during the past week are to the 

effect that Germany has taken up 
for early adoption a new tariff bill in- 
creasing rates on articles, chiefly the 
produce of the United States up to no 
less than 800 per cent over existing 
duties; the Canadian Government is 
giving serious consideration to a tariff 
project designed to exclude from the 
Dominion 80 per cent of articles now 
currently imported, chiefly from the 
United States, while the British Am- 
bassador, in an address before the 
American Iron and Steel Institute, has 
diplomatically, but none the less point- 
edly, intimated that our tariff rates 
are so high that the commerce of Great 
Britain with the United States is prac- 
tically unproductive and that, there- 
fore, the prospect for the early pay- 
ment of England’s debt to this country 
is depressingly remote. 

According to advices received by the 
Department of Commerce, the new 
tariff bill now before the German 
Reichsrath increased duties on no less 
than 945 items of the so-called Biilow 
tariff, originally framed in 1902. A 
direct blow at American exports is a 
series of high duties on foodstuffs, 
which have been duty-free since the 
beginning of the World War in Au- 
gust, 1914. 

For some ten years past metal prod- 
ucts, machinery, etc., of various kinds 
have been carried by the German tar- 
iff on a prohibitive list, but some time 
ago it was announced that these prohi- 
bitions would speedily be lifted. It 
now appears that in lieu of direct pro- 
hibitions the German Government pro- 
poses to exclude these American prod- 
ucts by prohibitory tariff rates. 


Iron and Steel Duties Marked Up 


A stiff increase is proposed in the 
duties on pig iron and all forms of 
steel for remanufacture, except cold 
rolled bars and thin sheets. Having 
no internal sources of supply for ferro- 
alloys the new tariff will still permit 
their importation. 

The duties on cutlery are also sharp- 
ly marked up. Duties on miscellan- 
eous metal goods are also heavily in- 
creased, while rates on dynamos, elec- 
trical motors and other electrical wares 
are raised in some instances as much 
as 800 per cent. 

Unprecedented increases are _ pro- 
vided in duties on typewriters, calcu- 
lating machines and cash registers. 
While the blanket rate on machine 
parts is nearly twice that on complete 
machines the purpose of the big in- 
crease is obvious; it is intended to 
prevent the importation at a low duty 
of spare parts and the subsequent as- 
sembling therefrom of complete ma- 
chines. 


























tion. 


Commenting on the steep rates pro- 
vided for tractors and automobiles, the 
committee having this bill in charge 
declares that it is impossible to com- 
pete with America unless high duties 
are imposed and states that Ameri- 
can firms are now in position to sell 
automobiles at 40 per cent less than 
their pre-war cost. Instead, therefore, 
of allowing these articles to be im- 


ported at comparatively low rates of: 


duty the prohibitions heretofore in 
force will be continued in the form 
of Chinese Wall tariffs. 

The new duties on automobiles range 
from 135 marks per hundred kilo- 
grams to 320 marks, the latter rate be- 
ing applicable to small cars, motor- 
cycles, etc. These duties are very 
much higher than any heretofore sug- 
gested by German tariff experts and 
must be accepted for exactly what they 
are: namely, prohibitory rates. 

Reviewing the proposed new Ger- 
man tariff comprehensively, therefore, 
it is apparent, first, that Germany has 
abandoned her original plan of substi- 
tuting reasonable tariff rates for pro- 
hibitions heretofore in force and, sec- 
ond, that the German Government is 
preparing to retaliate upon the United 
States for the check given her trade in 
metal manufactures. 


Canada’s Astonishing 
Tariff Project 


HE new tariff plan now under 
consideration in Canada has al- 
ready received the endorsement 

of leading Dominion newspapers, es- 
pecially the independent dailies. It 
it asserted that under this plan “80 
per cent of goods similar to those 
manufactured in Canada will be posi- 
tively prohibited from entering from 
other countries, while at the same time 
there can be absolutely no advance in 
the selling price of the Canadian prod- 
ucts.”’ 

The new project calls for the ap- 
pointment of a Tariff Commissioner, 
‘‘a man of mark beyond all outside in- 
fluence, with whom would be associated 
in an advisory capacity one representa- 
tive of the consumers and one of the 
manufacturers, with the Minister of 
Customs as final arbitrator.’ It is 
proposed to clothe the Tariff Commis- 
sioner with extraordinary power to 
change the tariff without notice and 
in addition to giving him control over 
selling prices, with the right to ex- 
amine the books of all manufacturers 
whose products receive the protection 
of the tariff law. 


Dominion Considers Flexible Tariff 


An extraordinary flexible provision 
is under consideration in this connec- 
It is provided that the Tariff 





| stitute. 





land only twenty-one 


| clined 
| about their immediate future as out- 


‘late President 
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Commissioner may allow manufactur- 
ers to raise their Canadian selling 
prices to meet advances in wages and 
cost of raw materials and require price 
reductions as wages and raw materials 
decline. 

These _ flexible provisions have 
aroused great interest throughout the 
Dominion and have already developed 
considerable opposition. Protests are 
already being directed against the pro- 
vision that where a manufacturer sells 
his product above the price fixed by 
the Tariff Commissioner all customs 
duties on that line of manufactures 
shall at once be eliminated. 

This provision would penalize an 
entire group of manufacturers for the 
fault of one of them. It also implies 
the creation of combines exercising 
rigid control over their members. 

Just exactly how the Canadian Gov- 
ernment can provide for the imposition 
of prohibitory duties on 80 per cent 
of current imports, including practi- 
cally everything coming from. the 
United States, without at the same 
time raising the price of similar Can- 
adian products to the consumers, is 
difficult to understand. Such a project 
would involve the exercise of arbitrary 
authority by the proposed Tariff Com- 
missioner and would give a tremendous 
stimulus to all forms of smuggling. 


Combines Price Protection Plan 
with Tariff 


Coupled with the new Canadian tar- 
iff project is a price protection plan 
that goes far beyond anything here- 
tofore suggested in either Canada or 
Great Britain, and miles beyond the 
scope of any legislation suggested for 
the United States. This plan provides 
that manufacturers shall stamp their 
products with the retail prices and that 
retailers failing to abide by these fixed 
prices shall be liable to severe fines 
for the first offense and to imprison- 
ment for second and subsequent of- 
fenses. 


British Ambassador’s 
Significant Talk 


serious attention is. being 


ERY 
| given here to the British Am- 


bassador’s address last week be- 
fore the American Iron and Steel In- 
In reciprocating congratula- 
tions on the important step taken by 
England in going back to a gold basis, 
Sir Esme Howard said that with two 
million unemployed, with great depres- 
sion in the coal and shipbuilding in- 
dustries, with conditions in the iron 
and steel trade so bad that in Scot- 
blast furnaces 
are operating while normally there are 
eighty-five, the British are not in- 
“to be so smugly optimistic 
siders are sometimes inclined to be.” 
Sir Esme clearly implied, although 


he employed diplomatic language, that 
'the Government of the United States 
has 


contributed largely to the de- 
pressed conditions in England by our 
protective tariff policy. He quoted the 
Wilson’s declaration 
that nations “must buy if they are to 
sell” and he stressed the lack of bal- 
ance in the trade between the two 
countries. 

These figures will interest. In 1924 


(Continued on page 92) 
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Relation of Jobber and Retailer Discussed at 
Southeastern Meeting 


out of the store a good part of the day. 
Results are very satisfactory. We can’t 
stay in stores and wait for business to 
come to us any longer if we want to 
keep up with progress. 

“We have got to give a great deal 
of care to buying so that we can take 
care of our ever increasing overhead 
and have sufficient margin. The ques- 
tion of overhead is a problem. We have 
a statement of our expenses once a 
year and go over them and we have 
resolved to get statistics from the Na- 
tional Association. We have got the 
facts and the standard that we should 


o by. 

“The display of merchandise, it seems 
to me, is something to which we should 
give more and more attention. In my 
mind it would be a better means of 
increasing our business than most any 
other thing. While I am on this ques- 
tion of display this is something that 
our competitors, the chain store, gives 
very much attention to. Put the goods 
out where the prices and goods can be 
seen plainly. Mark them plainly and 
place them where they can be seen. 
In this way customers come in, look 
around, make their selections and see 
and buy other items, so that all you 
have to do is wrap up the article and 
the sale is made. This display also 
enables you to better compare your 
goods and make companion sales of re- 
lated items arrangement. During the 
last twelve months we moved into a 
new store and of course the store ar- 
rangement was the important problem 
in mind and we spent two years in re- 
arranging. 


Turnover and Sales Percentage 


“Turnover is a proposition that has 
been discussed quite a good deal. I 
rather think it has been overlooked 
during the last year or two. In fact 
too much has been said about that and 
too many people have been trying to 
get big turnover with their stocks run 
down. To have a large turnover you 
must have the merchandise to sell. If 
you have not got things in stock you 
can’t sell them. 

“We should profit by the big building 
program this year. We should get our 
share of this big building program. 
In most of the Southeast, which is very 
largely an agricultural section, the bal- 
ance of the year’s business is going to 
depend considerably on what kind of 
crops they bring. We have just recent- 
ly had wonderful rains all over our 
section. We have no room for com- 
plaint on the crop outlook up to this 
time.” 

Contributing to the discussion, Ed. 
Jarman of Baxley, Georgia, said: 

“You touched on building material. 
We have a complete line of building 
material. We find that it is one of the 
best paying departments that we have. 
We have one man designated to look 
after that particular line. He has in- 
creased our business wonderfully. We 
find the average farmer that comes in 
is in the market for doors and hinges, 
needs the extra things for his farm 


(Continued from page 52) 


buildings and they lead to other sales 
in other lines.” 

Jim Morton of Bessemer offered some 
thoughts on conditions in the Birming- 
ham district, saying, “You know what 
we would have to say about business 
in the Birmingham district, is just 
a little bit different from things 
that affect most of you dealers. What 
farms we have are truck farms. Raise 
collards, turnip greens and sell about 
all of them they can produce. We 
have soil pipe plants here, whose ac- 
tivities we accept as a business index. 
They are the people that make a pipe 
that is used in your plumbing work. 
We have a great many of these plants 
in this district and I am sorry to say 
that they are not at all over-run with 
orders, which leads us to believe that 
the building program over the country 
is not near as big as it was a year 
ago. A year ago they could not begin 
to fill their orders and we find that 
most of them have about all of their 
storage space filled up w-th manufac- 
tured goods. Of course, though we 
are largely in the industrial district 
our proceeds depends upon the agricul- 
tural interestsof the South because nat- 
urally the South is our market and 
when we have to go out of the South, 
out of our own market for business, 
it has to be taken at a price that is 
not profitable and so as the agricultural 
section prospers we prosper. When 
you need rain we need rain. When you 
need to be rid of the boll weevil we 
need to be rid of the boll weevil.” 

In answer to a question Mr. Ross 
said if he were selling a $50 item on 
credit he would add $5 more to the 
note for the credit. Mr. Mills said he 
offered the 5 per cent discount for cash, 
and in some instances gave as much 
as 10 per cent for cash. 

Jim Elkin, Minnville, Tenn., said, 
“We have so much credit business that 
we could not sell goods at the figure 
we mark. If you have prices marked 
on the goods the customers on a credit 
would object seriously to paying the 
price. Lots of times we take notes. 
For instance, we sell a wagon for $150. 
We take note for $150 if paid by No- 
vember first deduct $5. Of course, we 
always get that $5. Notes drawing 
interest in any way make twice as 
much profit anyway.” 

C. B. Pickens, Gurley, Alabama, said 
his experience taught him that there 
is much less trouble when a customer 
thoroughly understands before buying, 
just what your cash and credit prices 
are. Mr. Pickens marks his goods in 
plain figures, but also explains very 
exactly the cost for a credit account. 

At the conclusion of the question box 
discussion Chairman Hammond called 
upon R. W. Hatcher, Milledgeville, Ga., 
vice-president N. R. H. A., to introduce 
George M. Gray, Coshocton, Ohio, pres- 
ident N. R. H. A., the principal speaker 
at this session. 


National President Gray Speaks 


Quoting from Russell Conwell’s 
story, “Acres of Diamonds,” Mr. Gray 


told the members that there were many 
opportunities so close and so easily 
available that they are often neglected. 
In part Mr. Gray continued: “Refer- 
ring back a number of years when the 
automobile was coming into its own, 
there was a call at the hands of the 
retail hardware craft for automobile 
accessories. This call was unheeded by 
many retailers and as a result a large 
volume of business, that rightfully be- 
longed to the retail hardware trade, 
has gone to the garages, and many 
other profitable lines have gone to drug 
stores and dry goods stores. 

“As a passing suggestion, it may be 
observed that we who are in the retail 
hardware business, who pay the most 
attention to remodeling our stores with 
adequate equipment and up-to-date fix- 
tures, are likely to secure the indorse- 
ment and patronage of the public, es- 
pecially the women and children. 

“T am thoroughly convinced that the 
arrangement of stores has, and can be 
made the means of increasing sales. 
Last week at the Indiana convent'on 
I was impressed with the optimistic 
views of scores of retail hardware men 
who had remodeled their stores and 
placed in them up-to-date fixtures and 
display tables.” 

In closing, Mr. Gray scored the whole- 
salers who sold at retail, and also 
manufacturers who sold direct, in com- 
petition with their own customers. He 
urged further simplification and pre- 
dicted flourishing business conditions 
for intelligent business men. 

Walter Harlan, secretary and treas- 
urer, read his annual report which in- 
cluded the welcome news that the asso- 
ciation had obtained 83 new members 
last year and now had a total member- 
ship of 1410. Secretary Harlan re- 
viewed the association’s collection ser- 
vices, its for sale and want list, 'n- 
formation and insurance services, the 
freight audit bureau and other helps. 

In concluding his report Mr. Harlan 
suggested a little orderly thinking 
mixed with a little tact, so that full 
benefit would be received from the ideas 
offered at the convention. 

“Can a cash hardware business be 
operated profitably?” was the question 
for the discussion led by R. E. Dela- 
mar, Hawkinsville, Ga. Mr. Delamar 
told of his own experiences in chang- 
ing over to a strictly cash basis. He 
said it was a difficult problem but well 
worth the effort and trouble. He said 
he had lost some accounts but that he 
would never think of going back to the 
old credit basis. Some of the customers 
who were lost when the cash only rule 
was made have since become good cash 
customers. 

Mr. Baker said he had been in busi- 
ness two years on the strictly cash 
basis and finds such practice very sat- 
isfactory. 

Relation of Successful Farming 

The Thursday morning session under 
the chairmanship of J. D. Cottrell, 
president of the Florida Retail Hard- 
ware and Implement Association, was 
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devoted to studying farm conditions 
and their relations to hardware retail- 


ing. 

W. W. Alexander, vice-president John 
Deere Plow Co., St. Louis, Mo., opened 
the session with a discourse, “Dollars 
or Cents,” which he illustrated with 
charts. Mr. Alexander said in part: 

“My first chart shows the purchasing 
power of the farmer in the United 
States. It shows the farmer’s cash 
income for his crop, live stock and 
animal products that he sells but does 
not include feeds or uses. In other 
words that is the farmer’s net income. 
You will observe in 1923 the purchas- 
ing power of the farmer was $8,943,- 
900,000. In 1924, $9,540,000,000. In 
1925, $9,876,000,000. You will observe 
that the $9,876,000,000 against the 
$8,943,000,000 is almost a billion dol- 
lars more in 1925 than it was in 19238, 
which means that the _ purchasing 
power of the United States has been 
increased almost a billion dollars. What 
does this mean? It means that the 
farmers of this country: have received 
for their crops $9,876,000,000 with 
which they are purchasing goods and 
which is reflected in practically all 
classes of business. 

“The farmer has been spending for 
building supplies 4c. out of every dol- 
lar that he receives. Household sup- 
plies, 4c. out of every dollar. Educa- 
tion, 6c. Foodstuff, 18%c. Think of 
the farmers in this United States 
spending 18%c. out of every dollar that 
they receive for food. Taxes, 10c. In- 
vestments, 2c. Interest on indebted- 
ness, 9c. Payments on indebtedness, 
6c. Radio, jewelry, phonographs, 4c. 
Clothing, 15c. Feed and fertilizer, 9c. 
Farm equipment, 34%4c. Automobile up- 
keep, 9c. States for farm equipment 
they will spend in Alabama, $5,900,000 
in farm equipment. In ‘Pennessee, 
$6,033,333. In Georgia, $6,600,000. In 
Florida, $3,100,000. In other words, if 
they spend no more than they have 
been spending they will spend $21,633,- 
333. Is it worth going after? 10 per 
cent of successful selling is knowing 
where to go and 90 per cent is going 
and the go-getter will naturally get it. 

“With the improvement of conditions 
consider the fact that the farmer with 
his increased purchasing power is go- 
ing to buy just as many goods and 
just as much as h® can pay for as con- 
ditions imvrove.” 

W. Hammond started the second 
section of the farm discussion. His 
topic was, “How can the hardware mer- 
chant assist his farmer customers to 
prosperity?” Mr. Hammond dwelt on 
the important relationship between suc- 
cessful farming and prosperous retail- 
ing. He told of the effect of the boll 
weevil on cotton production and of the 
formation of a boys’ cotton club formed 
in his home town, Griffin, Ga. The boys 
were advanced money, given lecture in- 
struction by the county farm agent and 


HARDWARE AGE 


coached in proper modern ways of 
combating the boll weevil. Mr. Ham- 
mond said their success was a decided 
contrast to the poor showing of the 
fathers of some of them. The boys’ 
crop would bring good money and be 
of fair volume, whereas the fathers’ 
crop in the same vicinity would not 
do well at all. Mr. Hammond termi- 
nated his talk saying, “I believe that 
anything we can do to encourage the 
farmers to make better crops, to make 
good crops, means money in our pock- 
ets. The man that is so short-sighted 
not willing to help his farmer customer 
and not willing to go to the limit to 
help him is going to lose in the long 
run. If they don’t show their apprecia- 
tion do all you can do anyway, for the 
future of our country depends abso- 
lutely on the boys and girls of today 
and if we can train these boys and 
girls, I believe we will see the results 
and reap the harvest if we do all we 
can for our boys and girls and help 
them to be better men and women and 
better citizens and by that we certainly 
make better customers for hardware 
dealers.” 

Mr. London spoke of credit terms 
to farmers and expressed the belief 
that they should pay their bills more 
promptly. “Ninety days is our abso- 
lute limit,” he said, “but we are trying 
to work our business to thirty-day 
basis. If our bills are not paid on the 
tenth of the following month we write 
the customer and state that our terms 
are strictly 30 days and that we cannot 
extend further credit unless the bill is 
paid at that time.” 

A talk on store arrangement was 
given by T. W. McAllister, editor, 
Southern Hardware and Implement 
Journal. 

The Thursday afternoon session was 
given over to the solution of hardware 
and implement problems. D. M. Cleve- 
land, president of the Tennessee Retail 
Hardware and Implement Association, 
presided. The discussion was led by 
W. C. Waddell and Geo. T. Morris. 

Mr. Morris urged manufacturers to 
put a list and discount on implements. 
He told of his own experiences in build- 
ing up an implement business in Geor- 
gia. He sells many of the farmers on 
a half cash basis. The farmer pays 
the second half plus 8 per cent interest 
in the fall. Mr. Morris has found dem- 
onstrations very successful in helping 
to make sales. 

A reception, dance and other social 
features were provided. 


State Associations Elect Officers 


The four state associations elected 
officers. The Alabama Retail Hardware 
and Implement Association elected the 
following officers: President, J. W. 
Baker. Albertville; first vice-president, 
Jno. Ed. Wallace, Svlacauga; second 
vice-president, A. T. Putteet, Florence, 
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and secretary-treasurer, Walter Harlan, 
Atlanta, Ga. 

The new executive committee con- 
sists of: R. O. Cranford, Jasper; W. 
A. Leland, Tuscaloosa; G. W. King, 
Alexander City; E. A. Barrow, Mc- 
Kenzie; Frank Butcher, Birmingham; 
Walter Harlan, Atlanta, Ga. 

A. J. Marshall, Marion; W. M. Cum- 
mings, Huntsville, and A. W. Hawkins, 
Headland, comprise the advisory com- 
mittee. 

A. W. Hawkins, Headland, 
delegate to national convention. 

The Florida Retail Hardware and 
Implement Association elected the fol- 
lowing officers: President, Alfred Ren- 
baum, Mt. Dora; vice-president, O. C. 
Van Brunt, Tallahassee, and secretary- 
treasurer, Walter Harlan, Atlanta, Ga. 

The new executive committee con- 
sists of E. W. Howatt, St. Augustine; 
W. P. Franklin, Fort Myers; S. A. 
Whitsell, Clearwater; H. P. Clarkson, 
Ocala, and L. D. Edge, Groveland. 

J. D. Cottrell, Leesburg; D. J. Con- 
roy, Jacksonville, and Chas. A. Camp- 
bell, St. Petersburg, comprise the ad- 
visory committee. 

J. D. Cottrell, Leesburg, Fla., and 
Alfred Rehbaum, Mt. Dora, are dele- 
gates to the national convention. G. 
S. Meserve, St. Augustine, and Fred 
H. Young, Lake City, are volunteer 
delegates to the national convention. 

The Georgia Retail Hardware and 
Implement Association elected the fol- 
lowing officers: President, L. M. Mad- 
dox, Dublin; vice-president, R. A. Nor- 
ris, Covington, and secretary-treasurer, 
Walter Harlan, Atlanta, Ga. 

The new executive committee con- 
sists of W. O. Barrow, Bowdon; Roy 
E. Breen, Jesup; R. P. Newton, Jack- 
son; A. C. Roddenberry, Cairo; C. W. 
Truitt, Commerce, and Walter Harlan, 
Atlanta. 

W. G. Raines, Statesboro; E. L. Al- 
mand, Monroe, and J. W. Hammond, 
Griffin, comprise the new advisory com- 
mittee. 

L. M. Maddox, Dublin, and E. L. 
Almand, Monroe, are delegates to the 
national convention. , 

The Tennessee Retail Hardware and 
Implement Association elected the fol- 
lowing,officers: Pres‘dent, D. F. Hobbs, 
Fayetteville; vice-president, W. H. 
Leach, Somerville, and secretary-treas- 
urer, Walter Harlan, Atlanta, Ga. 

The new executive committee con- 
sists of W. H. Hardison, Lewisburg, 
Tenn.; Lon Harkey, Sharon, Tenn.; W. 
R. Lowry, Greeneville, Tenn.; R. P. 
London, Johnson City, Tenn., and J. B. 
Greer, Loudon, Tenn. 

Ira B. Taylor, Trenton; M. Richard- 
son, Lawrenceburg, and D. M. Cleve- 


is the 


land, Sweetwater, comprise the new 
advisory committee. 
D. M. Cleveland, Sweetwater, and 


W. V. Edenton, Jackson, are delegates 
to the national convention. 








By Theodore Roosevelt 
T is not the critic who counts; not the man who 
| points out how the strong man stumbled, or where 
the doer of deeds could have done them better. 
The credit belongs to the man who is actually in the 
arena; whose face is marred by dust and sweat and 
blood; who strives valiantly; who errs and comes 
short again and again, because there is no effort with- 


The Man Who Counts 


out error and shortcoming; who does actually strive 
to do the deeds; who knows the great enthusiasm, 
the great devotions, spends himself in a worthy cause; 
who at the best knows in the end the triumph of high 
achievement; and who at the worst, if he fails, at least 
fails while daring greatly, so that his place shall never 
be with those cold and timid souls who know neither 
victory nor defeat.—Bottles. 
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General Market News 





Hardware Prices Firm: 
Collections Improving; 
June Outlook Encouraging 


HE outstanding feature in the various hardware 


market centers is the firmness of prices. 


There are 


practically no important price revisions in reports 
received this week. The trade does not expect any serious 


reductions. 


Some factors predict upward adjustments, 


but such opinions cannot be confirmed in a definite way. 
Collections are improving slightly in all centers except 
Pittsburgh, where it is reported that credit conditions 


are only fair. 


The outlook for June is very encouraging. 


Jobbers and 


retailers say that sales are better than for the same 


period last year, with spring goods selling fast. 


Sprin- 


klers, garden hose, lawn rollers and hose reels are among 


the most active items. 


Some market students predict 


unexceptional sales record for June. 


New York Prices Firm: 


| 


With the exception of an advance | 


on sink force cups, amounting to 10 


per cent, there are no important price | 


changes announced by metropolitan 
jobbers. Retailers report betters sales 


and jobbers predict that June will be | 
in the 


a very heavy business month 
hardware field. Wholesale refill or- 
ders on spring goods are quite heavy, 
and the general outlook is particularly 
encouraging. 
some improvement. 


Future Business 
Good, Say Chicago Dealers 


Collections are showing | 


Forecast | 


Very few price changes were made | 


in the Chicago market during the past 
week. Local jobbers have revised their 
prices on field fence to conform to the 
recent price reductions on _ wire 
products. 

Manufacturers of glass 
nounced a slight decline. 
have not as yet been 
trade. 


have an- 

issued to the 

Cincinnati May Sales Equal 
April Volume 


Business of Cincinnati jobbers dur- 


New prices | 


ing down a lot of the business. 


of real 


| trade. 
a fair number of fill-in orders. 


June Outlook Encouraging | 


receiving 
Ship- 
ments on contracts are going ahead 
satisfactorily. 

The retail merchants estimate that 
their cash sales are not as good as they 
were last year. The large hardware 
retailers state that their business is 
fairly good, but not as active as they 
had expected. Collections are rather 
slow at present. 


Jobbers have been 


Pittsburgh Business [s Steady 
But Not Very Heavy 


Hardware business in the Pitts- 
burgh district reflects steady but not 
active buying. Buyers still have an 


inclination to see a requirement before | 


they place the order for it. Weather 
conditions are unusual for the time of 
year and no doubt are a factor in keep- 
Price 
changes are few and include very few 
importance. The trade still 


_reports collections as only fair. 


the past week. 


ing May was about on a par with the | 


volume of sales during April. The | 
larger houses state that their trade 
continues to maintain a slight lead 


over last year’s records. Retailers are 
holding steadfastly to their policy of 
ordering only sufficient stock to meet 


immediate requirements. Prices in 
general are firm and seasonal items 
have been moving well in the retail 








Prices in New England Are 
Holding Steadily 


Hardware prices in the New Eng- 
land field are holding steadily. No 
changes of importance were reported 
The stability of prices 
is creating considerable confidence in 
hardware circles, a_ falling off in 
business notwithstanding. Sentiment 
among a majority of the most active 
retail and wholesale houses is that 
prices have reached the low point and 
that any changes during the balance 
of 1925 will be upward. It is quite 


generally felt, however, that prices will 
appreciate slightly, if revisions do take 
place. 























Window Glass Reduced 
—New Discounts 


Effective May 16, a new set of dis- 
counts were announced on window 
glass. These apply to the standard 
price list of October 16, 1912. The new 
list shows a slight reduction. Discounts 
follow. 

Single strength, A and B quality, 
25 in. bracket sizes, 89-5 per cent; 
single strength, A and B quality, 
34 in. and 40 in. bracket sizes, 88 per 
cent; single strength, A. and B qual- 


itv, 50 in. and above, 86-244 _ per 
cent. 
Double strength, A quality, all 


brackets, 88 per cent; double strength, 
B quality, all brackets, 89 per cent. 

All plus boxing charge, first three 
bracket sizes, 50-ft. boxes, 20c. per 
box, sizes above third bracket up to 
and including 100 united inches, 50- 
ft. boxes, 40c. per box; sizes over 
100 united inches, 100-ft. cases, 80c. 
per case. 

There will be an extra charge for 
cutting all fractional sizes’ single 
strength, one fraction 15c. per box, 
single strength, two fractions, 30c. 
per box; double strength, one frac- 
‘tion 20c. per box; double strength, 
two fractions, 40c. per box. 


-_—- 


Good American Machine 
Tool Business in 
Great Britain 


WASHINGTON, May 26. 

An important feature of the ma- 
chine tool situation in Great Britain 
at the end of the first quarter of 1925 
was the extent to which the sales of 
American machine tools continued even 
when the sale of other makes declined, 
Acting Commercial Attaché Hugh D. 
Butler, London, reports to the Depart- 
ment of Commerce. Sales of British 
and foreign machine tools were between 
10 and 20 per cent less than in the last 
quarter of 1924, while American metal 
working machinery sold at about the 
same value as in the previous period. 
There is, therefore, a return to the sit- 
uation in pre-war years, when Ameri- 
can tools held a more important place 
in the British market than they have 
since the war. 


Tires to Advance 10 Per Cent 
Due to Crude Rubber Costs 


At press time it was rumored that 
automobile tires will advance about 10 
per cent in line with recent advances 
in the cost of crude rubber. News- 
papers report the crude rubber market 
as going “quietly higher.” Some re- 
ports indicate that the advance will 
take effect shortly after June 1. 
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Steady Movement of Goods in Pittsburgh— 
Favorable Weather Helps Retail Sales 


(Pittsburgh office of HARDWARE AGE) 
T is a pretty common comment by Pittsburgh hard- 
ware dealers that while business is fairly good it 
could be better. It possibly could be added that it 
could be much worse, since the real truth of the matter is 
that there is a steady movement of goods even if there is 
no tendency among the retail distributors to tug at the 
This part of the country 
did not escape the unusual weather that struck the eastern 
half of the country around May 24 and temperatures 
still are going up to make people wonder whether spring 
The influence of this condition of 


sleeve of jobbers for supplies. 


actually has arrived. 
course is felt in retail sales. 


Screw and strap hinges for years sold on a pound basis 
are now upon a per pair basis in the new price lists re- 
cently issued. Comparison of the new prices with the old 
ones under the circumstances is not readily stated in 


AUTOMOBILE ACCESSORIES.—It is 
the word of the trade here that busi- 
ness in this line still leaves much to be 
desired. Buying seems to come in fits 
and starts and also lacks volume. No 
price changes are reported. 

Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
49, 58c.; lots of 50 to 99, 55e.: lots of 
100 to 200, 57c¢.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49¢.: lots 
of 10 to 49, 44¢.; lots of 50 to 99, 
42c.; lots of 100 to 200, 39c.; lots of 
300 or more 37c. 

Motor Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 3314 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 

40 and 5 off list. 

Windshield Cleaners. — Trico uni- 
versal automatic cleaners, $3.25 each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 
BOLTS, NUTS AND RIVETS.—Job- 
bers here still find the demand upon 
them to be very moderate. The ex- 
planation possibly may be that manu- 
facturers are not rushed with business 
and are disposed to welcome orders that 
are so small that they usually are 
passed up in favor of jobbers. It is 
commented upon that the manufactur- 
ers are making very prompt deliveries 
against all orders. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list: all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut thre ads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or on 3.25C. off list: ¢.p.c. 
and t. blank or tapped, 3.35c. off list: 
rivets, small wagon and tinner’s, 60 
per cent off list. 


CORN HUSKERS.—Prices for 1925 
have been announced and are the same 
as those for last year. 


BATTERIES.—Demand is quite steady 
with prices holding at recent levels. 








the near future. 


terms of advance or decline. We note a slight advance in 
prices of waste paper burners and in lead sink traps 
while slightly lower prices are noted for family scales, 
and a reduction of about 8 per cent in wholesale prices 
of window glass forecasts a lower price to retailers in 
For some time there has not been close 
observance of the regular card discounts on window glass 
and the reduction now noted to a large degree is merely 
matching up the card prices with what actually has been 
going on for some time. 
corn huskers and they are the same as those of last year. 
Tarred fodder twine also is at about the same prices as 


New prices have come out on 


last year. Sheet stéel prices at mill are not yet stabilized 


Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 


Broken Unit | 
Packages Packages 
Kach Kach 
iin dein wee $1.05 $0.97 
NE ree 1.32 1.22 
i ee ge cane eee 1.22 1.14 
ie had a a ik 1.40 1.30 
2a er 2.62 2.44 
OE es 2.62 2.44 
I rere 3.33 3.09 
a ia a ie eS a ae i 42 .39 
)¢ 


No. 6 dry cells, ignition type, 2c. 
each in full packages; 30c. eac h for 
broken packages. 

HINGES. — Screw and _ strap hinges 
which have hitherto sold on a per pound 
basis have been placed on a per pair 
basis in the 1925 lists just issued by the 
manufacturers. 

Prices from Pittsburgh jobber’s 


stocks: 
ae 20e. See sédans 45e. 
eee 22c¢ oS Ok 
Det. wes ees 26¢e. IE: sh eed 60« 
ES ei wa 35¢ ae HK 
ee ris 


PAPER BURNERS. — The Standard 
Wire Company has issued new prices 
on waste paper burners which show 
slight advance over former quotations. 
Pittsburgh jobbers now quote No. 1 
size, $3.50 each; No. 2, $4.50; No. 3, $6. 


PAINTING MATERIALS. — Turpen- 
tine has advanced 2c. per gal. since a 
week ago. There is no change in mixed 
paints, linseed oil or white lead. There 
is a very fair business in this district. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.20 per gal, in barrel lots; 
linseed oil, $1.18 per gal. in barrel 
lots. 

MILL, MINE AND FACTORY SUP- 
PLIES. — Successful sales effort in 
these lines comes only as a result of 
much hard work. Buyers are cautious 
and competition among sellers is very 
sharp. Quotations show no _ special 
change. 

Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 65 per 
=~ nt off list; Trimo, 65 per cent off 
ist 

Fittings. —Cast iron screw, 36 per 
cent off piece list; flange, 47 per cent 
off list; malleable, Ib., list plus 4 per 











and this makes for constant revision of jobbing prices 
and it is said that the fact that business in a number of 
sheet steel lines is slow is due to the fact that the prices 
of raw material are so unsettled. 


cent; standard iron body gate valves, 
35 and 5 per cent off piece list; 
standard hrass globe valves, 30 per 
cent Off list; wcmdeed brass gate 
valves, 45 per cent off list. 

Rope. — First grade long fiber 
manila, 28c. per Ib. 

Beiting.—No. 1 leather, 45 per 
cent off list; No. 1 rubber, 50 per 
cent off list. 

Twist ,;Drills.—Carbon, 60 per cent 
onl list; high speed, 45 per cent off 
ist 


_Files—High grade, 50 per cent off 


_ an -Wood screws, 72 and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks. — Carbon 
picks and mattocks, 45 per cent off 
list. 

Hacksaw Blades.—Best grade, 50 
per cent off list. 


OIL STOVES AND OVENS. — Not 
much real activity is noted locally in 
these lines. Sheet steel prices are un- 
settled and of course this throws things 
out about prices of products of sheet 
steel. 


Jobbers quote retailers, f.o.b. Pitts- 
burgh, a discount of 30 and 5 per 
cent on these prices: 








’ LIST PRICES 
Oil Cook Stoves 
Ne $9.50 
INQ. Zhe BS POUPMOTE.. ..ccccccccee 17.00 
ING. ZIS S BSUPMOTS. cc. cccccsccce 22.00 
No. 214 : re panes 28.00 
No. 215 5 Burne | a ee ee 39.50 
No. 1102 High Shelf Only....... 5.25 
No. 1103 High Shelf Only....... 6.50 
No. 1104 High Shelf Only....... 8.00 
No. 1105 High Shelf Only....... 9.7) 
Rockweave wicks, 25c. each. 
Ovens 
No. 05 1 Burner Solid Door..... $2.10 
No. 5 1 Burner Glass Door .... 2.25 
No. 010 1 Burner Solid Door..... 4.15 
No. 101 Burner Glass Door .... 4.40 
No. 020 2 Burners Solid Door.... 5.15 
No. 20 2 Burners Glass Door... 5.40 
No. 030 2 Burners Solid Door.... 5.40 
No. 30 2 Burners Glass Door.... 5.70 


Nesco water heaters, list price $45. 
Kamp cook stoves, No. 3, $4.65: No. 
1, $7.15; No. 7, $6; No. 10, $9.75. 


SINK TRAPS (lead).—Prices have ad- 
vanced slightly since last accounts and 
jobbers now are quoting 1%4-in. at &85e. 
each and 1'%-in. at $1.35 each. 

SCALES.—Landers, Frary & Clark 
have issued a new price list on family 
scales which shows a slight decline. 


Loc ‘al jobbers now quote: No. 1021, 
1.2 oO. 11021, $1.55; No. 19221, 


30°50: No. 1621, $3.50. 
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SHEET METAL.— Sheet copper is 
firmer again but sheet zinc prices are 
holding at recent levels. A good steady 
demand is noted in connection with 
building work. 

We quote 





sheet copper at 22%c 


per lb. from jobbers’ stocks and 
21%4,c. per lb. on direct mill ship- 
ments; sheet zine, 12c. per Ib. in 


loose sheets; lle. in 100 lb. casks; 

10%c. in 300 lb. casks and 10%c. in 

600 lb. casks. 
SHEET STEEL.—Flat galvanized and 
black sheets have been marked down 
by local jobbers in keeping with the 
lower mill prices. Corrugated galvan- 
ized sheets are not affected by this 
change. Jobbers still report a good de- 
mand. 

Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.30 
base per 100 Ib.; corrugated No. 28 
gage, 2%-in., $4.58 per square; one 
pass cold rolled black, No. 28 gage, 
$4.25 base per 100 lb., all for lots of 
one to nine bundles. 

STEEL AND IRON  PIPE.—Mill 
prices are the same now as they have 
been since early in 1923 and jobbing 
prices also are reasonably steady in 
most parts of the country, although 
locally this is not entirely true. There 
is a good deal of competition among 


local jobbers and sales out of jobbers’ 


stock are prices not greatly different 
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from the mill basis. 


Prices out of jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 
Standard Steel Pipe 


— Galvanized 
e 
Size Per 100 Ft. Per 100 Ft. 
SR” fee ee ok $3.41 $4.90 
Dt ¢éhsencesnde 3.36 4.98 
CES ion a cies maid 3.36 4.98 
Sear 4.34 5.61 
Sarr 5.41 6.90 
SS eee 7.65 9.86 
RS a wena es 10.35 13.34 
SN le eek aie 12.38 15.95 
OS ee 16.65 21.46 
OS eee 26.33 33.93 
BS. Gis eiiek alec alelk 34.43 44.3 
OS eee 44.16 56.12 
SE a te Se ew a ataion 52.32 66.49 
:., cedecsweih 60.96 77.47 
nL. whaecwnetnweiae 71.04 90.28 
DOs cevébassedous 92.16 117.10 
Wrought Iron Pipe 
——_ Galvanized 
sve 
Size Pe r 100 Ft. Per 100 Ft. 
OS err er $7.20 $9.00 
Dk: ocscesenene 7.20 9.00 
ee 7.40 9.26 
4 -in ~TEe rT Tee? 9.32 11.50 
Di: Séc¢cubeseeus 13.43 16.66 
dies eine ee 18.17 22.54 
Dk . cesineakes 21.73 26.95 
st veeseeuuced 31.82 38.38 
OT eee 48.56 58.50 
- a een 61.97 74.97 
OT eee 74.52 90.16 
a Ketevcevanaes< $8.29 106.82 
DE: cceseeucuse 102.90 124.46 
ice ecbedaale 119.90 145.04 
i “<énsubheuenes 155.50 188.16 


WINDOW GLASS.—No change yet has 
been made by local jobbers in their re- 
sale prices but as the wholesale price 
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has dropped about 8 per cent a decline 
is expected shortly. Some price cutting 
has been going on for some time and 
a reduction in large lot prices is there- 
fore not surprising. 


Jobbers quote: Single strength A 
and B, 84 and 5 per cent off list; 
double strength A, 86 per cent off 
list; B, 87 per cent off list. 


WIRE PRODUCTS.— Movement of 
nails and wire from local jobbers’ 
stocks are on a slightly heavier scale 
than was true recently and the market 
takes on a slightly firmer tone as a re- 
sult, although there are still reports 
that some mills are cutting prices. 


We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire 


(per 100 Ib.) Annealed Galvanized 


Nos. 6 to 9 gZage........ $3.00 $3.45 
Dt Tr 660ednue0seekeue 3.05 3.50 
No.  pevetesdeateenver 3.10 3.55 
Dk Gi écrcdcasveweuess sa See 3.65 
ih Me eveebenensesdenes: GD 3.80 
DM vives edGaecuwawes 3.35 4.00 
tt - Ut  stewedcaneeneasé-6% ee 4.30 
8 rr rr 3.75 4.50 
Barbed Wire (per 80-rod spool): 
2- CE FS rere $3.20 
ce ei vece Ses ekenees 3.40 
De Ce ccstvscbecccocecesead ee 
eee 
2-point cattle (special) ......... 2.39 

Woven wire fence (per 100 rods): 
Se Serr 
DME ck ici nx iuwbidinedxcewaiea Me 
IE deeb ih ad te acaba adie te ik een ae 35.22 
OY nd a de ae aa a te a aw 48.85 
Bright nails base 

5 Err $3.10 to $3.15 


Vital Problems Discussed by Heavy 


the tremendous growth of the cold 
drawn steel industry from the early 
days of the shafting industry when he 
said that there were few sizes and 
material was usually satisfactory if it 
it was pleasing in appearance. He 
hoped the Association would cooperate 
with the manufacturers toward the 
elimination of slow moving sizes and 
grades. He referred to the excess 
capacity of cold finished steel mills due 
to the war-time expansions and said 
that the efforts to keep plants operat- 
ing at capacity results in destructive 
competition that may be a good situa- 
tion in the minds of some buyers but 
conditions are not satisfactory if manu- 
facturers are not making profits. The 
only remedy for the situation in his 
mind was the consolidation of small 
units. 

W. B. Todd, Jones & Laughlin Steel 
o., declared that the mills would be 
glad to stop taking small orders and 
believed they would welcome sugges- 
tions as to where the line should be 
drawn between a mill and a warehouse 
order. R. H. Sanderson, E. P. Sander- 
son Co., declared that New England 
jobbers were opposed to the elimination 
of the quantity differentials. He de- 
clared that the cutting out of the $10 
a ton differential eliminates a large 
share of the distributors’ profit and 
jobbers have been badly hurt by the 
change. Other members also expressed 
the disapproval of the elimination of 
the quantity differential. 


Hardware Men 


(Continued from page 53) 


C. J. Graham, president of the Bolt 
and Nut Manufacturers’ Association, 
declared that a new era is at hand and 
new ways of doing business must be 
figured out. Jobbers in most indus- 
tries are suffering today the same as 
the bolt and nut industry did when a 
study of the industry was started a 
year ago. There had been virtually 
nothing done to improve ethics and 
methods of sales, the only efforts being 
to get better prices. A survey showed 
that capacity was 40 per cent more 
than required. Makers tried to fill 
their plants, which resulted in the ex- 
tremely low prices in 1923 and well 
into 1924. 

Mr. Graham said the Bolt and Nut 
Association is cooperating with the 
Department of Commerce on simplifi- 
cation and that a committee is also 
working with the department in a 
study of a standard package. 

Bolt and nut manufacturers, he said, 
must figure to do business on a reason- 
able margin of profit and not have any 
speculative business. Consumers no 
longer are doing speculative buying. 
The buyer should help to stabilize 
the market prices when they are 
fair. The prices are so low today 
that a change of 5 per cent would put 
some manufacturers back into red ink. 
I. L. Jennings, sales manager, Lamson 
& Sessions Co., Cleveland, expressed 
the opinion that present prices would 
continue through the next quarter. He 
said that manufacturers are unable to 


get larger margins and the only way 
to help their situation in that respect 
is to find some way of reducing costs. 
W. C. Hulshizer, Harold McCalla Co., 
Philadelphia, urged every dealer to 
affiliate with his local association, say- 
ing that all would benefit from the 
exchange of views. 

Various other suggestions and com- 
plaints were made. One was that the 
jobbers get full extras from the small 
lot trade and another that there is not 
enough differential for small sizes. If 
the jobbers print mill extras, the con- 
sumers will not pay any higher extras. 
To remedy this situation, the jobbers 
should revise their own printed list of 
extras. Mr. Williams said there is no 
profit for the jobber in small sizes and 
small quantities and that the condition 
of the market is likely to be weak for a 
long time and warehouses must change 
their methods to get along. 

Ross R. Harrison, Bryden Neverslip 
Co., New Brunswick, N. J., discussed 
fixed resale prices and declared that a 
fixed resale price is a restraint of trade 
and not permitted under law. In his 
opinion not much could be accom- 
plished until the Sherman law is 
amended so that fixed resale prices are 
not prohibited by law. He pointed out 
that bills had been introduced in every 
session of Congress since 1915 to 
amend the Sherman law and he sug- 
gested that a new bill be introduced 
into the next Congress and that the 
Association try to secure its adoption. 
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Fluctuating Demand in New England Territory 
—Collections Said to Be Improving 


(Boston office of HARDWARE AGE) 
HE retail hardware business in New England the 
past week fluctuated with weather conditions. Those 
few days that were warm and springlike, business 
was good. Most of the time since last reports, however, 
it was either cold or rainy. On one recent night frosts 
as well as ice caused by freezing mists did more or less 
damage to garden and farm crops, and considerable re- 
planting will be necessary in various localities. 
the Saturdays during May were too cold or too wet for 
consequently retail 
turnover for the month was not as large as anticipated. 
Retail business conditions are reflected in the wholesale 
shelf hardware market, where report is common that 
orders booked during the last half of May were smaller 
It is believed that 
when books are balanced, however, that wholesale sales 
will be about on a par with those of last year. 


garden and about-the-house work, 


than those taken in the first half. 


BICYCLES.—Jobbers report sales of 
bicycles as holding up remarkably well, 
with bookings this season to date in ex- 
cess of those for 1924. Boycycles also 
are in demand. 


We quote jobbers’ 
stocks: 


Bicycles.—Men’s 20-in., $28.50 each 
net; 22-in., $28.50; arched bar, $29.50; 
motor bike type with double bar, $31. 
Women’s, 20-in., $30.50. Girl’s, 
17-in., $28. 

Boycycles. a 1, od each net; No. 
2, $10; No $13; ‘No 4, $15. 


BLADES There is a steady flow of 
orders for razor blades, according to 
wholesale firms here, the demand em- 
bracing all makes. 

We quote from Boston jobbers’ 


stocks: 
Blades.—Eveready, five blades to 


package, 24 packages to carton, 120 
package lots 25%c. per package; 240 
package lots, 24%c. Gem blades, 
six blades to the package, lots of 
less than 192 packages, 3lc. a pack- 
age; lots of 192 packages and more 
30c.; lots of 480 packages, 28c. 


BOLTS AND NUTS.—Sales of bolts 
and nuts in this territory are normal, 
although the average individual order 
indicates buyers ‘are operating on a 
hand-to-mouth basis. Prices are steady, 
and according to latest mill: advices, 
probably will remain so through the 
third quarter, at least. 


from Boston 


We quote from Boston jobbers’ 
stocks: 

Bolts.—Machine, square head, 
H. P. nuts, 40 and 5 per cent dis- 


count; square head, C and T square 
nuts, 35 per cent discount; bolt ends 
40 per cent discount; tap bolts, list 
plus 20; common carriage bolts, 30 
and 10 per cent discount. 

Nuts.—H. P., square and hexagon 
and C.P. C. & T., square and hexa- 
gon, less lie. per I1b.; others, list; 
Semi-finished hexagon nuts, ,-in. 
and smaller, 60 and 10 per cent dis- 
count; larger, 50 and 10 per cent 
discount; finished case hardened 
nuts, 50 per cent discount. 


BOTTLES.—Bottles are selling, but not 


in as large volume as is usual at this 
time of the year. The backwardness of 
business is commonly attributed to 
weather conditions. 


We quote from Boston jobbers’ 
stocks: 

Bottles.—Thermos, brown, pints 
$1.50 each list; quarts, $2.50. Nickel 
plated, pints, $2.75. Plain, pints, $3; 








old wage scale. 
gone on strike. 


Most of 


quarts, $4.25. Corrugated,  half- 
pints, $2.25; pints, $2.75; quarts, $4. 

Universal Line. —Brown, pints, 
$1.75 each list; quarts, $2. 75. Green, 
half-pints, $1. 75; pints, 32: quarts, 
$3. Corrugated, pints, $2.35; quarts, 
$3.60. Nickel plated, pinta, $3; 
quarts, $4.50. 


Discounts—25 and 10 per cent. 
CEMENT WORKING TOOLS. — A 
healthy, but not active demand for 
cement working tools is noted in this 
market. Retail dealers say it is sur- 
prising how many of these tools find 
their way into home users’ hands. 


We quote from Boston jobbers’ 
stocks: 

Cement Working Tools.—Edgers, 
70c. to $1.50 each net; Jointers, 72c. 
to $1.80; angles, 90c. to $1.20; 
gutter tools, $1.20; 
12¢. ; beaders, 72c.; brick 
a.tod. 


curvers, 
pointers, 
jointers, 


CROQUET SETS.—Weather conditions 
notwithstanding, the movement of 
croquet sets out of jobbers’ stocks is 
quite encouraging, all things consid- 
ered. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets.—Standard makes, 
5%-in. mallet, 4-ball, No. C, $1.75 
per set net; 8-ball, No. 0, $2.75; 8- 
ball, No. H, $3.10; 8-ball, No. 


$3.25; 6-in. mallet, 8-ball, No. N, $4; 

8-in. mallet, 4-ball, No. AA%%, $4.50; 

8-ball, No. AA, $5.75. 
CULTIVATORS. — Retail dealers are 
reordering cultivators in small lots. 
It is evident retail stocks in general 
will be cleaned up at the close of the 
season. 


We quote 
stocks: 
Cultivators.—Three-prong, $6.75 per 
doz. net; five-prong, $9.60. 
EGG CARRIERS.—Egg carriers are 
enjoying a good call from retail deal- 


ers serving the so-called country trade. 


from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 
Egg Carriers.—New model egg 


crates, metal, capacity, 1% doz., 88c. 
each net: 2- doz., $1.05; 3-@oz., $1.23; 
4-doz., $1.40; 6-doz., $1.75. Regal, 
capacity 15 eggs, 14c. each net; 30 
eggs, 26c.; 50 eggs, 47c.; 100 eggs, 
84c. Cases with fillers, capacity 15 
doz., $1.95 each. Poultry shipping 
crates, $1.68 each. 


ELECTRIC FANS.—Although the 
weather generally was cool the past 





Industrial conditions in New England apparently are 
on the mend. Striking Boston painters, after they found 
their jobs would be filled, have gone back to work at the 
Now the common building laborers have 
Early indications are their places will be 
filled before June 6, unless they change their minds and 
return to work. 
labor is slightly better employed than it was a month ago, 
and livable wages are being paid. The general public is 
conservative in its purchases, being inclined to bank more 
money than heretofore. 
a sound basis retail merchants in general are inclined to 
look for a steady growth in business when weather condi- 
tions become normal. 

Collections, particularly the last three or four days, 
have appeared better, one of the most encouraging fea- 
tures in the general situation today. 


Elsewhere in New England, however, 


With fundamental conditions on 


week a goodly number of electric fans 
were moved by jobbers. Prices are on 
an attractive basis. 


We quote from Boston jobbers’ 
stocks: 


Electric Fans.—Black, No. 6, $2.85 
each net; No. 8, $3.60. Ivory, No. 
8, $4.55. 


FLASHLIGHTS. — Flashlights and 
flashlight batteries are selling, but not 
as well as they might, report jobbers. 
Some of the retail trade has already 
covered for the summer trade, and 
others will, it is expected, during this 
month. 


We quote 
stocks: 
Cases.—Without batteries, six or 


from Boston jobbers’ 


more assortments to the unit, No. 
2612, 97c. each net; No. 2619, $1.24; 
No. 2637, $1.65; No. 2672, $1.79; No. 
2694, $2.50. 

Batteries.—Six or more assort- 
ments to unit package, No. 935, 8c. 
each net; No. 950, 9%c. Tungsten, 
No. 705, 28%c. each net; No. 790, 


19%c.; No. 791, 17c.; No. 700, 17c.; 
No. 703, 22c.; No. 750, 17c. 
FLY PAPER, RIBBON AND SPRAYS. 
—The forerunner of what is believed 
will be good buying of fly paper, ribbon 
and sprays has set in. Retail stocks, 
say jobbers, are unquestionably small. 


from Boston jobbers’ 


Fly Paper—Improved, handy, $1.10 
per carton; in five carton lots (case), 
$5 per case. 


Ribbon.—Tanglefoot, $1 per carton; 


case lots, four cartons, $3.60 per 
case. 

Sprays.—Half pints, $4 per doz.; 
pints, $6; quarts, $10; gallons, $32. 


pints, $2.80 per 


cord bound, $6 


Sprayers.—Half 


OZ. 
Swatters.—Favorite, 


per gross; Sure-Hit, $6.50. All prices 
are net. 
HAMMOCKS. — Some hammocks are 





selling each day, according to jobbers, 
but the season is backward due, no 
doubt, to weather conditions. 


We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch § styles, 
ard makes, boxed mattresses, 
valance, No. 54, windshield and ad- 
justable head rest, $11 each net; No. 
84, windshield and eae back 

50 


stand- 
deep 


and heads rest, Canopy, 
green and gray, $6.50; angle iron 
stand, $3.75; chain, 3-in., $2.50 per 
doz. pair: 6-in., 


4. 
Cotton.—Standard makes, $35 to 
$100 per doz. net. 
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ICE TONGS.—Bookings of ice tongs 


this season to date have been fully as | 


large, if not more so, than last year, re- 
port wholesale firms. 


We from Boston 
stocks: 


jobbers’ 


ice Tongs.—Boston ou No. 
14, $17 per — net; No. $19; No. 
20, $21; No. $23.50. Ey pattern, 
iron handle, “yom. in. $3.3 1s- in., 
$6.50. Wood handle, '24- in., '$11: 
in., $12. 
KEGS.—Retail dealers’ interest in keg’s 
is making itself a market factor. 
real buying movement has not assumed 
sizable proportions, 
is no question but what initial orders 
are highly satisfactory to jobbers. 


quote 





We quote from Boston jobbers’ 
stocks: 

Cider Kegs.—Oak, red, 5-gal., $1.50 
each net; 10-gal., $1.85; l5-gal., 
$2.10; 20-gal., $2.50; 25-gal., $2.75; 
30-gal., $3; 50- gal., $4. White, 5- 
gal., $1. 60; 10-gal., $2: 15-gal., $2.30; 
20-gal., $2.60; 25-gal., $2.90; 30- gal., 
$3.20; 50-gal., $4.25. 

LUNCH KITS.—Slightly more life is | 
noted in the demand for lunch kits. 


There is still room for much improve- 
ment in business, however. 


We quote from 3oston jobbers’ 
stocks: 

Lunch Kits.—No. 324, $2.50 each, 
list No. 400, $3; No. 425, $2.50. Uni- 
versal line, No. 310, $2.85 each list; 
No. 320, 3.25 ; No. 410, $8. 

Discount, 25 and 10 per cent. 


MASONS’ TOOLS.—Some improvement | 
in the movement of masons’ tools out 
of jobbers stocks is reported. Business 
so far this season has been satisfactory. 


We quote from Boston jobbers’ 
stocks: 

Masons’ Tools.—Bags, 18-in., $24 
per doz. net; 20-in., $27; 22-in., $30; 
24-in., $33. Hawks, 13 x 13 x 3/ $2-in., 
$20 per doz.; darbies, 3% x x 
3/32-in., $22; flats, 5 x 12 “in.. $19. 


NAILS.—The nail market appears to 
be moving along in an even way. Cur- 


the average retail dealer is ordering 
often, thereby maintaining a small but 
well assorted stock. 


The | 


however, but there | 


j 
| 
| Fruit Presses.—Brownie, 


rent orders as a rule are not large, but 
| 
| 


HARDWARE AGE 


We Boston jobbers’ 
stocks: 

Nails.— Wire, from store, $3.80 per 
| keg base; from mill, in car lots, $2.80 
per keg base; in less than car lots, 
$3.05. Cement coated, in count kegs, 
| from mill, in car lots, $2.40 per keg 

base f.o.b. Pittsburgh; in less than 
car lots, $2.65, from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base. 
Western cut nails, direct shipments, 
in car lots, $3.60 per keg base f.o.b. 
Pittsburgh; in less than car lots, 

3.75. Tremont cut nails, direct ship- 
ments, $3.95 per keg base, f.o.b. 
Wareham, Mass.; hardened steel 

floor nails, direct shipments, $7.60 

f.o.b. Wareham. Cement coated 

nails, from store, boxed, $4.60 base. 

Factory shipments, in count kegs, 

car lots $2.50 base: in less than car 

lots, $2.30, f.o.b. Pittsburgh. 
PISTOLS.—More retail dealers have 
_placed their orders for Fourth of July 
| pistols, thereby swelling the total 
transactions for the season to date to 


quite flattering figures. 


quote from 


ue 





| 
| 
| 
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We quote from Boston jobbers’ 
stocks: 

Pistols.—Cap, without caps, $1.50 
per doz. net. Caps, $4.50 per gross 
packages. Orders for pistols must 
include paper mammoth caps in the 
ratio of 5 for one. 

PRESSES.—Along with the improve- 





ment in the demand for cider kegs has 
come orders for fruit presses. A few 
retailers are reported to have carried 
over stocks last season, but the trade 
in general is reported to be lightly 
stocked. 
We 
stocks: 


jobbers’ 
$4 


quote from’ Boston 


each net. at 
REFRIGERATORS.—Refrigerators are 
| selling all the time, but the season to 
date has been somewhat disappointing 
to retail as well as wholesale firms. It 
is hoped a few successive days of hot 


| weather will liven things up. 


We quote from Boston jobbers’ 
stocks: 
Refrigerators.—Eddy 
of less than five, 50 
count. Prices range 
$170.50 each list. 


line, in lots 
per cent dis- 
from $24.50 to 





| 
| 
| 
| 




















| bers. 
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REFRIGERATOR TOOLS.—Refrigera- 
tor tools are selling relatively better 
than refrigerators. 


We quote from Boston jobbers’ 
stocks: 

Refrigerator Tools.—Awls, $11 per 
gross; picks, $1.58 and $6. 18 per 
doz. net. 


ROOFING MATERIAL.—Roofing and 
sheathing papers have taken on quite 
a little spurt the past week, say job- 
Other items in the building ma- 
terial line are inactive. 





We quote from Boston jobbers’ 
stocks: 

Shingles.—Super _ strip, 12%-in., 
$7.20 per square; 10-in., $5.85; lock 
top, $5.15. 

Roofing Paper. — Slate pasenee. 
red, green and blueblack, $2.25 per 
roll; weathered brown, $2.84: ‘orai- 
nary roofing paper, me Po weight, 


$2.40; Rockroid, light, $1.10; medium, 
$1.35: heavy, $1.6 Saturated felt 
paper, $80 a ton. 
SHEET LEAD.—Sheet lead has been 
advanced 4c. a pound by manufactur- 
ers and jobbers. The uplift is based 
on the recent rise in pig lead prices. 


We quote from Boston jobbers’ 
prices: 
Sheet Lead.—15'%c. per Ib. base. 
TREE TANGLEFOO'!. — Continued 


good reports are had from wholesale 
houses regarding the movement of tree 
tanglefoot out of stock. Indications 
are it will be one of the best seasons on 
record for this class of merchandise. 
We jobbers’ 


stocks: 
Tree 


from Boston 


Ta nglefoot. —In 1-lb. cans, 
$4.80 per doz.; in 5-lb. cans, $22; in 
10-lb. cans, $42: in 25-lb. cans, $96. 


WINDOW GLASS.—Jobbers have suc- 
ceeded in rounding up additional for- 
ward business in window glass, for fall 
delivery. Current retail needs are com- 
paratively small. 


We from Boston 
stocks: 

Window Glass.—Third quality, sin- 
gle B, 25 bracket, 89 per cent dis- 
count; 34 to 40 bracket, 88 per cent 
discount; larger, 87 per cent discount. 


All BB, 89 per cent discount. 


quote 


quote jobbers’ 





Foot Switch Has Variety of 
Uses 

HE Switch of a Thousand Uses” 
is the slogan for the X-C.E.L. 
Foot Switch just being mar- 
keted by the Commercial Engineering 
Laboratories, Inc., 7511 Kensington 
Street, East End, Pittsburgh, Pa. 


Shipments began on May fifteen for 
this product which claims a wide range | 
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of service which include Auto Stop | 
Lights, Directional Signals, Alarm and | 
Summoning Bells or Indicators 


whether in office or home. 
A concern manufacturing tear gas 
bombs for bank protection which sys- 





tem requires two sources of current 
supply, is said to find the switch ade- 
quate for the requirements. 

In the auto, it provides means for 
flashing signals and may be located to 
suit the individual. Some prefer to 
place it immediately in front of the 
clutch pedal where it might be gov- 











erned by the heel while the foot is en- 
gaged in actuating the clutch. 

For automobile installations, it is 
necessary only to use a good grade of 
“fixture” wire, or any of the standard 


automobile armored or braided light- 


ing wires. For call bells, etc., the cus- 
tomary bell wire is used. 

Each switch is packed in an attrac- 
tive carton together with screws for in- 
stalling and a sheet of diagrams and 
instructions. 


Addition to Junior Wheel 
Goods 


6é APPLE GRAY” the 
Ribbon Wheel Toy,” 


new “Blue 
is the lat- 


| est product of the Junior Wheel Goods 
_Co., of Los Angeles, Cal., 
Ind. 


and Kokomo, 


The new toy is the molded lifelike 
horse’s head, cast of aluminum and 
hand painted in dapple gray, from 
which the product gets its name. An- 
other feature is the construction of the 
swivel steering joint, which is so de- 
signed that steel operates against steel. 

“Dapple Gray” is said to be light in 
weight, but strongly made and durable. 
The seat is constructed of selected 
kiln-dried, seasoned and hardened wood 





and painted bright red. The running 
gears are black while the wheels are 
red with yellow striping and fitted 





with large oversize tires, giving a bal- 
loon tire effect. 


Trade Literature Received 


W. H. Chapman Co., Middletown, 
Conn., has issued a new catalog on its 
various products, which include door 
knockers, candlesticks and wall sconces. 


Butterfield & Co., Derby Line, Vt., 
has issued catalog No. 19 which covers 
the company’s complete line of taps, 
dies, reamers and screw plates. 
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June Outlook Very 


HARDWARE AGE 


Good, 


Say N. Y. Jobbers— 


Prices Are Firm 


-ETROPOLITAN 
month for June. 


jobbers 
This 


predict a banner sales 
encouraging opinion is 


based on the improved retail sales throughout 
this territory and on the fact that refill orders on spring 


goods are exceptionally heavy, it is 
lawn rollers are two very active items. 
good on garden hose and hose reels. 


very 


said. Sprinklers and 
Sales are also 
In fact the 


entire line of spring goods may be considered very active. 
Collections are improving somewhat, and reports ob- 


tained from dealers 


suggest that the continued fine 


weather has been a real help to consumer hardware sales. 


There are no serious price changes being a 


Force Cups Advance 
10 Per Cent in N. Y. 


Metropolitan jobbers announce an 


advance of approximately 10 per cent | 


on — force cups. The new price for 
41% in. size, 22c. each and for the 
546 . én. size, 25e. each. 





Rope Demand Moderate 
Stocks Are Ample 


There is a moderate demand for rope 
in the New York market. Stocks are 
reported as ample. Prices, of course, 
are for the May-June period. 


Jobbers’ quotations to retailers, 
f.o.b. New : ' 

Rope, No. 1 £4Manila standard 
brands, 28c. per lb.; No. 2 Manila 


standard brands, 26c. per Ib.; No. 1, 


sisal standard brands, 19c. per Ib.; 
No. sisal standard brands, 18c. 
per Ib. 


Twine, 3-ply wrapping twine, No. 


1, 23c. per Ib.; No. 2, 21le. per Ib. 

India hemp twine, No. 8, 1l6c. per 
lb.; BB twine, fine dark, 22%c. per 
lb.; fine light, 24c. per Ib. 


Early Freezer Sales Fair, 
Say Metropolitan Jobbers 


Dealers have placed fair orders for 
various kinds of ice cream freezers. 
The prices quoted here are representa- 
tive of local offerings. The heavier 
sales are expected to come with the 


continuation of the present warm 
weather. 
JOBBERS'’ QUOTATIONS TO 
RETAILERS, F.0.B. NEW YORK: 
White Mountain freezers, 2-qt., 
$2.83 each; 3-qt., $3.38 each; 4-qt., 
$4.12 each: 6-qt., $5.23 each; 8&-qt., 
$6.75 each; 10-qt., $9 each; 12-qt., 
$10.78 each, and 15-qt., $12.80 each. 
Auto Vacuum freezers, 1 qt., $3.33 
each; 2 qt., $4 each: 3 qt., $5.35 each, 
and 4 qt., $6.67 each. 
New Standard freezer, 1 qt. size, 


$1.15 each. 
Alaska and Peerless prices will be 
published next week. 


Staple Items Very Firm 
with Fair, Steady Demand 


There is seldom much price activity 
on bolts, nuts and screws at this time. 
Jobbers’ prices throughout the city ap- 


| 

















nnounced. 


| pear very firm. 
| but not very heavy. 


JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. NEW YORK: 
Screws 


Wood screws, iron bright, flat head, 


72%-33% per cent. 


Same, iron blued, round head, 70, 
25 and 5 per cent. - 
Same, brass, flat head, 70, 25 and 


~ 


o per cent. 


Same, brass, round and oval head, 
67%, 25 and 5 per cent. 
Galvanized, flat head, 57%, 5 and 
5 per cent. 7 
Nickel plated, round head, 60, 25 
and 5 per cent. : 
Full packages are extra o per cent. 
Bolts and Nuts 
Bolts.—Common carriage bolts, 


small sizes and large sizes, 30-10 per 
cent. 

Machine bolts, all sizes, 
per cent. 

Lag screws, 40 and 10 per cent. 

Stove bolts, 75-10 per cent; both 
flat and round head. 

Sink bolts, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 3314 per cent. 

Lag screwshields, 80 per cent. 

Machine bolt shields, 65 per cent. 
different sections of 


40 and 10 


Prices vary in 
the city. 
Spring cotters, 30 per cent. 
Copper rivets and burrs, 25 per 
cent. 
Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 


60 per cent. 


Cap screws, 80-10 per cent. 


Fencing Demand Continues 
for Fair Quantities 


Jobbers report continued interest in 
fencing, with sales fairly active. Prices 
are unchanged. Stocks are light. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Lawn fence, single, 165 ft. to a roll, 
36 in. high, $13.80 per roll; 42 in. 
high. $15.50 per roll, and 48 in. high, 
$17.25 per roll. 

Lawn fence, double, 165 ft. 
roll, 36 in. high, $19 per roll; 
high, $20.90 per roll, and 48 in. 
$24.15 per roll. 

Flower bed guards, 165 ft. 
16 in. high, $9.49 per roll; and 
high, $11.32 ver roll. 

Ornamental gates, 3 ft. 
high, $3 each, and 42 in. 
each 


to a 
42 in. 
high 


rolls, 
22 in 


36 in. 
$3.15 


wide, 
high, 


Cherry Stoner Prices 


Enterprise No. 118 cherry stoners 
have been quoted at $1.46 each in the 
New York market. This becomes an 
active retail item in August, and job- 
bers report fair orders from dealers. 








The demand is steady, 
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Fair Movement Is Reported 
for Oil Cook Stoves, Ete. 


With the opening of interest in sum- 
mer bungalows, the Metropolitan trade 
is showing some interest in oil cook 
stoves and other oil burning equipment 
for use in summer homes and suburban 
dwellings. Prices are unchanged, 
stocks are ample. 

JOBBERS'’ QUOTATIONS TO 
RETAILERS, F.O.B. NEW YORK: 
These are list prices. Dealers’ dis- 

counts are noted after each group. 


Oil Cook Stoves 





NESCO— 
ee ee eee ©. 
PUG. Ble BS OUPMOEM cccccccecwes 17.39 
Te Oe | ne 22.50 
No. 214 4 UIPMIORS - ccccccccvcce Sue 
Peay Ee © DOPMOTD . ccccccctsccie Ghee 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 
Nesco dealer’s discount, 30 and 5 
per cent. 
PERFECTION— 
PU. 2a BS WUPMONM ic 6 cccccccccce cht 
Re ee ee 22.50 
Pe. 26 @ BOMORB si ccc ccccccccce Be 
Pe. FO B WAT B ec ccc vcccccscee SO 
Perfection dealer's discount, 30 and 
2 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
INO. 435 3 DOPMOTR. cc ccccccceccehhecae 
No. 43 3 ton na all ll 22.50 
No. 44 4 burners...... — . 28.50 
Puritan discounts same as “Pe rfec- 
tion. 
Ovens 
NESCO— 
No. 05 1 burner solid door....$2.10 
No. ® 1 burner glass door.... 2.25 
No. 010 1 burner solid door.... 4.15 
No. 101 burner glass door.... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... ; 5.40 
No. 030 2 burners solid door.... ! 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer’s discount 30 and 5 per cent. 
ee ty ee 
No. 211 1 burner plain door....$2.50 
No Oo. o11G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
I a os aa ales oa ia Oe 6.15 
Dealer’s discount, on 10 or more 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door...$5.25 


Dealer’s. discount, 10 or more, 30 


and 6 per cent; less than 10, 30 per 
cent. 

Water Heaters 
ee ee 
Perrecenwom MO. 458 ..cccccccces 40.00 
PORsCCtION «INO. SBE ccccccdecucs 80.00 

Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5. per 


cent in lots of 10 or more, less than 
10, 30 per cent. 
Wicks, Ete. 
Rockweave wicks, 25c. eac 


cach. 
Perfection and Puritan. $4 per doz. 


and $48 per gross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 


Wine Press Prices 


Quoted in New York 


Jobbers’ prices to retailers, f.o.b. 
New York. Prices announced on wine 
presses are as follows: 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Boss press, No. 1, $6.70: No. 2, 
$7.50; No. 2%, $10; No. 3, $12.75. and 
No. 4, $16.25 each. 

Boss presses, with hinged tub, No. 
2, $8.60; No. 214, $11.15; No. 3, $14, 
and No. 4, $17.: 20) each. 

Crushers, aluminum teeth, $6 each. 
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Current Radio Quotations 
from Metropolitan Jobbers 


The prices quoted in the tables fol- 
lowing are representative of legitimate 
wholesale offerings in the metropolitan 
hardware market: 


JOBBERS’ QUOTATIONS TO 
RETAILERS, F.0.B. NEW YORK: 


Radio Receivers 


Chelsea, 5-tube R. F., $35 net; 
Chelsea 6-tube, R. F., $41 net to 
dealers. 

Freshman Masterpiece, 5-tube, list 
price, $60; dealer’s discount 35 per 
cent. Dealer’s net price, $39. 

Grebe Synchrophase, M. U. 1, 5- 
tube storage battery receiver, or 
same type M. U. 2, 6-tube dry cell 
receiver, either model less accesso- 
ries, dealer’s net price, $100.75. List 
price $155. 

Giltillan Neutrodyne, GN 1. 5-tube 
model, list price, $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price, $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 4- 
tube model, list price, $65; dealer’s 
discount, 40 per cent. 


Loud Speakers 


Dymac, micrometer, volume con- 
troi, $5.25 eac 

K-E, list price, $18; dealer’s dis- 
count, 35 per cent. 

Spartan, adjustable, list price, $10; 
dealer’s discount, 40 per cent. 

Dymac, loud speaker unit, $3 each. 

Phonograph attachment, adjust- 
able loud = spe saker unit. Spartan 
brand, list price, $7.50; dealer’s dis- 
count, 40 per cent. 


Radio Phones 


Spartan head phones, list price, $5; 
dealer’s discount, 40 per cent. 

Dymac, No. E-103, $2 each; No. 
G-72, $3.25 each. 

Head phones, list price $6; dealer’s 
discount, 33% per cent. 


Radio Accessories 


Tubes, U. V. 200 or U. V. 201A, list 
price, $3 each; dealer’s discount, 25 
per cent. 

Gold Seal, battery chargers, list 
price, $3 each; dealer’s discount, 33% 
per cent. 

Hydrometers, 50c. each. 

Ground clamps, copper, 6c. each. 

Window lead in strip, 19c. each. 

Lightning arresters, 23c. to 25c. 
each. 

Mica condensers, 0.00025 and 0.001, 
15c. each; 0.001, 18c. each; 0.002, 22c. 
each; 0.006, 36c. each. 

Porcelain insulators, 4-in. brown 
enamel, 10c. each; same, knob type, 
2c. each. 

Pyrex insulators, list price, 45c. 
each; dealer’s discount, 33% per cent; 
Pacent plugs, 22c. each; same, auto- 
matic type, 52c. each. 

Radio plugs, in carton lots only, 
20 plugs to a carton; list price, 65c. 
each: dealer’s discount, 40 per cent. 

Grid Leaks, Megohms, 1%, 2, 3 and 
4 are all 9c. each. 

Turnbuckles, 3-in., 6%c. each; 4- 
in., 7%ec. each. 

Blow torches, Midget, 33c. each; 
Handy, 50c. each; improved auto- 
matic, $1.10 each, and Spartan, $1.40 
each. 

Battery harness, 70c. each. 

Radio antenna outfit, $1.90 each. 

Talking tape, 52c. each. 

Ammeters, 0-35 amps., 50c. each. 

Voltmeters, O-35 volts, 70c. each. 

Combination meter, O-50 volts, $1 
each. 

Acid-proof battery tray, holds bat- 
teries up to 100 amps., 35c. each; 
holds battery up to 150 amps., 50c. 
each. 

Aerial wire, in 100-ft. coils: 14 gage, 
solid copper, 34c. each; 7/22, 
stranded, plain copper, 45c. each; 
7/22 stranded, tinned copper, 55c. 
each; rubber covered wire, 85c. each. 


Batteries—A, B and C 


Eveready ‘“A,’’ storage battery, 90 
amps, $13 each; 110 amps., $15 each. 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

Radio ‘“‘B” batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each: 
No. 772, $2.44 each; No. 770, $3.09 
each 

Radio “Cc” batteries, No. 771, 39c. 








each 
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Sprinkler Sales Very Heavy—Garden 
Hose Reels and Spring Goods Active 


Jobbers report very good refill orders on various spring items. The 
demand on sprinklers is exceptionally heavy. Garden hose, hose reels 
and other spring goods are selling in such quantity that New York 
jobbers have been very optimistic in their prediction for June busi- 
ness. Prices are firm throughout this entire line. Stocks appear 
adequate. The refill demand which has been so active in the past ten 
days is normally found in the early part of May. In spite of the 
lateness it is the consensus of opinion in New York that this year’s 
spring sales should surpass the volume sold for the same period in 
1924. 





JOBBERS’ QUOTATIONS TO Poultry Netting Staples 
RETAILERS, F.O.B. NEW YORK: bin sd ” . 
Poultry netting staples, % in., in l 
Watering Pots Ib. packages, 9%c. per Ib.; in 10 Ib. 
. : : . boxes, 9c. per lb.; in 100 lb. Kegs, 
Watering pots, galvanized, with 74%4¢c per lb 
removable screw head on spout, 6- . , 
qt., 64c. each; 8-qt., 77c. each; 10- Sprayers 
qt., 88c. each, and 12-qt., 99c. each. » Galvanized, 1 8 gal., $4.88 cach: 
rass gal., 50 ~each; ucket 
Scythes and Snaths pump type, $2.75 each. Tin, 2% pint, 
Scythes, Diamond Grit, 28 to 23c. each. Tin, 1 qt., 3ic. each; 
30-in. and 30 to 34-in., $1.15 each. brass, 1 qt., $1.15 each; galvanized, 
Big Chief, 28 to 32-in. and 30 to 1 qt., continuous, 88c. each. 
34-in., $1.46 each. 
Bnd scythes, 30-in. and 32-in., Hedge Shears 
.68 each. Disston, plain, 8 in., $1.65, and 9 
Bush scythes, $1.25 each. in. 7 ! air: "3 , 
Scythe snaths for grass scythes, aang per, pase; 1 te. VLD per 
$1.23 each, and for bush _ scythes, Disston, notch, 8 in., $1.78; 9 in., 
$1.42 each. $1.90, and 10 in., $2.02 per pair. 
Lawn Mowers Border Shears 
Three-blade, plain bearings, 8-in. Without wheel, $2.95 each; with 
wheel, 12 in., $4.85; 14 in., $5.15; 16 wheel, $3.50 each. 
in., $5.50, and 18 in., $5 80 each. Lawn shears, with two wheels, 
Same, with ball bearings, 12 in., $3.50 each. 
$6.65; 14 in., $7; 16 in., $7.35, and 
18 in., $7.70 each. Lawn Rollers 
Four-blade, 9-in. wheel, ball bear- Dunham waterwel N 
$8.85, a in., $8.25; 14 in.. $8.55; 16 in. $9; No. 4, $10.10: No. 7, $18.35; No. 
ov, anc in 9.25 each 5. $1 
Same, with 10%-in. wheel, 14 in. o TERED; SG. 9, Saree SOE. 
$9.50; 16 in., $10; 18 in., $10.50; 20 in., Pruning Shears 


$11.15 each. , , 
Five-blade, 10%-in. wheel, ball Pexto pruning shears, 9-in., blade, 


I 6 in. 2: 1! > 7): California pattern, black finish, volute 
20 in 13350" a or a spring, 68c. each. 
Same with 10-in. wheel. 16. in., Same, polished, $1.05 each. Same 


$15.35; 18 in., $16, and 20 in., $16.75 a on | oe 
each. S. Smith No. 0 Spiral spring, 9 in., 
Dahlia Poles $4.70 doz.; No. 21 Flat spring, 9 in., 

| _ $8 doz.; No. 30 Volute spring, 9 in., 

Dahlia poles, 2 ft., 3%c. to 914¢.; $8.35 doz.; No. 40 Volute spring, 9 in., 
3 ft., 7c. to 8c. a $14. Aes dozZ.; 99.70 130 Volute 

- spring, ratchet nut, per doz.; 
Grass Catchers No. 140 Volute spring, 9 in., N. P., 

Grass catchers, plain bottom, for ratchet nut, $16.35 per doz.; No. 4770 
mowers, 12 to 16 in., 55c. each. For Volute spring, 6 in., N. P., $12.70 per 
16 to 20 in. mowers, 70c. each. doz. 

With round back, made of heavy Disston’s Extra Quality.—No. 150 
white canvas, with heavy galvanized Volute spring, full pol., 8% in., 
perforated bottom, for 12 to 16 in. $24.75 per doz.; No. 250 Volute spring, 
mowers, 90c.; for 16 to 20 in. mowers, half pol., 8% in., $21.50 per doz.; No. 
$1.05. 152 _Hinge spring, full pol., 83, in., 

$24.75 per doz.; No. 252 Hinge, half 
Wheelbarrows , pol., 8% in ., $21.50 per doz.; No. 153 


Ones SOSSOWE, GG Wass, 95. past spring. fell pol. half te ein. 


_ —— steel tray, wood $20.75 per doz. 
} a Disston_ Pruning Shears.—No. 1, 


frame, steel wheel, $5.60 each. 
S 3 7 oF sow ef 27% in., $2.25 pr.; No. 2, 
ame, with steel frame, $7.35 each. Med.. 37% in., $2.17 pr.; No. 3 envy, 


Dutchess arden barrow, bod 
width, 19% x 15%, $5.60 each. y two “curved jaws, 27% in., $2.17 pr.; 


Same, 21% x 19, $6.30 each. a oer — 9 in., pol. blades, 3Y% 

N DAs 9114 7 95 ‘ 

Same, 25 x 21%, $7.25 each. ge =, Tre 0. Prun ers. —$- ft. 

. 1.30; &-ft., 4 ft 1 1 Bee 
Sprinklers $1.70. each. 

Ring type, $6.25 per doz.; Revolv- Disston’s Extra seer Tree 
ing, with three arms, $13.80 per doz. Pruners.—6-ft., $2.80; 8-ft., $3.05; 10- 
Two Purpose, $1.33 each; Rainking, ft., $3.35; 12-ft., $3.50 aa 
$2.33 each; Giant Rainking, $6.67 Little Giant Pruning Hooks and 
each. Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
Hose Reels $2.10 each. ” . 

All Metal, channel steel frame, Pruning Saws.—Disston’s x 16, 
cast iron wheels, 9 in. corrugated 99c. each; 4 x 16, $1.19 each; 5 x 16, 
steel drum, enameled green and $1.25 each; 7 x 16, $1.43 each; 40 x 16, 
black, $1.85 each. Sic. each. 


All Metal, steel rod, electrically Pruning knives, 62c. each. 


welded together, japanned, galva- 


nized steel drum, diameter of wheels J. T. Henry Manufacturing Co. 





21% in., handle 20-in. long, $2.05 Pruning Shears 
each. - , : 4 - 
All Metal, tubular frame, corru- 2 je og Fy 4.50 per doz 
gated galvanized steel drum, tubular flat brass springs... 8.25 per doz. 
steel wheels, enameled, 21 in., reel No. 4665, 9-in. Cali- 
height, $3.50 each. Same, with fornia pattern eae 8.00 per doz. 
height of reel, 24 in., $4 each. No. 4666, 9-in., polished 12.00 per doz. 
Poultry Netting — 4611, 9-in. er 9.10 per doz. 
Poultry netting, New York stock, No. "4770, 6-in. ladies’... 12.00 per doz. 
50 per cent off list; factory stock, No. 4771, heavy wide 
50 and 7% per cent off list. De: <epseouesensoue 14.50 per doz. 
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The sets of toy dishes and miniature 
cooking utensils which come in those 
brightly colored Mother Goose boxes 
are always in season. 


If you keep them in stock and display 
them you can sell them the year round. 
Every day of the calendar is some 
youngster’s birthday. Fathers, moth- 
ers, aunts, and uncles are forever look- 
ing for something to make some child 


happy. 
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Sell Nursery Rhyme Sets Now! 


Nursery Rhyme Sets in their exclusive 
copyrighted boxes are America’s stand- 
ard aluminum toys. The attractive car- 
ton, the high-quality toys, the variety 
of combinations to satisfy every cus- 
tomer—these three aids to sales will 
make it easy for you to build up a 
steady, profitable, all-year business 
with this line. 


Why not enjoy this business? Send 
your order now to your jobber. 


Ask Your Jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 


sy 
| 


Makers of Everything in Aluminum 


A Real Coffee-Maker 


Here is one of the most popular 
numbers in the Nursery Rhyme 
line—a beautifully made Colo- 
nial percolator, 1-pt. size. Sells 
both as a toy and asa practical 
individual percolator. 


eer 


Dm 


I 
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Business Continues to Improve in Cincinnati; 


—Sales Reported as Ahead of Last Year's 


(Cincinnati office of HARDWARE AGE) 
jobbers 
good in the last two weeks and the volume of sales 
attained in May was about on a par with that of 
Several of the larger jobbers state 
that their trade continues to maintain a slight lead over 
Dealers, however, are holding stead- 
fastly to their policy of buying only what they need and, 
while a splendid number of sales have been made, many 
Retailers are carrying 
small stocks and are relying upon the jobbing houses to 
give them quick shipment when necessary. 


USINESS of Cincinnati 


B 


the previous month. 


last year’s records. 
of them are for small amounts. 
AUTOMOBILE ACCESSORIES. — A 


slight improvement has been noted in 
the past ten days. While sales are not 


as active as dealers had hoped for, they | 
are slightly better than during the cor- | 
and July. No price changes have been 


responding period in 1924. The cold 
weather has retarded business, but deal- 


ers are looking forward to a good trade. | 


No price changes have been made. 


We quote 
stocks: 
Luggage Carriers.—$1 
lots of 24. 

Seat Covers.—Ford coupe, $4.50 a 
set; Ford sedan, $8; Chevrolet coupe, 


from Cincinnati jobbers’ 


each: S80c. in 


$5.90; coach, $9.90. 

Tires.—Beaver fabric, 30x3, $5.20; 
30) xX 3le, $6: sjeaver cord, 30 x 3%, 
$7.85: Badger cord, 30 x 3, $10; 
standard tubes, 30 x 3%, $1.30; extra 
heavy, $1.65. 

Jacks.—Ajax, No. 9, $1.05 each, %5c. 
each in lots of 10; No. 10, S5e each, 
qoc. in lots of 10; No. 50, $3 each, 
$2.70 in lots of 10; No. 60, $2.50 each, 
$2.25 in lots of 10. 


BASEBALL GOODS. — Dealers have 
been calling for fill-in orders to supply 
present demands. 


has been fairly 


BUILDERS’ HARDWARE.—tThe vol- 
ume of sales during May revealed a 
substantial improvement as compared 
with the previous month. Jobbers are 
looking forward to big business in June 


made recently. 
We quote from Cincinnati jobbers’ 


stocks: , 
Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10, 10 and 5 off. 
Hasps.—Common hinges, 70 off; 
safety hasps, 3-in., 9%5c. single per 
doz.: 4%-in., $1.25; 6-in., $1.75. 
Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 5%, 
20c. per pair net; 4 x 4, 28c. In less 
than case lots, 3% x 3%, 22¢.; 4 x 4, 


30e. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Jobbers feel that sales have 


held up fairly well. Considerable build- 
_ ing activity has been going on in this 


Amateur baseball is | 


highly developed in Cincinnati territory | 


and the interest taken in it has brought 
good sales to local retailers. Jobbers 
are well satisfied with the volume of 


goods that they have moved this sea- 


son, 


We quote from Cincinnati jobbers’ 
stocks: 

Baseballs.—Official League, $15 per 
dozen net; Special League, $12; Offi- 
cial Practice, $7.80; Junior Official 
League, $10; New York Club, $4; 
League Junior, $2; Boys’ Practice, 80c. 

Bats.—No. 40K, $21 per doz. net; 

. $16.20; 40CW, $16.20; No. 20, 
$12; No. 16, $10.80; No. 13, $7.20; PG, 
$5.40; No. 8&8, $4; No. 2, $2. 

Baseman’s Mitts.—No. $395 
each; No. 131, $3; No. 123, No. 
110, S3c. 

Catchers’ Mitts.—No. 
No. 226, $4.90; No. 210, 
$2.67; No. 186, $1.95; 
No. 182, S4e. 

Fielders’ Gloves.—No. DW, $4.35 
each; No. 72, 95c.: No. 44, $2.33: No. 
34, $2; No. 20, 00; No. 14, 67e. 


BOLTS AND NUTS.—Business 


145, 
$195; 


$6 each; 
No. 188, 
$1.33; 


234, 
$4.60: 
No. 185, 


has 


report a satisfactory trade. 


territory and this has stimulated sales. 
The volume of business is about on a 
par with that of last month. Prices 
remain unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $5.75 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 

GALVANIZED WARE.—Normal'ship- 
ments are being made to retailers who 
Retailers 


_have considerable stock on hand to 


meet present needs. Quotations are 


firm. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz. 


GARDEN HOSE.—Increased sales ac- 
tivity has marked the past week. This 
territory has suffered from a long dry 


_spell which has resulted in better de- 


been somewhat spotty, but a fair vol- | 
ume of bolts and nuts is being sold. | 


Several jobbing houses continue to of- 
fer material at prices slightly below 
the market quotations. 


We quote from Cincinnati jobbers’ 
stock: Machine bolts, large, 50, 10 
and 5 off: small, 50, 10, 10 and 5 off: 
carriage bolts, large, 50 and 5 off; 
small, 50, 10 and 5 off: stove bolts, 
7)» and 5 off: semi-finished nuts, 
in. and smaller, 75 off; larger sizes, 
65 off. 


9 
164 





mand for garden hose. _ Retailers’ 
stocks are in better condition than they 
have been for many months. Prices 
are steady and unchanged. Some fill- 
in shipments are being made by local 
jobbers. 


We quote from Cincinnati jobbers 
stocks: Double braided garden hose, 


full length, 4%-in., 8%c. ft.; %-in., 
9l4c. ft.; %-in., 10%c. ft.; in. 50-ft. 
lengths, %-in., 8%c. ft.: %-in., 9%4c. 
ft.; %-in., 10%4c. ft. 


GARDEN TOOLS.—Jobbers state that 
their business this spring has _ been 
good and compares favorably with that 


Prices in general are firm and most seasonal items have 
been moving at a satisfactory rate. 
been received in generous quantities by local jobbers. Re- 
ports from the rural districts state that retailers have 
experienced a nice spring business. 
tract are going ahead at a normal pace. 

Retail hardware men estimate that their cash sales are 
not as large as they were a year ago, the decrease aver- 
aging about 10 per cent. Credit sales are about the same 
as they were in the first five months of last year. 
tions are rather slow at present. 


Fill-in orders have 


Shipments on con- 


Collec- 


|of last year. Retailers have been car- 
-rying fairly large stocks, but sales 
have been rather heavy and dealers 
| have been enabled to clean out a con- 
siderable portion of their merchandise. 
No change has been made in prices. 

We quote from Cincinnati jobbers’ 


stocks: 
Hoes.—t#\4-in. planter’s hoe, $7.40 
doz.; regular socket hoe, first grade, 
$8.85 doz. 
Rakes. — Cronk’s 14-tooth, $8.50 
doz.; cheaper, 14-tooth, $4.75 doz.; 
best steel, 14-tooth, $8.50 doz. 
Spading Forks.— Cheaper, $9.60 
= medium, $15.25 doz.; best, $18 
aozZ. 
Hay Forks.—Best grade, _ 6-ft., 


$13.50; second grade, 6-ft., $12.25 doz. 

GLASS.—Sales of window glass have 
been fair in the past two weeks. Deal- 
ers say that May has revealed a slight 
increase over the previous month. 
Prices locally have decreased, but some 
jobbers feel that this is only a tempo- 
rary decline. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B 
first three brackets, 88 per cent dis- 
count; double strength A, 87 per 
cent discount; double strength B, 88 
per cent discount. 


HANDLES (Agricultural).—Retailers 
in the small- communities throughout 
this territory have done a normal busi- 
ness this spring. Sales are still fairly 
good and some fill-in orders have been 
secured by Cincinnati jobbers. 

We quote from Cincinnati jobbers’ 


stocks: 5%-ft. hay fork, $3.20 doz.; 
6-ft., $4.20; 5%-ft. bent, $3.80; 6-ft. 


bent, $4.80; 1%-cotton hoe, $2.30 doz.; 
1%,-planter’s hoe, $3 doz. 


HAMMERS AND HATCHETS.—Sales 
have averaged a satisfactory volume 
in the last month. The favorable 
weather has stimulated outside activi- 
ties and dealers have been benefited ac- 
cordingly. No price change has been 
made. 
We quote from ee jobbers’ 
2961. 


stocks: Hatchets, No. $11.20 
doz.; hammers, No. 81, $10.50 doz.; 
Boy Scout, $11 doz. 


HAMMOCKS.—Few retail sales have 
been made, due to the cool weather. 
Dealers have placed some good orders, 
however, and are anticipating a nor- 
mal volume of business. Prices con- 
tinue the same. 


We quote from Cincinnati jobbers’ 
stocks: Cotton Hammocks, Standard 
makes, $15 to $54. 


ICE CREAM FREEZERS.—A number 
of good orders have been placed with 





Reading matter continued on page 80 
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“Quality leaves 
its imprint” 








When 
Big 

















Doors 
Become Merely a Name 


Equipped with S/:detzte Industrial Door Hardware, they are only “big” 
in size—otherwise they work with the ease of the lightest door. The 
doors slide and fold with perfect smoothness to either side, leaving the 
doorway unobstructed. Most practical in any opening up to thirty 
feet in width and high as wanted. There’s no hesitation, no jamming. 
So balanced is the support that doors will not sag, nor will they slam. 
And they close snug and tight. No finer convenience or one so trouble- 
free was ever installed in an industrial plant. 


Have You Any Problem ? 








Whether equipping “big doorways,” barn, possible way. The R-W trademark is a sym- 
house, fire, garage or elevator doorways, if bol of good service as well as good products. 
you are uncertain just what to do or how best There are branches in all important centers— 
to do it, write R-W Engineering Department. one near you—that lend an intelligent, helpful 
It gives this service without obligation. Your cooperation. Get in touch with one or write 
problems will be solved for you in the best the Factory Engineering Department. 


ichards-Wilcox Mfé.(0. 


AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha _ Seattle Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 
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Cincinnati jobbers. Dealers believe 
that, with favorable weather, they will 
sell more freezers this year than last. 
No change in prices has been made. 
We quote from Cincinnati jobbers’ 
stocks: 
White Mountain, 1-qt., $4.85 list; 2- 
, $5.65 list; 3-qt., $6.75 list; 4-qt., 
29 list; 6-qt., $10.45 list; 8-qt., 
list; 10-qt., $18 list; ‘ 
list; 15-qt., $25.60 list; 
list; 25-qt., $42.60 list; Arctic, 
.» $4 list; 2-qt., $4.60 list; 3-qt., 
09 list; 4-qt., $6.80 list; 6-qt., $8.60 
t; &-qt., $11.10 list. All the above 
less 50 per cent discount. 
LAWN MOWERS.—Sales in the last 
two weeks have been better than at any 
previous time this year. The volume 
of trade, however, has not been as large 
as dealers had expected. Some fill-in 
orders have been booked by jobbers. 
No price change has been recorded. 
We quote from Cincinnati jobbers’ 
stocks: Common mowers, 14-in., 
$5.15 each; cheaper grade ball-bear- 
ing, $7.25 each; medium grade ball- 
bearing, $8 each; best grade ball- 
bearing, 14-in., $11; 16-in., $11.50. 


NAILS.—The market is spotty with 
dealers covering only immediate re- 
quirements. Retailers’ stocks are ex- 
tremely low and jobbers feel that some 
buying must be done shortly. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.15 per 


— 
——s 


20-qt., 


? 

} 
1.55 
2 


WAL 


~~ 
~ 





keg; cement coated nails, $2.65 per 
keg. 
PAINT.—Continued good business is 


reported by local jobbers. Sales meas- 
ure up well with the volume attained 
last year. The price of turpentine has 
been advanced 5c. per gal. Otherwise, 
quotations remain the same. 

We quote from Cincinnati jobbers’ 


stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, singl 
barrels, $1.10 per gal.; turpentine in 
2-barrel lots, $1.07 per gal.; white 
and red lead in 500-lb. kegs, 16c. per 
lb., less 10 per cent. 


OIL STOVES, OVENS AND WATER 
HEATERS.—tThere has been no de- 
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No change has been made in prices. 


Dealer's discount 30 and 5 per cent. 


PERFECTION— 








No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door.. 6.00 
Ph  <cecccuawieadegesenwees 6.15 
Dealer’s discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
PURITAN— 
No. 42G 2 burners glass door.. .$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 


| purify only the new air entering the | wide, with 18 in., 24 in., 30 in. and 36 
_in. lengths. 


Compound Prevents Tarnish- 


ing of All Bright Metals 


Under the trade name of “Stop Tar- 
nish” scientific effort has developed a 
compound that is said to effectually 


prevent tarnish and corrosion of silver- | 


ware, jewelry, cutlery and all bright 
polished metal merchandise. 

Woolworth Chemical Co., Lititz, Pa., 
is the manufacturer and intends it for 
use by both dealer and housewife. It is 
a dry granular preparation without 
odor or harm that absorbs the gases 
causing tarnish from the air. It thus 
makes possible more lavish and com- 
plete displays of silverware and cutlery 
by preserving the original finish and 
luster and eliminating the need of con- 
stant polishings. 

It is claimed that a 6-ft. showcase of 
approximately 42 cu. ft. will have its 
bright metal contents protected against 
tarnish from one to three months, de- 
pending upon condition of air and lining 
at time of installation, by the use of 
one dealer unit. 

The life of a unit is readily deter- 
mined by the discoloration of the white 
contents, which turns a dark gray when 
it should be replaced by another. The 
succeeding boxes or containers are said 
to maintain the same corrected atmos- 


cases or receptacles. 

The manufacturer guarantees its 
ability, strength and economy and also 
maintains a research and service de- 

_partment for the solving of individual 
‘tarnish problems of the trade. 
Packed in white containers in dealer 
-and consumer sizes. Dealer units 
511/16 in. square by 11/16 in. thick. 
Consumer units 33/16 in. square by 
11/16 in. in thickness. Each unit con- 
tains sufficient Stop Tarnish for the 
silverware of the average household for 
-a period of from three to six months. 
Units are packed for resale to house- 
_wives in attractive display cartons con- 
| taining one dozen units. 


Additions to “Easy Set 
Fixtures” 


Some very attractive additions have 
been made to the already numerous 
products of the Easy Set Bathroom 
_Fixtures manufactured by the J. H. 
Balmer Company, 259-267 Plane Street, 
| Newark, N. J. : 

The new articles include a compact 
unit holding a safety razor set with 
shaving brush and space provided for 


shaving powder, paste or soap. Other 
| items are: a combination soap dish and 


phere with longer life for they have to ' hand rail; a loose locked shelf, 5 in. 


crease in demand in the past two weeks. 
May sales totaled a large volume and 
jobbers are making sizable shipments. 


These are list prices. Dealers’ discounts 
are noted after each group. 
Oil Cook Stoves 
NESCO— 
No. ES Pee $9.50 
a Se Mic coccesceoce 17.35 
oe Se 2 P< ccna ce bes 22.00 
a eo. BR, 6 8% ceeceeweos 28.00 
No. a ees eeee 39.50 
No. 1102 high shelf only...... ».25 
No. 1103 high shelf only...... 6.50 
No. 1104 high shelf only...... 8.00 
No. 1105 high shelf only...... 9.75 
Neseo dealer’s discount, 30 and o 
per cent. 
PERFECTION— 
ek: Se er ewes eee $17.50 
a... Be. ae is censteseeweees 22.50 
a Be oe. cone etieese s 28.50 
ee ot De. sedes 696s eee 39.50 
Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
ae Sl Rees $17.50 
Me? ge, <n oan tes &.0.6 46.68% 22.00) 
ea) el ee 28.50 
Puritan discounts same as Perfec- 
tion. 
Ovens 
NESCO— 
No. 05 1 burner solid door... ..$2.10 
No. 5 1 burner glass door. 2.20 
No. 010 1 burner solid door.... 4.15 
No. 101 burner glass door.... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.. 5.70 
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Water Heaters 


SOO eT Tee TTT OT eT eT $45.00 
mereeetion Fee, GES cacccecosséss 40.00 
Perfection No. 421 ........ee.- 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less than 10, 30 


per cent. . 
Wicks, Ete. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on Oil 
stoves, ovens and heaters. 


REFRIGERATORS. — Shipments by 
jobbers have improved and orders are 
increasing from all parts of this terri- 
tory. Prices are steady with no 
changes. 


ROOFING MATERIAL.—Business dur- 
ing May was encouraging. It showed 
a sizable increase over April and com- 
pared well with the corresponding 
month last year. Prices are firm. 


We quote from Cincinnati jobbers 
stocks: 

, Roofing 
95c.; medium 


cook 


Paper.—Light, standard, 
standard, $1.20; heavy 
standard, $1.45; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $1.95. 
Roof Coating.—Coal tar, 
barrel lots, 24c. per gal.; 
barrel lots, 27¢c. per gal.; coal 
crude, in barrel lots. 25c. per 
in half barrel lots, 28c. per gal. 
Roofing Cement.—In 1-lb. cans, 32 
to the can, 15c. per Ib. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, llc.; in 10-Ib. 
cans, 1l0c.; in 25-lb. cans, Ye. 


ROPE.—Sales have been fairly good, 
but in some instances jobbers are still 
shading quotations. 
We quote from jobbers’ stocks: 
Best grade Manila rope at 2sc. per 
lb.; sisal rope, 15%c. per Ib. 
WIRE GOODS.—Demand is slightly 
better, but is not considered good. Re- 
tailers stocks are low. No. 8 black an- 
nealed wire is now selling at $3.05 per 
100 lb. 


refined, 
in half 
tar, 
gal.; 


in 











The new products match the com- 
pany’s standard for quality and utility. 
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AUTO MATI 
Sense 
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ESIGNED for electric cookery, not an adapta- 

tion of the coal or gas range. As great a devel- 

opment in an Electric Range as is the -Armstrong 
. Table Stove in the field of table appliances. 


Simple, full automatic time and temperature control. Elements 
replaced by the user as easily as a light bulb is changed. cA 
Range that simplifies servicing. 

Finished entirely in white enamel and nickel, the ¢- Armstrong 
Automatic is a thing of beauty, a joy to keep clean and above 
all, supremely rust resisting. 


Ge ~—ARMSTRONG MANUFACTURING Co. 


107 SEVENTH EVENUE 
HUNTINGTON, W. VA. 


«Makers of the famous 


ARMSTRONG TABLE STOVE, ARMSTRONG STANDARD SPRAY PUMP, ARMSTRONG FOUN- 
TAIN LAWN SPRINKLERS, ARMSTRONG STANDARD MAIL, BOND, CASH and TACKLE BOXES. 
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Improving ‘Tone in Chicago Market— 
Seasonal Lines More Active 


(Chicago office 


LTHOUGH 


great many lines. 
mowers, hose, window 
quite an improvement. 


In checking up prices for the week, very few changes 
Manufacturers of glass have announced a 
slight decline in price, but it will be about ten days be- 
fore the new prices will reach the trade. 
have made a slight downward revision in the price of 
field fence, which conforms to the recent decline in other 


are noted. 


wire products. 


There has been a decline in the operating schedules of 
nearly all of the steel mills, there being a report that the 
industry is now working between 65 and 70 per cent of 





AUTOMOBILE ACCESSORIES.—Sales 
have somewhat improved during the 
past two weeks. The demand has in- 
creased for camping outfits. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 5Ssc. each; Champion X, 45c. 


each; Champion Blue Box line, 53c. 
each ; A. C. Titan, 5Sec. each: lots of 
100, o6e, A. C. Special Ford, 44c. 
each. 

Spot Lights.—Anderson, No. 3280, 
$6.50. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Ajax No. 6, Na- 


90c. each: 
No. 21, $1.20 each. 


tional Standard 
1'4-in. cylinder, 


Pumps.—Rose, 
$1.55 each. 

Chains.—Non-skid, 
»oote per cent, discount; 
40 per cent discount. 

Tires and Tubes—30 x 


dozen pair lots, 
50 pair lots, 


31 oversize 


cord tires, $9.45 each: regular cord, 
$7.45 each: gray inner tubes, 30 x 
elo, $1.20 each: red inner tubes, 36 


ale, $1.50 each. 


AXES.—Sales are only moderately ac- | 


of 
cool weather continues to hamper the 
trade, in general, a better tone is developing in a 

Sales on garden tools, 
screens and screen doors show 


tive at this season. Prices are un- | 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. ase; double bitted, $19 doz. 
base; good quality black unhandled 
axes, Same weight, single bitted, $13 
doz. base; single bitted handled axes, 


$15.50 to $24 
quality and 
unguaranteed 


doz., base. 
BASEBALL GOODS. 


to 
special 
$12 per 


per doz., according 
grade of handle: 
handled axes, 





Sales are con- 


siderably ahead of those of last sea- | 


son. The demand is good. 

BOLTS AND NUTS.—Prices are un- 
changed. Sales continue to be very 
satisfactory. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 5 per cent discount; small 
carriage bolts, rolled thread; 50-10 
per cent discount; machine bolts, cut 
thread, 20-10 per cent discount; 
small machine bolts, rolled thread, 
o0-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 

BUILDERS’ HARDWARE. — The de- 
mand continues to be very good. 


Prices are firm, and deliveries from the | 


manufacturer are prompt. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 


finish, $2.76 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass 


} 


HARDWARE AGE) capacity. 


lawn 
figure. 


However, some gain is noted in bookings. The 
decline in mill operations is seasonal and it is not particu- 
larly disturbing to the steel trade, as a year ago the 
average output was about 10 per cent below the present 
A number of large orders for structural steel 


have been placed during the month; also, the demand 


provement. 
Jobbers, also, 


tinues. 


from the railroads and implement houses show an im- 


The cool weather has not retarded to any great extent 
the vast amount of construction work now under way, and 
a heavy demand for all kinds of building materials con- 
Consumption of cement for road-building and 


general work is going ahead at a rapid rate. 


finish, $3.84 per doz. pair; heavy 
steel bevel inside sets, case lots, 
$6.75 per doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 


brass bit-keyed front door sets, $3.25 
per set; eylinder front door sets, 
$7.50 per set. 
CHAIN.—Sales are good. 
unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: *%-in. proof coil chain, 


Prices are 





$8.50 per 100 Ib.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% _ electric 


welded cow ties, $2.75 per doz. 
COPPER RIVETS AND BURRS.— 
Sales are satisfactory; the market con- 
tinues to be firm. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 35 per cent discount. 


DRAIN PIPE 
mand is exceptionally good. 


stocks, 
and 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

economy Plumber drain pipe 
cleaner, in 1 lb. net cans, in lots of 
3 doz., $2.70 per doz., in lots of 6 
doz., $2.60 per doz.; and in 12 doz, 
lots, $2.50 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.: in lots 


of 6 doz., $4.70 per doz.; and in lots 
of 12 doz., $4.50 per doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1 qt. can, 
each; in ™% doz. lots, $2.50 each; 


$3 
doz. ~ 


lots, $2.25 each. 
in % gal. cans, 
lots, $4.75 each; 
$9 each. 


each; % 
in 


$5 
and gal. 


Cans, 


CLEANER.—The de-. 
Prices are | 


EAVES TROUGH AND CONDUCTOR | 


PIPE.—A very satisfactory volume of 
business is being done. No _ price 
changes have been noted. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 





100 ft.; plain ridge roll, 1%-in., $4 

per 100 ft., corrugated conductor el- 

bows, 3-in., $1.36 doz. 
ELECTRICAL AND RADIO MER- 
CHAN DISE.—Flashlight, fan, and bat- | 
tery business continues good. The 


sale of radio parts is naturally slow at 
this season of the year. 


We quote 
f.o.b. Chicago: 
Electrical 


from jobbers’ stocks, 
Merchandise.—No. 
rubber-covered wire, $7.50 per 
ft.: in 1000-ft. lots, 7.20; No. 
lamp cord, $14.50 per 1000 ft.; in 


Reading matter continued on page 84 


Freight traffic on railroads operating in the midwest 
district show a gain as compared with last year. 
Collections do not show much improvement. 


1000-ft. lots, $13.75; 4e-in. brush brass 


key sockets, 18c. each; two-way 
plugs, 60c. each; in lots of 10, 49%e. 
each; one-piece attachment plugs, 
3c. each; two-piece attachment 
plugs, 12c each; dry cells, boxes of 
oo, 30'4ec. each; less than case lots, 


3d4c. each. 
Radio Supplies.—Radio B batteries, 


No. 766, $1.40 each; No. 767, $2.62 
each. 
Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 
Tubes.—Cunningham and R. C. A., 
$3 list. Discount, 25 per cent. 
Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 


per cent. 


FIELD FENCE.—Prices have been re- 


duced to conform with the decline in 
other wire products. A very satisfac- 
tory volume of business is_ being 
booked. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-1214, $29.02 per 
100 rods; 1948-6-14%, $44.08 per 100 
rods. 


FILES.—Prices are firm. The demand 


is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 


per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—tThe fishing sea- 
son opens next month. Orders are 
coming in in excellent volume. 
GALVANIZED WARE.—Sales of galv- 
anized pails are good, and the supply 
of galvanized watering pots has not 
been equal to the demand, due to dry 
weather. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized aftermade water pails, gen- 
uine riveted ears, 10-qt., $2.30 doz.; 
12-qt., $2.50 doz.; galvanized wash 


$6 doz.: No. 2, $6.85 doz.; 
doz.; No. 8 galvanized 
wood grip and handles, 
l-gal. tin breast galva- 
nized kerosene cans, $2.50 doz.; 4- 
gal galvanized oil cans, galvanized 
breast, $7.65 doz.; %-bu. ~alvanized 
aftermade baskets, $4.75 doz.; 1-bu. 
galvanized baskets, $6.75 doz.; 1%- 
bu. galvanized baskets, $8.75 doz.; 
12-qt. IX dairy pails, crates 1 doz., 
$3.00: 12-qt. XX dairy pails, crates 


1 doz., $4.00. 
GARDEN HOSE AND LAWN 


SPRINKLERS.—Prices remain the 


tubs, No. 1, 
No. 3, $7.75 
wash boiler, 
$13.75 doz.; 


same. Sales are improving. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 10%4c. 
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you can tell 
At a glance 32.55 the 
caster your customer wants! An 
answer to three simple questions on 
the Faultless Caster Chart and you 
know the size, the kind of wheel and 
the style of caster she needs. Notime 
wasted in dragging down caster after 
caster—no handling and spoiling of 
merchandise! 
That’s sensible merchandising, isn’t 
it? Quality casters—quicky handled 





SAVE FURNITURE & FLoprRs 


—at a profit! 
FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 


ING 


FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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per ft.; %-in., 13c. per ft.; 3-ply, 
good quality, wrapped, %- -in., 10c 
per ft.; %-in., 12c. per ft.: '4-ply, 
good quality, wrapped, ‘Y-in., 12c 
per ft.; %-in., l4c. per ft.; 5-ply, 
good quality, wrapped, ‘%-in., 9c. 
per ft.; %-in., llc. per ft. Lawn 
sprinklers, tain King, $28 doz.; 
original fountain sprinkler, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—There has been 
a slight decline in prices made on glass 
by manufacturers. These new prices 
will be issued to the retail trade in the 
course of the next ten days. 


We quote from jobbers’ stocks, 
f.o.b. Cc hicago: Single strength A, 
25-in. bracket, 87 per cent discount; 
single strength A, 34 to 40-in. 
bracket, 85 per cent discount; single 
strength A, all other brackets, 84 per 
cent discount; double strength A, all 
sizes, 85 per cent discount: double 
strength B, 86 per cent discount. 
putty, pure grades, $3.75 per 100 Ib.; 
commercial, $3.40 per 100 Ib. 


HATCHETS. 
tive. Prices are firm. 
We 





quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium_ quality hatchets, No. 
2 shingling, D medium qual- 


5) doz.: 
ity hatchets, No. 2 broad. $10.50 doz. 
are 


HANDLED HAMMERS. — Prices 
firm. The demand continues steady. 


We jobbers’ stocks, 
f.o.b. Vaughn-Bushnel, 
16-oz. nail hammers, $10.50 doz.; 
Stanley, $10.50 per doz.: Maydole, 
$12.60 per doz.: other makes, 16-oz. 
machinist hammers, $7.85 doz. and 
16-0z. nail hammers, $6 doz. 


HANDLES, AGRICULTURAL. — No 
price changes noted. S&les are good. 


¢ ay stocks, 
c eR 
H 


quote from 
Chicago: 





quote from jobbers’ 
Chicago: 

Fork 
chucked and bored, 
ft., $4.50 doz.; 5-ft.. $5.50 doz.: XX, 
414-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
4% ft., $2.40 doz.: 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.: XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.: 4%4-ft $5.75 doz.: XX bent, 
4i%-ft., $4. 50 doz.: 5-ft., $5.50 doz.: 
X bent, 41%4-ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.: 4%-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.: 4%- 
ft., $4.40 doz.: X bent, 4-ft., $2.60 
doz.: 4%-ft., $2.95 doz. 

Garden Hoe Handles.—XX, 4%%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

ae 4-3 Rake Handles.—XX. 514- 

$5.25 doz.; X, 5%-ft., $3.25 doz. 
Handles. —Re ‘gular pattern, 
440-ft., $5.90 doz.; X, 4%-ft., 

D handle, best grade. 
' X grade, $6 doz. 
Spade Handles. all handle, best 
Srade, $7.75 doz.;: X grade, $6 doz. 


HANDLES, TOOL.—Sales are active. 
Prices are firm. 


We quote 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.: second growth 
hickory, $5 doz.: finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—Hinges continue to be in 
good demand. Prices are unchanged. 


We quote jobbers’ stocks, 
f.o.b. Chicago: strap hinges, 
in bundles, 4-in., $1.03: 5-in., $1.42: 
6-in., $1.60; S-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56: 5-in., $1.66 
6-in., $2.08; 8-in., $3.56; 10-in., $5. 
per doz. pair. 

ICE CREAM FREEZERS.—Sales are 
improving. No change in price. 
jobbers’ stocks, 
White Mountain, 1- 
list; 2-qt., $5.65 list; 3-aqat., 
4-qt., $8.25 list; 6-qt., 


Handiles.—Straigcht, 
best grade, 4%4- 


from jobbers’ stocks, 





from 
Heavy 


We quote from 
f.o.b. Chicago: 
qat., 
$6.75 


$4. R5 
list; 


ee = 





| 
| 
| 
| 
| 
| 
| 
| 





























LAWN 


HARDWARE AGE 


$13.50 list; 
$21.55 list; 15-qt., 
$33.20 list; 25-qt., 
$4 list; 2-qt., 


$10.45 list; 10-qt., 
$18 list '12-at., 
$25.60 list; 20- -qt., 
$42.60 list; Arctic, 1-qt.. 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count. 


8-qt., 


MOWERS. — Considering the 
unfavorable weather conditions, sales 
on lawn mowers are all that could be 
expected. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-Knife, 
9-in. wheels, $7.85 each; 16-in. plain 
bearing, 4- knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Prices are unchanged. Sales 
are holding up well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.00 for 
l-in. and longer; $2.25 for shorter 
than l-in. 


OIL STOVES.—Sales are 
Prices remain unchanged. 


We from jobbers’ 
f.o.b. Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list: 4-burner, 
$28 each list; new Improved Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $45 each list; 
4-burner, $58.50 each list. All sub- 
ject to 30 per cent discount. Lots 
of ten or more are subject to 30-5 
per cent discount. Nesco Oil Cook 
Stoves, No. 211, 1-burner, $9.50 each 
list; No. 212, 2-burners, $17.35 each 
list; No. 213, 3-burner, $22 each list; 
No. 214, 4-burners, $28 each list; No. 

5, 5-burners, $39.50 each iist: 

1192 High Shelf only, $5.25 each 


stocks, 


improving. 


quote stocks, 


Chicago: 


list: No. 1103 High Shelf only. $6.50 
each list; No. 1104, High Shelf only, 
$8 each list; No. 1105, High Shelf 
only, $9.75 each list. Rock weave 
wicks, 25¢ec. each. Nesco Ovens, No. 


l-burner Solid Door, $2.10 each 
list: No. 5, 1-burner Glass’ Door, 
$2.25 each list: No. 0109, 1-burner 
Solid Door. $4.15 each list: No. 10, 
1-burner Glass Door. $4.40 each list: 
No. 020, 2-burners Solid Door, $5.15 
each list: No. 20, 2-burners Glass 
Door, $5.40 each list: No. 030, 2- 
burners Solid Door. $5.40 each list: 
No. 30. 2-burners Glass Door, $5.79 
each list: Nesco water heaters, $45 
each list. All subject to 30-5 ‘per 
cent discount. 

The manufacturers of Nesco Oil Cook 
Stoves have four zone price lists, varying 
according to the freight rates. The above 
prices are effective in Zone I 


PAINTS AND OILS.—No change in 
price has been made on any of the 
leading staples during the week. Good 
sales are reported. 


5, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel _iots, 
$1.19 per gal.;: 5-barrel lots, $1.14 
per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.22 per gal.; 5-barrel lots, $1.17 
per gal. 

Turpentine.—Barrel lots, $1.21 per 
gal. 

Denatured Alcohol.—Barrel lots, 
60c. per gal.; steel drum, extra, $6, 
returnable. 

White Lead.—190-Ib. kegs, $15.75 
50-lb. kegs. h 25-lb. kegs, $4: 1314. 
lb. kegs, $2.05 

Dry Paste. —Barrel lots, Tlic. per 
lb. 

Shellac.—(4%-lb. goods), white, 


$4.55 per gal.; orange, $4.20 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


/-PYREX WARE.—The demand is im- 


proving. Prices are firm. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz., 


No. 214, $12 doz. 


Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
doz.; No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.;: No. 209, $7.20 doz. 

ea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 
ROLLER SKATES.—The demand 
only fair. Prices are unchanged. 
We quote from jobbers’ stocks, 


~ 
m 


f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, .30 per pair; for girls, 


$1.40 per pair. 
ROOFING AND PAPER.—Prices are 
firm, and an improvement in sales is 


noted. The recent price-cutting is 
rapidly disappearing. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade talc surfaced, 
$2.35 per square; medium talc sur- 


light tale. 


faced, $1.75 per square; ' 
red rosin 


surfaced, $1.10 per square; 
sheathing, $62 per ton. 


ROPE.—Sales are very active. Prices 
confirmed without change for May and 
June. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 2642c. to 28%c. per lb.; 
No. 2 Manila, 25%c. per lb.: No. 1 
Sisal, 17%c. per Ib.; No. 9 Sisal, 
16%c. per ‘Ib. 

SASH CORD.—Cotton is somewhat 


higher, and manufacturers think that 
the bottom price on sash cord has been 
reached. 


We quote from 
f.o.b. Chicago: No. 
brands, $9.55 per doz. hanks; 
$11.00 per doz. hanks. 


SASH PULLEYS. — Prices 
changed. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—The market is steady; 
demand is good. 


We quote from jobbers’ 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent 
list; flat head brass, 76-5 per cent 
new list; round head brass, 74-5 per 
cent new list; japanned, 72-10 per 
cent new list. 


SCREEN DOORS AND WINDOW 
SCREENS.—The demand is improving, 
a great many fill-in orders having been 
received by the jobbers during the past 
week. 


We quote stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$22.80 doz.; No. 296, 2- 8 x 6-8, $27 
doz.; No. 311, 2-8 x 6-8, $32.10 doz 

Window Screens.—No. 1833, $4. 94 
doz.; No. 2433, $6 doz. 


SOLDER AND BABBITT METAL.— 
Sales are good; prices, firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $38 per 100 lb.; medium, 45-55 
solder, $37 per 100 Ib.; tinners’, 40-60 
solder, $36 per 100 Ib.: high speed 
babbitt metal, $20 per 100 Ib.; stand- 
y No. 4 babbitt metal, $13 per 100 


STEEL SHEETS.—tThe demand is only 


stocks, 
standard 
No. 8, 


jobbers’ 


are un- 


the 


stocks, 


from jobbers’ 


fair. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 28- eee, galvanized 
sheets, $5.50 per 100 ~$4 28-gage 


black sheets, $4.50 per 100 1 
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With Osborn 20 Years—Gold Watches 


Presented 


who have given 20 years of service to the 
Osborn Mfg. Co., manufacturers of brushes, 
Cleveland, Ohio. The presentation was made by 
President Franklin G. Smith at the annual Osborn 
dinner held recently. 
The portraits of the men honored are presented 
herewith. 


| , | 
; 2. a & i 

a 2 j a ‘ 
x ee ! 


(> » watches were presented to five employees 





Upper row—H. B. Hall and C. D. Eadie 
Lower row—M. G. Kordos, W. A. Zell and J. A. Smolk 








I Am Resolved 


1. To treat each customer with the courtesy that 
springs from genuine friendliness and respect. 

2. To have more thought for the customer’s final satis- 
faction than for the amount of the immediate sale. 

3. To know my stock and to be accurate in statements 
about my merchandise. 

4. To be as attentive to the purchaser of an unexpen- 
sive article as to one whose needs are more elaborate. 

5. To be patient with the customer who is provoked; 
prompt with the customer who is hurried; sympathetic 
with the customer who is puzzled; considerate to those 
who are difficult to satisfy, and hospitable to those who 
are strangers in my store. 

6. To seek a fair understanding of the customer’s exact 
requirements, that I may present merchandise which is 
precisely the thing desired. 

7. To be friendly but not familiar; cheerful but not 
boisterous; to give information, not advice. 

8. To keep my service up to the standard of my mer- 
chandise. 

9. To increase my sales, not by means of persuasion or 
trickery; but by making customers feel that this is the 
store in which they are served pleasantly, capably and 
promptly; so that they will wish to do as much of their 
buying here as their needs will permit. 

10. To be loyal to my employer, considerate toward my 
associates and thereby keep true to myself.—Exchange. 
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Associate Editors 


> 


Associate Editors—fellows who tell 

Trite merchandise tales of the goods we should sell, 
We write to salute you—expressing our praise 

Of the firms you are boosting in ad writing ways; 
Old friends, everyone of ’em—Sargent and Coe(s), 
Rose, Corbin and Disston, all names which spell—“go!” 


When it comes to quick selling; with Wright, Nesco, 
Yale, 


And Union and Simonds—these names never fail. 


Associate Editors—specialists—all! 

We win in our business as you toss the ball; 

As you tell the story in ads that are brim 

Full of sales-helps and names that are chock-full o’ vim— 
Frantz, Maydole and Heller, Wickwire, Arcade, 

Moore Push Pin and Masback—all builders of trade; 
Brown & Sharpe, Hartford Rubber and Keystone acclaim 


The value of selling goods backed by a name. 


Associate Editors—we owe to you 

The cream of the business of selling we do; 

You keep us well posted on goods that are best, 

Trade-marked by old firms that have stood every test— 

Hoge, Samson and Bommer, American Screw, 

And Shelby, and Atlas—our hats off to you! 

Here, the editor tells us we'll have to desist; 

But our bows include many more not on this list. 
William Ludlum 


38 South 10th Ave 
Mount Vernon, N. Y. 


Contributed by a reader inspired by the listings of help- 
ful hints from advertisements published in recent issues. 
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FOR SUMMER 
SALES AND 


PROFITS 





ASN 


X-RAY LEMON SQUEEZER 


Arcade Lemon Squeezers are built strong for 
long service and hard use. ‘They embody all 
the principles that the modern housewife de- 
sires. Strong, simple in action 
and durable, they are household 
necessities at all times. 

The X-Ray Lemon Squeezer as shown 
above, has a removable, non-corrosive cup 
which may be used alone as a juice ex 
tractor. Finished in two styles, with glass 
or aluminum cup. Extreme length is 914 
inches. 

The Arcade as shown in the small insert. 
has a long stroke that is firm and strong. 
Has a large capacity especially adapted to 
fountain and counter work. The cup is 
made of cast aluminum and will resist the 
action of the acid from the lemon, It con- The Arcade 
tains a strainer which prevents seeds from 

getting into the glass. 


HOT WEATHER SUGGESTIONS 








No. 325 Ice Pick 





No. 19 Ice Pick 
Our full line of Ice Picks are what is known as the 
needle point ice picks. The blades are made of the 
finest steel in the country carefully ground to a 
needle point and hardened. With one ot these tools 
a 100 pound block of ice can be accurately broken 
with two or three blows. 
WRITE FOR FREE CATALOG ON 
ARCADE HARDWARE AND TOYS 


AKCADE 


HARDWARE 
and TOYS 


ARCADE MANUFACTURING CO., Freeport, Ill. 
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The Partial Purchase Plan 


FE recently put the whole matter of 

partial payments up to Uncle Abe, 
the oldest paint slinger in town, and here’s 
what he had to say about it: 


“Partial payments? Nix on ‘em! 
Grandad did without ’em; 
Dad, he also managed to 
Turn ’em down an’ flout ’em. 
If our old folks got along 
Buyin’ food an’ raiment 
Fer spot cash, why should we 
Turn ter partial payment?” 


“Partial payments? Mortgages 
On a feller’s person; 

Ties him up an’ ties him fast, 
*Tain’t no use in cursin’ 

After he has signed the slip; 
He must sweat out money 

Till the last red cent is paid 
An’—it’s far from funny!” 








“Partial payments? Surest way 
Ter make home uncertain; 

When some payments always due 
On each chair an’ curtain; 

On each table, bed and lounge; 
How kin hearts be happy? 

How kin any feller feel 
Anything but scrappy?” 


“Partial payments? Nix! I say; 
When I’ve got the ‘needful,’ 

I will buy an’ not before; 
I’m sure mighty heedful 

Of this way o’ buyin’ goods, 
Dollar chasin’ dollar; 

Partial purchase, cash all down— 
Payments knocks ter holler!” 


And there—you have it in a nutshell. 
Uncle Abe is right! “Pay as you go,” is 
his motto, even if ,he has to “go” slow. 
Let’s start a Partial Purchase campaign 
and educate our customers to buy only 
what they can afford to pay for, either cash 
down or on a regular thirty, sixty-day. 
credit basis. 

' Wiliam Ludlum, 
Mount Vernon, N. Y. 








Did You Ever Stop to Think 


fT°HAT your Business is built on friendships (friend- 
ships for you, your store and your employees? 

That it pays to make a friend of every man, woman 
or child that enters your store? 

That the freckled-faced kiddies who pester you with 
questions will be your star customers tomorrow? 

That the foreigner is very susceptible to kindness 
and courtesy? 

That the customer doesn’t receive a cent for the 
time he spends looking at your merchandise, but you 
make a living showing it to him? 

That a smile is the cheapest thing in your stock, 
and it holds the greatest possibilities for profit?—Llew 
S. Soule. 
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Letters of Bill Clark— 
Window Scout 


Bill Clark, of Martin & Clark, Hardware Retailers, 
Sets Down Some of His Impressions of Spring 
and Summer Displays in a Series of Letters 
to His Senior Partner 


MINNEAPOLIS, MINN., Saturday. 


EAR MART:—tThis hit and miss way of 
1) travelling has took me farther than I bar- 
gained for. I dashed up to the station at 
Niagara Falls, picked out a bill without looking at it 
and slipped it to the ticket agent. Casual like I told 
him I wanted to go to any place where it would take 
me. I slipped him a yellow back of a denomination 
that would send you into a fit. With people rushing 
in line behind me, I couldn’t replace it with my usual, 
two, five or ten, so being a man of my word, I let it 
go. He mumbled something about chicken feed to 
make up the difference, and I fell for it. Rather glad 
now I did, as it is the first time I have been to the 
North-west, and besides I can see that man who owes 
us that large bill that is near to busting your heart. 
Going to try to find Gopher Prairie on the State map 
tomorrow and see if it’s all it’s hatched up to be. 
We don’t have to bother with mail boxes in your 
burg. It’s so sociable, isn’t it, Mart, being told by 
Postmaster Linden that there’s a bill today from the 
Big Tool Hardware Plant, a cattlelog from the Spruce 
Up Paint Company and a long due check from Farmer 
Snoope. But I see from the copy of The Trumpeter 
you sent me that we are to have city mail delivery 
before I have a chance to play a few nillos in a Five 
Hundred game with the gang. back home. That means 
that every home in town has got to have a mail box 
whether it is wanted or not. Be Johnny on the spot 
and wire an order to that jobbing house right away 
and my trip to Minnie and all the Ha Has and He 
Haws will not absorb our profits for the next few 
weeks. 

In the big cities you still see houses around with no 
mail boxes in plain sight, and whether the local post- 
masters enforce this regulation to the letter, is some- 
thing the movies cannot tell me. Between you and 
I and the lampposf, I have me doubts. But I do know 
that this regulation has stimulated mail box sales, in 
my talks with people in the trade on my travels. And 
it will take time before this mail box convenience 
penetrates the thick hides of the slackers. That’s 
what we called ’em during the war and that’s what 
we call ’em now, for Uncle Sam’s Mail deserves a 
square deal. 

A display idea, my hardware store for a display idea. 
Read something like this in a book I picked up about 
kingdoms and such. You shall have the idea,, Mart, 
old scout. And thank the Warner Hardware Company 
and not little me. Listen in now, closely. A card- 
board replica of a brass mail box, about 3 by 5 feet, 
stood on a mound at the rear center. Behind this, 
was a blackboard, which protruded about a foot above 
and around the mail box. Where the slit of the mail 
box came, several addressed envelopes with used 
stamps were attached to the blackboard, as though 
about to be dropped into the box. Goodness knows 
what had happened to the mail man on his rounds, 
for his blue suit, cap and pouch lay on a table and 
pedestal at the rear sides. At first I thought some- 
body had beaten him up, but when I got to thinking, I 














‘“Send Them Out’’... 


That's what your customers will say 
when you display the Guaranteed 
Witt Yellow Label Line of Cans and 
Pails. 


Trim, sturdy, attractively designed, 
they sell on sight when you show the 
guarantee tag wired to the handle— 
guaranteeing each Witt Can and Pail 
to outlast three to five of the ordinary 


kind. 


That makes sales—and each Witt 
sale pays you three times the usual 
profits. 


Don't wait; now’s the time to “‘cash 
in’ on Witt national advertising and 
popularity. If your jobber cannot 
supply you, write to: 


Department D 
The Witt Cornice Company 
Cincinnati, Ohio 


Manufacturers of 


RSet try “A ug ieeitiee] ia ated 


Wii i 


CORRUGATED 
-CANS and PAILS~ 


—and the Brighton Line of medium weight Cans and 
Pails—just a real good ralue for the money. 
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Century 9 and 12 inch 3-speed Portable Oscillating Fans 


Home Fans That Sell 
Rapidly 


These 3-speed Century Oscillating Fans have been 
designed for one particular service—home use. They 
are very attractive to the eye, the oscillating mechan- 
ism enclosure being confined to graceful lines that 
are especially pleasing. 


The 9-inch size is ideal for sleeping quarters. It is 
exceptionally quiet—moves a generous volume of air 
and oscillates so slowly that its breeze is effective at 
distant points. 


The 12-inch size is built for all-round home use and 
is quite generally used in offices as well. The blades 
are of liberal size and adjusted to move the maximum 
amount of air consistent with quiet operation—the 
weight of the fan is such that it can easily be moved 
from one location to another. 


DEALERS 


Get 1925 Fan Bulletin and Trade Literature 


Our 1925 Fan Bulletin and a new series of very at- 
tractive trade leaflets, in colors, are ready for distri- 
bution. Reserve your copies now—they will be sent 
on request, together with complete trade information, 
price and discount sheets. 


CENTURY ELECTRIC COMPANY 


More than 23 years at St. Louis, Mo., U.S.A. 





—' 








Portable 


Ceiling . 
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saw it was the power of suggestion. The movies have 
given me this remarkable insight into human intelli- 
gence. Naturally it was too much to expect a hard- 
ware store to fool around with one of those wax 
figures from the clothiers. Large Old Glory fiags 
draped each end of the blackboard business. On the 
floor in front of the elevation were two piles of ad- 
dressed letters, which reminded me of the stack of 
mail probably awaiting me on my desk. Quite a 
clever idea was a cardboard cut-out at the front center, 
where Uncle Sam was sitting on top of the Warner 
store, holding a large envelope addressed to it, with 
the statement that all unclaimed office mail is adver- 
tised. Were there any metal mail boxes and house 
numbers? I should say there were. The floor was 
cluttered up with them, and Warner’s gave the local 
postmaster some free publicity. 

“Where does the Postman leave your mail? If 
you want to protect your mail from wet or windy 
weather, put up one of these sturdy boxes. The 
Postmaster requests it. The Mailman will appre- 
ciate it.” 

That was one of the notices—and there’s going to 
be a lot of pulp for the junk man unless you warn our 
customers in time. Here’s the other one, but you 
have to mention Linden else he will get sore and tell 
the people our mail boxes are no good, or don’t come 
up to government requirements or some such allibye. 
Here goes: 

“Don’t delay Uncle Sam. Postmaster Edward A. 
Purdy says: ‘Is your house or place of business sup- 
plied with mail receptacle and proper house num- 
ber? If not, attend to this important matter at 
once,’ ” 

The daubing sign artist chap over in Rawville will 
make the cut-outs and signs for a week’s cigarette 
money, considering the many packs of Camels he 
smokes. Splurge this time, Mart, it’ll be worth it. 
Write me how many mail boxes and house numbers 
you sell by this stunt. 

Mailingly yours, 
BILL. 





Discontent 
By W. G. Sibley 


In the Chicago Journal of Commerce and La Salle St. Journal 


unwillingness to undergo the discipline which 
alone can win content and its allied emotion, hap- 

piness. There are persons so blind to the eternal truths 
of human life as to wish for an existence of complete 
idleness, with no tasks, no duties, no occupation. Busy 
people are invariably more contented than loafers. 
Industry always breeds content. Achievement in some 
line of habitual endeavor does more to dissipate dis- 
content than all the efforts of men to get the valuable 
rewards of service without earning them honestly. 

The criminal never is contented. Nor the man who 
tries to get by with the least possible total of physical 
or mental industry. Work is the best cure for dis- 
content known on earth, because work is service and 
service fills a man with joy—service to his employer, 
his family, his friends, his country and his God. 

Service is a builder which rewards both the man 
who renders it and his fellowmen. Discontent is a cor- 
roding thing which stifles all better things in his soul. 
It is full of envy, malice, bitterness and unholy and 
unjust desires that unfit a man for any of the true 
pleasures of life, and for duty in any direction. 


Mini always discontent has a background of 
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Turns Radio 7 Times on 
Mark-up of 30 per cent 


ADIO is one of the most important depart- 
ments in the Chown Hardware Co., Port- 
land, Ore. It turns its radio stock seven 

times on a mark-up of 30 per cent. 

“What do you consider the most important 
thing for-a hardware firm to do in connection 
with its radio department?” we asked D. B. 
Chown, manager of the store. 

“The most important thing,” he replied, “‘is to 
have a thoroughly trained technical man at the 
head of the department.”’ 

“Ts radio a profitable line?” 

“T would say so. Our principal business is in 
parts. We turn radio parts and accessories once 
a month seven or eight months during the year. 
I attribute a good deal of this to the fact that 
we stock a complete line, that is, as nearly com- 
plete as possible, and also to the fact that the man 
at the head of our radio department knows radio.” 

“How about display?” we asked. “Do you do 
anything special or novel in the way of displaying 
radio?” 

“Well, you can see for yourself that we have 
our radio department in the front of the store.” 
(It occupies the center of the store at the en- 
trance.) “That in itself,” Mr. Chown continued, 
“shows about as plainly as it is possible to show 
what we think of radio. 

“We always have a corner of one of the win- 
dows kept strictly for a small radio display all 
of the time. It is changed every week or so. But 
there is never a time when our windows do not 
show something in radio.” 

“How about advertising?” 

“We offer something in radio every week, dur- 
ing the season.” 

“What do you mean by ‘the season’ ?” 

“The season in radio is from September to 
March. There is no business in radio, to speak 
of, during the summer. That is one of the main 
reasons why radio specialty shops are not making 
money. They haven’t any other lines to carry 
them through the dull season. The hardware man 
is naturally the logical one to stock and sell radio.” 

‘‘What do you do about demonstrations?” 

“We give demonstrations in the homes of pros- 
pects, and also in the store. But we prefer, when 
possible, to take the set to the person’s home for 
the demonstration. But we never leave a set.” 

“Why 9 

“Well, we’ve often found that a prospect would 
cool down if we left the set. Kt is absolutely 
necessary to get the buyer to buy when he or she 
is enthusiastic. Practically every one of our sets 
is sold on contract. That is, 25 per cent down 
and the balance over a period of five months.” 

“Do you ever have trouble collecting after the 
initial payment?” 

“Very seldom. In fact I don’t recall that we 
have ever had any trouble in this respect. By 
getting 25 per cent down, few people ever reneg 
on the balance. 

“Did you have success from the start?” 

“No, the first year that we stocked it, in 1922, 
we lost money. But last year we turned our radio 
stock seven times at a substantial profit.” 
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The removable feature of 
EASY-SET Bathroom Fixtures 
is being broadcasted through 


f 


- 


National Advertising 


HE influence of our national advertising 

campaign for “FEasy-Set” chinawyte 
bathroom fixtures is being felt in every corner 
of the country. Two million women, many 
of them right in your territory, are learning 
that these accessories are beautiful as well as 
economical—and what appeals to them most 
of all, is that they can be easily lifted from 
the wall and washed, and so kept always white 
and sanitary. 








‘“Easy-Set” fixtures are of pure white, 
china—have no sharp corners—no_ visible 
screws—and will harmonize perfectly with 





modern ideas of cleanliness and beauty in the 
bathroom. 


J. H. BALMER CO. 
259-267 Plane St., Newark, N. J. 


EASYeoS 


WHITE CHINA 
BATHROOM ACCESSORIES 





Ask Your Jobber 
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Famous HEART BRAND Stoneware 



















Jugs 

Acid Jars Water Kegs 
Milk Pans Cuspidors 
Churns Chambers 


Bake Pans 
Poultry Fountains 
Ewers and Basins 
Flower Pots 
Tankards Hanging Baskets 
Combinets Cemetery Vases 
Vinegar Measures Jardinieres 


+ Milk Feeders Steam Table Jars 


The Burley & Winter Pottery 
Co. 


Crooksville, Ohio 


French Pots 
Dutch Pots 
Mixing Bowls 
Salt Boxes 



























































Waren a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know what he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 
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How Steinke Sells “Chicken Hardware” 


T is quite probable that old Noah Webster 
never even heard the term “Chicken-hard- 
ware,” at least it is not to be found in his 

famous book of synonyms and cross-word puz- 
zle answers. However, A. L. Steinke of Pipe- 
stone, Minn., can tell you all about ‘‘Chicken- 
hardware,” what it is, what it does and how it 
does it. 

In the first place, according to Steinke, 
“Chicken-hardware” isn’t nearly as compli- 
cated as it sounds—it is simply what he calls 
his stock of incubators, brooders, drinking 
fountains, feeders, leg-bands, poultry feeds, and 
in short all of the things that you may find 
around any well regulated poultry farm and 
which you can find in his store. 

About three years ago, Al Steinke realized, 
as most hardware merchants do sooner or later, 
that the first three or four months of each cal- 
endar year were a dead loss and that he would 
be considerable money ahead if he could lock 
up his store and keep it locked until along in 
April some time and then open up with the 
spring business. Inasmuch as that plan had 
several impractical features, Steinke decided 
that the next best thing was to find something 
that could be made readily salable in his com- 
munity during the time when he needed sales 
the most. After considering the matter care- 
fully he picked “‘Chicken-hardware.”’ 

His first move was to take on a line of me- 
dium priced incubators and to broadcast the 
fact through the newspaper, window displays, 
exhibits at nearby poultry shows and by talk- 
ing chickens and incubators to every farmer he 
met. As a result of this intensive campaign, 
Steinke sold forty-three incubators that first 
year. As he had calls for other poultry sup- 
plies he put in a limited stock and then let his 
trade know that he had it until today he has a 
complete line of supplies in stock. An example 
of how he handled his buying may be found in 
the item of bone meal, a thing recommended 
highly by poultry experts but not always to be 
found in hardware stores. Last year a farmer 
came in and wanted a hundred pound sack of 
bone meal. Steinke ordered two sacks, sold one 
to the farmer and placed the other in his win- 
dow with a card giving the price in small lots. 
In less than two days he had sold out and 
ordered five sacks and he has built up a busi- 
ness on this one item to a place where a month 
or so ago he placed an order for sixty sacks 
of bone meal for this spring’s business. 

During the second year of his ‘“Chicken- 
hardware” business Steinke devoted most of his 
energy to selling brooders to the people who had 
bought incubators, with the result that the end 
of the season found him with a record of 
twenty-four brooders and eight incubators sold. 
This year he claims is to be another incubator 
year and it looks as if he might be right, for he 
started off by selling nine during the month of 
January. 

As a business getter for those first dull 
months each year, “Chicken-hardware”’ seems 
to be the proper answer, at least for Steinke. 
Last year with a maximum stock of around 
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nine hundred dollars, his sales ran about eight 
thousand, and he expects to do ten thousand 
this year. This business all comes in the first 
four or five months of the year—April, 1924, 
showing total sales of ‘“Chicken-hardware” 
amounting to $2,600. 

Incidentally Steinke has no practical experi- 
ence in raising poultry, but he subscribes to 
several poultry and farm papers and he can 
talk intelligently on the subject with the best 
of them. As he says himself, “If there is any- 
thing new in the chicken game they come into 
Steinke’s to find out about it.” 








Breaking with Tradition 


| pewaagpeen wgal news ar- 
' ticle caught our attention. 
It had reference to a brewery 
which had been padlocked by the 
authorities for selling real beer. 
It read in part: “U. S. Court 
Padlocks Brewery and Fines Five 
Officials $1,000 Each—$750,000 
Invested in Plant—Business Con- 
ducted Since 1870 Ended in Just Six Minutes.” 

There are some human institutions, such for in- 
stance as automobiles, which seem to be a whole lot 
more easy to start than to stop, if it were any crite- 
rion to judge from the number of accidents. But there 
certainly is at least one big and important class of 
human institution which is difficult to get under way 
but is a heap easier to stop. That is a business. And 
it doesn’t require a Federal judge to successfully put 
the brakes on it either. Six minutes may be a record 
in the case of breweries; but many a business de- 
cision is reached in much less than six minutes which 
can and has put a permanent quietus upon many a 
successful business which has required many, many 
years in its upbuilding. 

A decision which, the old business is oftenest called 
upon to make concerns breaking with tradition. 
“We’ve always done it this way. Why change now?” 
re-echoes at meetings of directors and partners of 
almost all oldish business organizations. And, as 
likely as not, the decision to cling to the old is so 
easy to make even though it provides a “six-minute”’ 
terminator. 

Certainly no old business ever broke with old tradi- 
tion more radically than the American Sugar Refining 
Company when it decided to market packaged sugars, 
when before that sugar had always been bulk goods, 
when the change meant much expense in factory 
equipment, marketing methods and public education. 
Yet today the total of packaged sugars represents 
roundly one-half of the sales of that big company. 

Don’t be afraid of the new simply because it breaks 
with tradition. It may prove the very means of in- 
suring the continuity which, after all, is the most im- 
portant business tradition. 
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HHOUSECLEANING SALE 
SPECIAL $1.00 LEADER 


SIX. FOR ONE 
HOUSEHOLD BRUSH SET 


Ask the Clerk 




























a 
Set Consist of Bg 
Following & 
srushes ys 
Row 
Pipe or tube 
Clothes 
Vegetable 
Bottle 
Bath 
Each set packed in 
carton 
This set of brushes as a “Leader” or “Special’’ 
for $1.00 Day or Special Sales has made hundreds 
of customers for us. It’s a volume seller. 


Ask your Hardware Jobber 


JEAN CARO PRODUCTS CO. 


FREEPORT, ILL. 























Better 


MachineScrews 
lor the 


Hardware Irade 


HARVEY HUBBELL 


MACHINE 2. SCREWS 
BRIDGEPORT ie) CONN. U.S.A. 


NEW YORK, N.Y. CLEVELAND, On10 
30 CAST 4242 ST. SCHOFIELD BUILOING 
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Washington Information 


the United States sold to the United 
Kingdom $982,000,000 worth of goods, 
whereas the United Kingdom sold to 
us only $366,000,000 worth. Sir Esme’s 
closing statement was decidedly sen- 
tentious. He said: 


Adverse Trade Balance Pays No Debts 


“It is fully realized that Great 
Britain can scarcely carry on an un- 
favorable trade balance with the 
United States for ever and yet pay the 
thirty-two odd million pounds Sterling 
per annum required to meet her in- 


debtedness to the United States Gov- 
ernment.” 
Of course, the British Ambassador | 


overlooks the fact that a true trade 
balance is comparatively unimportant; 
in fact, there are few instances where 
two nations buy and sell each other in 
exactly the same volume. The pros- 
perity of a country depends not upon 
an even exchange of its commodities 
with other nations but rather upon 
finding a market somewhere for the 
surplus it produces. 

If all the rubber required for the en- 
tire world were produced in one South 
American country it goes without say- 
ing that the nations of the world 
would continue to purchase that rub- 
ber indefinitely without the slightest 
regard to the purchases of foreign 
merchandise that country might make 
to meet the needs of its people. 

Considering the British Ambassa- 
der’s address by and large, it’s dol- 
lars to doughnuts Congress will not re- 
duce the United States tariff to help 








(Continued from page 67) 


John Bull pay his debt to Uncle Sam. 
Critics of this radical measure de- 
clare that either Canadian manufac- 
turers will have to make a uniform 
price for all of Canada or employ a 
large force of accountants to figure the 
proper retail price for each city and 
town, making proper allowances for 
the local cost of doing business as well 
as transportation charges, etc. The 
plan might be made workable, it is 
suggested, in the case of few patented 
specialties but otherwise its critics de- 
clare it would “require for its success- 
ful operation an omniscient, and om- 
nipotent Tariff Commissioner.” 


Viewed by American Manufacturers 


American manufacturers within a 
few hundred miles of the Canadian 
border who have developed more or 
less trade with the Dominion are much 
perplexed regarding the uncertainty 
which shrouds Canada’s tariff policy 
which is now criticized as “neither 
fish, flesh nor fowl, nor good red her- 
ring.” The political leaders of the Do- 
minion include protectionists both ram- 
pant and those who lack the courage 
of their convictions, and free traders 
who would remove all tariff barriers 
and others who seek only free trade 
with the mother country. One large 
American manufacturer is quoted in a 
prominent Montreal daily as follows: 

“That this uncertainty has a debili- 
tating effect on business is obvious. In 
my own case, I would like to look ahead 
for a few years, but the political fu- 
ture of Canada is so obscure that I 
cannot take the responsibility of sug- 





gesting any plans for the Canadian end 
of our business looking more than a 
few months ahead. And to some ex- 
tent the Canadian situation deters us 
from making large plans for the fu- 
ture of our American business. 


Mass Production May Not Spell 
Economy 


“Having started business in the 
United States when railway freight 
rates were low we proceeded to de- 
velop a large plant at Chicago, ship- 
ping our product—a patented article— 
from that centre all over the continent. 
To maintain our Canadian patent 
rights we started a small plant in 
Montreal. Our experience with a small 
plant has convinced us that—so far as 
our product is concerned—mass pro- 
duction does not necessarily spell 
economy. Our future policy will be 
one of de-centralization—of establish- 
ing small plants, the location of which 
and the size of which will be mainly 
determined by the possibilities of near- 
by markets. At the rate our business 
is developing we will need a factory 
in the western states very soon. If 
Canada is heading toward Free-Trade 
we would want to locate our western 
branch at a point giving as easy con- 
nections with the Canadian western 
markets. If we knew Canada was 
heading for Protection we would es- 
tablish a western American branch . 
where it would tap the largest pos- 
sible United States western market; 
and open another branch in western 
Canada to supply that market.” 





Junior Milker Outfit for 
Small Herds 


An interesting development in farm 
equipment is the DeLaval Junior 
Milker Outfit made by the DeLaval 
gga Co., 165 Broadway, New 

ork. 





The Junior Milker Outfit was de- 
signed for the small herd owners and 
operates the same as the regular 
milker, differing only in the pulso- 
pump which is of smaller capacity. 

It is sold complete with one standard 
DeLaval unit and enough accessories 
for a 10-cow installation and is de- 
signed, when desired, to operate two 
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units with an installation, not exceed- 
ing 60 ft. of pulsation pipe and will 
milk as many cows as can be stanch- 
ioned within these limits. 

The capacity of each unit is from 
8 to 10 cows per hour. One man can 
operate two units. 

A % hp. electric motor or a 1% hp. 
gasoline engine is said to be sufficient 
power for the work. 

The capacity of the milker can al- 
ways be enlarged at comparatively 
small expense. 





Maycumber Pacific Coast 


Agent for Hygeia Can Co. 


F. A. Maycumber & Co., 625 Market 
Street, San Francisco, Cal., has been 
appointed Pacific Coast agent for the 
products of the Hygeia Can Co., 143 
Franklin Street, New York City. 
Stocks will be carried in San Francisco 
and deliveries made to all points on 
the Pacific Coast. 





D. Laiser Elected President 
Norton Door Closer Co. 


David Lasier, for many years fac- 
tory superintendent of the Norton 
Door Closer Co., 2900 North Western 
Avenue, Chicago, was recently elected 
president of this company. 
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Original designs, rare beauty and each article finished in lasting “SNO-WITE” 
vitreous, Porcelain Enamel by a special process originated by our company. 
When you offer such ware combined with a Ten Year Guarantee sales are quickly 





and easily made. We stand squarely back of every dealer who sells our products. S) 
Originators of Porcelain Enameled Bathroom Trimmings Tegra engranced to « 
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WARREN HARDWARE STORE 
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| Equipment 
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You cannot expect neatness, order, quick handling of merchandise, elimination of Waste, and greatest possible 
profit in handling a general line of hardware, unless you provide modern, convenient storage and display 


facilities. 
Warren Counters 


designed especially for use in Retail Hardware Stores, (utilized formerly as a catch-all), convert it into valu- 
able convenient storage and display space. A wide variety of Wrapping, Open Bin, Drawer and Nail Bin 
Counters, permit their use for storage and display; anything from nails to package merchandise. Readily 
adaptable to any use or arrangement. 


Folders illustrating and describ- “CSA If contemplating changes in 
ing our complete line of regular your store, our catalog of “War- 
stock counters—with  prices— ren Fixtures” will be sent upon 


will be sent upon request. 














request. 











J. D. Warren Mfg. Co. 


1416 Capitol Building 


(Formerly Masonic Temple) 


Chicago, IIlinois we as rca 
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The Quicker Handling of Sales?Attracts?TCustomers}# 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satisfied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 
recognized’ standard in 


their field. 


KARAT Ts 


TUBULAR RIVET & STUDI 


COMPANY 


BOSTON 


Coast Representative 
J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
















































































June 4, 1925 








(he uniform al 


ty of Griffin 
is in perfect hari: 
ony with “Ae dignity 
and conveniences. 
of America’s modem. 






0 ilies. 
TTI LICL SW jy artees 
ceepegplataa AEE 





MANUFACTURING CO. 


Branch Offices: 
45 WARREN ST. N.Y. 74 W. LAKE ST. CHICAGO. 


28 BINFORD ST. BOSTON 
PENNA. 
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KESTER 
Self Fluxing SOLDER 


Simple, Safeand Sure 
Requires Only Heat 





KESTER AcidCoreSOLDER | In Hollow Screws, the strength 

os EE she eae a of socket is the main strength of 
% a Dealer's sales-talk—not price. 

Taking stock of the cold-drawn 

ALLEN, you could say that its 
30% extra strength is a fair 


Kester Metal Mender measure of its extra sales-value. 


The Household Solder 
Here is the small package of Acid Core Solder. So sim- 


Ett are packed per carton. "Tem cartons (160 cane) Users know ““ALLENS”’ as the 
30% stronger screw—and Allen 


Dealers know they know it by 
the solid evidence of their sales 


records. 
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Kester Rosin Core Solder 


For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 


feu geies on sees ommenarpecnands Don’t feel that you have to sell 
qe, hollow screws on price. 
h Soy TED : ° ° ’ 
WO Se | “ALLENS” bring their price, 
¢ and that price brings the profit 


in hollow screws. 
Kester Radio Solder 
(Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 


ee THE ALLEN MFG Co. 


GENUINE SOLDER 139 Sheldon St., Hartford, Conn. 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue, Chicago, U.S.A. 
© 














© 
Originators and world’s largest 
manufacturers of Self Fluxing Solder 


Your Jobber Can Supply You 
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Balked 


Clinton Poultry Netting 


keeps the invaders out. It is made 
for long and faithful service. You, 
Mr. Dealer, can assure your trade 
that Clinton means the right kind 
of wire, true hexagonal mesh and 
heavy galvanizing. Samples and 
complete information upon request. 








American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Co., Inc. 


General Offices: 41 East Forty-second St., New York 
Philadelphia Cleveland Detroit San Francisco Los Angeles Seattie 


Worcester Buffalo 


wood 
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Western Sales Office: 208 South LaSalle St., Chicago 








THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 


Milton Pray Co.. San Francisco, Los Angeles, Seattle 
Bridgeport Progress Exposition, May 30th to June 6th 


YWss SB SSSSSsSSssssssss,.saq0s 


SSSSSSSSSSSSAPSASESSSPSSBPSSSBsSsSSsSAssSSssssSssssssagrygaqyqzy 


SSNS STV ARRSRLRSRRRRNRNNN SY. 


~SSSSSSSSASSALVVLS 


Peder veneer Nee vee he YUU S ENTE NTS 


vA 














June 4, 1925 HARDWARE AGE 97 
Certain-teed Helps 
You Build Profits 


OR the dealer who buys his stocks in carload lots; who 
is able to take advantage of the economies and benefits 
of carload buying—Certain-teed has an unbeatable prop- 


osition to offer. 


To dealers who cannot afford to lay in heavy stocks; whose busi- 
ness is so constructed that large supplies carried on hand are a 
burden, Certain-teed’s system of distribution provides an excep- 
tionally attractive solution. Carrying only small, practical stocks, 
Certain-teed dealers can draw as needed upon the big supplies 
of near-by Certain-teed distributors. 





PAINTS AND VARNISHES 
LINOLEUM AND FLOORTEX 
ROOFING AND SHINGLES 
PLASTER AND GYPSUM BLOCKS 


Your customers know and respect the name Certain-teed. Eff- 
cient selling methods and continuous national advertising, plus 
the unfailing quality of Certain-teed’s one hundred and more 
products, have built up an international recognition for its service 
and satisfaction. 


Corlaint-leed 


General Offices: 100 EAST 42nd STREET, NEW YORK 











“perfect 


IOUT CLIN 


The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- “sa - 
ing every sort of a vegetable that’s sold by the package. | ee 
Perhaps a set of tools—good tools—a few garden imple- UDEAWSAYIOR 
ments and a deep-seated faith in his hobby—s/is home. | WIPE rp 


| 
} 
| 


He isn’t so hard to please—just a little economizing, doing 
his own repairs during the week-end and depending on his 


PAINTED SCREE 
Wire Lo!" home-town dealer for supplies—and advice. 


If vou pass his home sometime this Spring look over his 
rescreening job. “Perfect” was a good selection. You will 
be glad you recommended it. 


Your Jobber stocks “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 
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30 Years Plus! 





FULCRUM PIN 





PLUNGER ROD END 





-FULCRUM TOP 





VALVE SCREW 





STUFFING BOX GLAND 
DISCHARGE SPOUT 
COUPLING NUT 
HOSE TUBE 
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PIPE CLAMP —— 


AIR CHAMBER PIPE 
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PIPE COUPLING 
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DIFFERENTIAL 
CYLINDER 


MANIFOLD 
ATTACHMENT 


REOUCER 
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Deming “Peerless” Double-Acting Force Pumps 
are built for years of dependable service. 
letter from Thompson's Garden and Fruit Farm, 
Arrington, Va., reads: 

“Send by Parcel Post one cylinder 

for an old ‘Peerless’ hand force 

pump, as per pen drawing below. 

This pump was installed in 1895.” 














Thirty years of service and still good for more! 
We leave it to your own good judgment whether 
such performance as this butlds and keeps the 
good will of your trade! 

Deming “Peerless” Double-Acting Force Pumps 
are built in various sizes and capacities for nu- 
merous requirements. Complete Pump catalog 
sent upon request. 


The Deming Co., Est. 1880, Salem, Ohio 
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239 W. 39th St. 


For Suggestions 
On How To Sell 








One of America’s great merchants has 
said: “The way to make a business go is to 
go after business.” 


It is always interesting to read how dif- 
ferent hardware dealers go after Paint and 
Varnish business and increase their sales by 
novel window displays, practical paint dem- 
onstrations, timely newspaper advertise- 
ments, “follow ups” by personal letters and 
visits by your sales force. If you will 


read the Paint 
issues of 
Hardware Age 


which appear the fourth issue of each month, 
you will find all these and other methods of 
securing Paint and Varnish business discussed 
in a timely and interesting manner. 


And there’s this much about any paint 
article appearing in Hardware Age—it is 
based on the actual experience of the men 
who sell as well as the men who apply the 
product. 


Hardware dealers read the special Paint 
and Varnish Issues regularly because in 
every issue there are practical ideas which 
have paid others in their locality and will 


pay you in your town. 


Keep posted by reading— 
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New York 
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CORBIN 


SCREW 
PRODUCTS 











Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture. Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 


ARMA) os 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 


229 High Street 
New Britain, Conn. 










Branches: 
New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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The 
Biggest Season for 





(ood Mowers 


This season’s shipments of 
PENNSYLVANIA Quality Lawn 
Mowers have been the largest in 
our history. 


Increased production facilities 
enabled us to handle this great vol- 
ume of business expeditiously, and 
we can take care of rush orders 


ENNSYLVANIA 
LA 


WN MOWERS 


have won unquestioned leadership by 
their standard of unvarying high quality. 





Dealers say they are easier to sell be- 
cause the public knows of their greater 
efficiency and longer life. 
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FOUNDED 1877 
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The Rope That Makes Satisfied Customers 





We contend that the best advertisement a store 
can have is satishied customers. 


One sure way to make satisfied customers is to 
sell good rope. 


Good rope is needed for so many different pur- 
poses that it is always in demand. 


Experience has proved that hardware dealers who 
study the interest of their customers and sell them 
rope that is strong, safe and absolutely dependable 
—get the business. 


MANILA ROPE And the number who are getting it with RAKCO 
SISAL ROPE Rope is steadily increasing. 


Write us for prices. 





The R. A. Kelly Company 


a ee STOCKS Branch Office 
Xenia, Ohio Schermerhorn Bros. Co. The Morey Mercantile Co. | a 
Ohio’s Model Town Omaha, Neb. Denver, Colo. New Orleans, 
























SOLD on SIGHT 


Hundreds of dealers know —and 
hundreds of others are finding out— 
that PORTER’S BOLT CLIP- 
PERS are bought by home-owners, 
car-owners and farmers, as well as 
by mechanics. 


PORTER’S tools are essential items 
of tool-kit and work-bench equip- 
ment and should be displayed by 
every wide-awake hardware dealer. 
They sell—they pay a fair profit— 
and they make satisfied customers. 








PORTER’S 
BOLT CLIPPERS and H. K. PORTER, Inc. 


WIRE CUTTERS Everett Mass., U. S. A. 
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“Universal’’— 
For 110 Volts 
A.€ or D.C. 


8-inch and 
10-inch 


~ FANS 


Fans guaranteed by a factory with thirty years of fan mak- 
ing experience—makers of Emerson Fans—a one year guar- 
, ° : . 8-inch Northwind 
antee that builds confidence and sales for these popular ... 
Finished all over in light mat 


priced fans. brass. Two-speed switch in 
base, cord and plug. Can be 


Stock Northwinds—the 8- Send for book, “Profits on sed a8 a wall fan. 
hustler, and the 10-inch Fans,’ giving complete in- ° ° 
. : ee List Price, 


oscillator—for quick sales at formation about the North- 


a good margin of profit. wind line. $7.50 


10-inch Oscillator 100 Northwind Distributors! Write us for name of nearest. 


Three-speed switch in base; 
adjustable oscillating mechan- 


wars active, cm? "he Emerson Electric Mfg. Co. 
2018 Washington Ave., 


wall fan. 
ist Price 
List ’ 50 Church Street . 
$15.00 New York City St. Louis, Mo. 




















More Than “Skin Deep”’ 


Sometimes paint and enamel cover a multitude of 
sins. 


This is especially true of bathroom fixtures that are 
frequently “Doctored up” to deceive the customer. 





We, too, use enamel and plenty of it, but never to 
No. 03246 Tumbler Holder cover up defects in material or workmanship. All 


RINGCO9 Bathroom Fixtures Are Made of Solid Brass 


The attractive finish given them over this everlasting metal is 
there to enhance and add to their natural beauty—there is nothing 
to hide. 


Your customers can choose from either White Enamel or 
Extra Heavy Nickel Plate and be assured of everlasting satis- 
faction. 


Your Jobber will supply you 


AMERICAN RING COMPANY 
Waterbury Connecticut 


Branch Offices: 


Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—!1!16 New Montgomery St. 


No. 03769 White Finish Chicago—29 E. Madison St. 
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BEST SUITED SEND FOR 
TO THE CATALOGUE OF 
MECHANIC’ S NEEDS TAPES, RULES AND TOOLS 





THE / GF i AIN 14 OLE C' a. New —" aiken Can. 

















“Old Fashioned” Quality Torches and Stoves 


OVER 400 TYPES 
MAX SIEVERT, 





The original 
Sweden 


and genuine— 





SWEDISH PANSAR FILES 


Your Customers Circular Cut—Flexible-Tanged 





Are Asking — Half-Round—Bastard—Smooth 
for these tools. Ask your eS 
Tool Department. We are 
referring consumer inquiries ESKILSTUNA CHISELS 
every day. Have you our Butt Beveled Edge Regular Beveled Edge Secket Chisels 
catalogue and told us you Also 
want the inquiries in your Bow Frames ~ a _., 
section ? Sadho SE “Sater” Axes Hoes 
Anvils Cabinet Scrapers Barking Spuds 
Hand Made Tools. Order from your jobber today, or write 
Wear Twice As Long Ae Cheap Tools. SCANDINAVIAN 
. WESTERN IMPORTING COMPANY 
The L. & I. J. White Co. =n 116 Broad St, NOY. 
° 509 E. Hennepin Ave. oristine g- 
125 Columbia St. Buffalo, N. Y. Minneapolis, Minn. Montreal, Can. 


























Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros... 


Selling Agents 
Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back . New York 
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J | GREASE Cups @ 
= | 2¢ OM Cups 


Plain 
Grease Cup 














For 30 years Empress Grease and Oil 
Cups have demonstrated their downright 
superiority for repair and replacement 
parts as well as for new work. 





Their great sale is due to the fact that ; 
each type is made exactly right for the Lenten Washed 
purpose intended. Conese Cup 


Your Jobber will supply you. 











BOWEN PRODUCTS CORPORATION 
AUBURN, NEW YORK 

































Branches backer 

DETRONT, S760 We Warstn Ave pepe ge Ag ae aon pani 

BOSTON, 161 ‘Massachusetts Ave. SAN FRANCISCO, Monadnock Bldg. 

a Complete data on these cups and over fifty other types of grease 

peeled and oil cups is given in Booklet No. L-102. Write for it to-day. 
A SALE OF NAVY SURPLUS AND 3 
C SURVEYED MATERIAL c 
pS BY PUBLIC AUCTION } 
N AT THE N 

NAVY YARD PHILADELPHIA, PA. 
. AT 


10 A. M. (Eastern Standard Time) 17 JUNE, 1925 





THE FOLLOWING MATERIAL WILL BE OFFERED: 


1,180,000 lbs. (approx) Ferrous metals ALSO 
400,000 lbs. (approx) Non-ferrous metals Hand and machine tools 
100,000 lbs. (approx) Old boiler and condenser Electrical material 
tubes Galley equipment 
2,666 Airplane instruments (misc) Hardware and pipe fittings 
100,000 ft. (approx) Lumber Boat and ship fittings 
180 Coffee urns, aluminum (20 gal. capacity) Furniture (misc) 
46,688 ft. Leather belting 10 Motor launch and dory hulls 
112 Musical instruments (surveyed) 1—40 ft. steamer and 1—26 ft. cutter 
869 Radio packing cases 4 Buildings, frame, 2—60 ft. long, 2—120 ft. long 


MANY OTHER ITEMS 


Catalogue 581-A contains all available details of description, Terms of Sale, etc., and 
may be obtained from the Supply Officer, Navy Yard, Philadelphia, Pa., or the 


CENTRAL SALES OFFICE 
NAVY YARD WASHINGTON, D. C. 
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Copper ana Bronze 


SPARGO WIRE CoO. 


FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


ROME N. Y. 











Steel 
Jaws 
3%” 
Open 


about the desirable features of 


formance. 





Rock Island Mfg. Co. 





Type and Size 
Service 


Swivel 
Base— 
Anvil 
Type 
Weight 
19 Ibs. 


Only One Of dl Vises 


Mr. Dealer, while we have been telling you 


our Radio- 


vise, don’t forget that it is only one of many 
vises in the big Rock Island line. 


We can supply you promptly with a type 
and size of vise for every service and you 
can rest assured of the quality and per- 


Rock Island Vises sell on sheer ment. 


Write us for catalog and prices. 


ROCK ISLAND 
ILLINOIS 



























New Heavy-Duty Socket Wrench Set 


The MILLER No. 15 set contains 7 sockets and 2 
extension bars (one bar for work in tight places), also 
sliding T handle. 

Sockets are high-grade carbon steel hardened perfectly 
and guaranteed against any defects. Both sockets and 
extension bars are oversize in diameter to insure super- 
strength. 

Each set furnished in attractive and convenient 
leatherette roll. Liberal profit. 


Write for Discounts. 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N.Y, 
Western Representatives: Alden Glaze & Co., 143 Second St., San Francisco, Cal, 

















OLIVER: 





SIRON 






STEEL 









MANUFACTURE 
Established JON wo WORKS 
1865 PITTSBURGH. PA. 


BOLTS, NUTS, WASHERS, RE POR TELEPHONE SCREW re er 
RIVETS, PICKS, MATTOCKS, AND TELEGRAPH POLE LINE ACK BOLI, STEE 


| GRUBHOES AND CROWBARS MATERIAL, ETC. BOAT SPIKES, 
| EASTERN OFFICE 


ae 


50 CHURCH ST, | NEW YORKCITY. 


PACIFIC COAS T OFFICE 


MONA NB) (Ol ota’ > BLDG. SAN fF i i ANCISCO,CAL 
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Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand  spoMwarx 
Clothes Wringers keep right on outselling all other clothes 
wringers. 

Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold se- 
curely; every part of every wringer made the best we know 
how and there’s vears of “know how” back of every Anchor 
Brand Clothes Wringer. 





BR AND = 
WRINGERS 


on eat ‘ 





LOVELL MANUFACTURING Co. ERIE, PA. 
W orld’s Largest Manufacturers of Clothes Wringers 

















MORRILL’S 











“‘Korker”’ ‘“‘Korker”’ 
Bench Stop 
Figure 1 P . 

. A Necessity in Every 
Expansive Screw Anchors —————.  Weodwerking Shop 
For fastening fixtures to hard substances the If your Grandfather 
anchor consists of a threaded brass cone (Fig. 2) was a carpenter, he 


probably could tell you 
a thing or two about 
Morrill’s Bench Stop. 
It has been the stand- 
ard for over 40 years. 


over which is fitted a duc- 
tile lead sleeve (Fig. 3). 
The ductile sleeve is 
caulked or driven up over 
the tapered cone. The 
lead filling in all the 
crevices in the hole and 
Figure 2 firmly wedging the anchor 
leaving a threaded hole to 

which attachment can be made at any time. 


Like other Morrill 
products, its quality is 
superior—its reputation 
world-wide. Made of 
semi and _ wrought 
steel and built to 





Figure 3 





Face 31% x 2 Inches 
last. Stop 1%,” Sq. 


U. S. EXPANSION BOLT CO. tia acai 


Manufacturers 


139-141 Franklin St. New York City every kind of a saw.—Lead Seal Presses.— 


tools include: Saw Sets for 


Metal and Paper Hand Punches.—Liquid 
Soap Dispensers AND 


























— 3 po A Nail Puller with a, straight arm pull. 
Caulking = Free Sy aa ome eS MORRILE ee 
““K orker’’ Sample y ; 
, CHAS. MORRILL, Inc. 
102 Lafayette St., . New York 
7” Better Stock ’em 
WOMEN , YOU CAN 
‘Sales on the Lightning, Gem and 
WANT °*EM Blizzard Freezers are increasing SELL ’EM 


rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
2-4-7 is in one of our easy running 
=e” @6©6©S“«o freezers—and at a small cost. 

They sell on a reputation established by more than thirty years 


of ae class service and they stay sold. This means permanent 
profits. 

The Blizzard is simpler in construction and a trifle cheaper, but 
sells as well as either the Lightning or Gem and should be ordered 
with either style to satisfy the demand. 

Hadn’t you better get in touch with your jobber at once. Be sure 
to include sales helps in your order, or write for these direct 
to us? THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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SPECIAL 
RIVETS 
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Which Hod Would You 4 ) 
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Rather Carry? a _# 
: Light Electric Elevators 
If you had to haul mortar for a living, you ; 
certainly wouldn’t want to carry a hod that Careful and accurate workmanship has placed the 


Kimball Light Electric Elevator in its present envi- 

able position of leadership. Wherever a light electric 

elevator is needed the Kimball will successfully oper- 

ate with a maximum amount of service and at a 

minimum cost of upkeep. 

All parts are built sturdy to withstand rough 
usage and all parts are sawed, drilled and 
fitted and easily installed. 


dripped water all over your shoulder. 


You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
i on your way while the other fellow 
sulked. 


There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 


shown the sensible and better kind. If you need an elevator machine, write or wire 


your needs to us and we will supply you with de- 
scriptive matter on the Kimball Elevator Line. 





This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 


Cleveland Ohio 1117—41 Ninth St. Council Bluffs, Ia. 














KIMBALL BROS. CC) 





& Sell Tacks the Right Way 


(We carry Tacks in all sizes 


' calif l¢ ty i 7é 
EVERY HOUSEHOLD PURPOSE e . EVERY HOUSEHOLD PURPOS 
rOR ; 
: ceor ing to ae aa et 


LSTER TACKS 










, — ae : € - 
. Ty [ae §6pReduce Your Assortment 50% and ike home a box 


Sell Twice as Many Tacks 


These Fancy Display Cartons May Be 
Had at the Price of Plain Boxes 


If your Jobber does not have them—write us 
and mention the name of your Jobber. 


The Holland Mfg. Co. The Shelton Tack Co. 
Baltimore, Md. Shelton, Conn. 
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REFRIGERATOR HARDWARE 


Hinges—Levers—Latches—Locks—Catches 
Handles—Fastenergs—Corners 





All These in a Variety of Styles and Sizes 
Are Contained in 


THE BRAINERD LINE 


HIGHEST QUALITY PROMPT SERVICE 


Have You Our Catalog? 


THE BRAINERD MANUFACTURING CO. 
EAST ROCHESTER, N. Y. 




















a 





ERE is a 

new Hot- 
Blast Wood 
Heater with all 
the safety ad- 
vantages of 
the most ex- 
pensive equip- 
ment — selling 
at a new low 
price record. 
Ask us to tell 
you about The 
Cottage. 





UE economy in the selection of Screw or Bolt Products’ 

consists in using those that are exactly suited for their 7 
particular service and ‘that possess unexcelled quality and 
! accuracy. 











Jackes-Evans Manufacturing Co. 


REED & PRINCE MFG.CO. case Main St. at Tyler—St. Louis 


WORCESTER, MASS..U.S.A. 
ns sare ween enie Stove and Furnace Pipe Teste Speciaitins 


A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 























Every one of the scores of beautiful pictures and every line 
of the reading matter is designed to increase sales in Coupon 
Hardware Stores, w. Cc. Heller & Co. 
Many of the interesting problems solved in modernizing Mi t a eet 
over 2000 Hardware Stores are made clear. Always the MONTPEEr, azO 
Dealer writes, ‘‘You have increased my sales.’’ Please send without charge 
The display difficulty that has baffled you has probably al- gee ae a) 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of part the reference book on 
> , . Ly a) r y oF . 

Reference Book No. 27-A. Hardware Store Fixtures ad- 

W. C. HELLER & CO rertned in Hardware "Ap 

e e ° Magazine. 
Main Office and Factory: a 


700 Wabash Ave., Montpelier, Ohio 


Eastern Display Room: 
i 20 Vesey St., New York City 


. . 2.0606666668 060660006 
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“COLD HANDLE” FRY PANS AND SKILLETS 





<= | 









na if 
Hi 





convinced. 


Made in the “L. & G.” 
QUALITY, both in FIN- 
[ISH and WEIGHT. Or- 
der a Sample Line and be 








LALANCE & GROSJEAN MFG. CO. 


NEW YORK 


CHICAGO 


BOSTON 














Each Bathwhite package contains all necessary screws. 
These are special patented screws that insert like any 
other. But there is also a white cap to cover the head 
when the screw is driven in. 

There is another selling point—a convenience to your 
customers. A pure white, even surface—in perfect har- 
mony with Bathwhite fixtures. Cannot rust or chip or 


ally advertised bathroom fixture line. 


N. 


stain. 





Screws to Match 


Write for catalog and prices on Bathwhite—the nation- 


EK. H. TITCHENER & CO. 
Dept. 4, Binghamton, New York 


Y. Off., 74 Murray St. Chicago Off., 34 N. Clinton St. 


BATHWHITE 
FIXTURES 


























- 


Night Latch 





Dead Bolt 
No. 202 


Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the 
proper key. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 7. 


INDEPENDENT IOCK CO. 


LEOMINSTER, MASS. 
Mfrs. of cylinder locks, padlocks and 











U. S. A. 
key blanks 











Good Window Displays 


Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra copies for their sales 
force. 


The cost, $3.00 per year, is re- 
turned over and over in better win- 
dows and increased trade. 


' Hardware Age, 239 West 39th Street, New York City 
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FREE 
(7 COUNTER CARD ww sa 
Olive-Knuckle 


Dp Helps you sell more Dun- 
’ laps—FREE with a dozen 
Dunlap Cream Whips. 
The Knuckle of the Hinge is a copy 
of the popular French “Olive-Knuckle”’ 
Hinge which sold at about $3.50 per 
pair in iron. We offer this Hinge in 
iron (malleable) at a price which 
makes its use possible in competition 
with ordinary butts. Supplied in Mal- 
leable Iron, Brass or Bronze Metal. 












i 













Cream Whip 


HIPS cream in 30 seconds! 
Whips cream from top of milk! 
Whips condensed milk! 
Beats eggs and mixes mayonnaise in 
record time! 
Special bowl with non-slip 
bottom included FREE! 
No spatter or waste—cleaned 
in a jiffy! 
FREE Trial Offer 
Dealers write us for details 


COLUMBIA METAL PRODUCTS CO. 
361 E. Ohio St., Chicago, U. S. A. 















Friction Stay 


When applied to 
Doors, Hinged Win- 
dows swinging in, or | 
Transoms, holds them 
open in any desired 
position, or when 
closed absolutely pre- 
vents rattling. 

Designed on the 
principle of a multiple THE RIXSON 
disc clutch, with six | FRICTION STAY 


friction surfaces one 






























inch in diameter; fric- | ee 
tion adjustable. ire oe ' 
Circular upon reqnest 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 



























SUPERIOR 


_ Hex Mesh Poultry Netting 


There’s a_ difference in 
Poultry - Netting. Our 
Superior Brand Poultry 
Netting is made of strong 
wire, evenly woven and 
thoroughly galvanized to 
resist rust. 








Made in 2”, 1%”, 1” and 
%” mesh in rolls of 150 


lineal feet. It is giving 
the kind of service that 
holds customers’ and 
builds permanent trade. 
Galvanized befove and 
galvanized after weaving. 
State which kind is de- 
sired in ordering. 





Hitch your hack 
saw business to 
the Star and en- 
joy the constant 
demand for this 
old and well- 
known blade. 





Send for Catalog and 
Trade-prices 





Makers Since 1883 


CLEMSON BROS., Inc. G. F. Wright Steel & Wire Co. 
MIDDLETOWN, N. Y. WORCESTER, MASS. 


We have something to tell you about hack saws. Write 
for booklet. 
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EXAMINATION 


The best way to determine the qual- 
ity of tacks is to examine them. 

You'll find BAUR TACKS have 
good heads, are clean cut, accurate in 
size and length, sharp of point and 
attractive in appearance with their 
fine Blued finish. 

We'll be glad to send a Sample 
Package for examination and quote 
prices. 

BAUR TACK CO. 


Indianapolis 





Indiana 


Manufacturers of a complete line of high quality 
Double Tacks, Staples and Clout Nails. 























No special tools needed for adjusting 


FROST'S 


Frost’s Invisible Fric- 


tion Catches are used 


Friction Catches 


in the finest products 
of the cabinetmaker. 


They do their work 
dependably and = are 
easy to install. 


Give your costumers 
the best and profit. 


Invisible Catches 
That Show 
A Visible Profit 


Made only by 


Your jobber handles 
Frost’s Friction Catch- 
es. 


Ask him about them. 


C. L. FROST & SON 


345-347 Summer Ave. N. W. 


Grand Rapids, Mich. 








Known as Reliable for 
over Fifty Years 





: 9 
Priest's 
The bobbed hair fad is at its peak 
—take advantage of it. 


Priest’s Tiger and Shaver are 
ideal for keeping the cropped hair 
short. The daintiness and light 
weight of these clippers always at- 
tract women customers. 

Remember Priest quality and 
service are back of every clipper 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 

















a are three prime requi- 
sites for the trade—quick sell- 
ers, with rapid turnover, each 
one a profit-maker and busi- 
ness getter. You'll find M. M. 
P. Products sturdily. built — 
each giving full measure of 
service—a line that you can 


cash in on extra profits. 


Michigan Metal Products Co. 





Battle Creek, Michigan 
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~-(CHICAGO) os The New 
SPRING HINGES Boston Rubber Chair Tip 
THE ws TRIP LEX - Trade Mark The Tip and Its Parts 














Brass Washer Brass Nail 





Made 
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There are certain standards 
in the Spring Hinge industry 
which have been recognized for 
many years as important to 
the application and use of 
Spring Hinges. 

The distance between axial 
centers and location of the 
screw holes must be main- 
tained to avoid confusion and 
unnecessary expense in replace- 
ments and furthermore to con- 
form to standard equipment of 
manufacturers who have provided for the application of 
Standard Spring Hinges to their products. 7 

The “Triplex” Spring Hinge is constructed to stand- 
ards which have been recognized in the industry for Send og + 


over fifteen years. me 
Manufacturers of Rubber Specialties 


Chicago Spring Hinge Company, THE ELASTIC TIP CO. 


Chicago en New York 370 ATLANTIC AVENUE BOSTON, MASS. 


\ \ 
Wh Wi 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 
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Type 2001 
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Boat: Oars 


The season for boating 
is at hand. Crown 
Brand Products are 
made of the finest tim- 
ber obtainable. 









































ZIMMERMAN FASTENERS 
have given controlled shutters a 
new vogue. 


‘ SHOWING of ZIMMERMAN FASTENERS in your 


Write at once for 
sizes and prices 





window, in their attractive cartons—dark blue with white 
lettering—draws trade into your store, and enables you 
to cash in profitably on the increasing demand for 


Shutters That Will Not Bang 
An opening wedge for the sale of other hardware in your neighborhood. 
Write today for our proposition. DE GRAUW, AYMAR & CO. 
THe G.F.S. ZIMMFRMAN Co., INC. . 
8 Broadway, Frederick, Md. puosneunectimaaaa 
34-35 SOUTH STREET NEW YORK 


Th. MM al RMAN FACTORY: PLAQUEMINE, LA. 


Fasteners for Shutters and Casements 
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Manufactured by 
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Serves 
A Full 


Measure 








ITH the Brookins Oil Measure, the 

oil is always under positive control. 
There is no muss, no trouble, no delay. 
The flexible metal hose reaches any oil 
intake without a funnel. A specially de- 
signed lip prevents spilling. The fiow 
is started and stopped at will by the 
handy thumb-valve control. Not a min- 
ute’s time and not a drop of oil is wasted. 
At the drain pit, the filling station, the 
garage, on the farm—wherever oil is used 
or sold—-Brookins ‘Measures save time, 
oil, work and money. They are stan- 
dard equipment at stations of many large 
distributors. If you are not already 
selling Brookins Measures you will find 
them a profitable addition to your line. 


THE BROOKINS MFG. CO. 
Dayton, Ohio 
ae 


342 Xenia Ave., 






The Brookine Gascline Can 
is made in two and five gal- 
lon sizer. Equipped with 
flerible metal hore that puts 
gasoline in any gas tank 
without a funnel. Carries 
any distance without spilling 
or splashing. Saves time and Brookins Measures are Service Station 
trouble in carrying gasoline 

to care that cannct be Treasures 





SERVICE STATION EQUIPMERY 
a 














brought to the pump. 


“OHIO” 


Shoe Lasts and Stands 







MADE 
OF 
SEMI-STEEL 


“= ete ABSOLUTELY 
GUARANTEED 
’ 


- 





AGAINST 
BREAKAGE 














The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 























Universally accepted as the best 


Universal Hose 
Clamps have been 
used by the trade 
for years. 











[*@ © © 0' 0 @'t e/0'b'« 

Their consistently good qual- 
ity both as to material and 
workmanship have _ estab- 
lished them as clamps that 
can always be depended upon 
to do their job—and do it 
lelelele well, 

Their size adaptability, ease 
of installation, leak preven- 
tive feature and _ rust-proof 
construction make them all 
that a good clamp should be. 
Universal Clamps are manu- 
factured from  cold_ rolled 
steel wire—not strap. Their 
edges are smooth. Every 
clamp is ‘“Electro-Galva- 
nized.”’ 

One size—1 to 3 in. fits any 
hose of any size. For oc- 
casional needs of small hose 
we make a Junior Clamp 
adapted to 14 to 1% in. ad- 
justability. 

Specify the genuine Uni- 
versal Clamps. Be sure you 
get them. Our name is on 
every clamp and every box. 


Universal 
Industrial Corp. 
Hackensack, N. J. 


HOSE 


[*e e'e «© es sia'e *# 
“Ce eleletelelalele « 


‘ele ele'a's 
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© 1922 








Patents Granted 
March 20, 1917, 
March 1, 1921 


CLAMP 
Adjustable to tit are Loose of arty S20 
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SOLDERING AND TINNING FLUX 








‘ It’s easier and more ew to sell the 
best known products. Rubyfluid is preferr 
Stock and Sell because it is non-corrosive, non-explosive and 


y fluid non-injurious. 
Used in shops 
and _ factories 
everywhere. 


Order from your jobber or write to 


The RUBY CHEMICAL COMPANY 
68 McDowell St. Columbus, Ohio 








- 








Now, More Than Ever Before 


it is essential that you study your 
Market Report carefully and con- 
sistently. Every important price 
change in the trade is recorded in 
these columns weekly. 


The MARKET REPORTS as found 
in HARDWARE AGE are the most 
authentic published. 


Use them as a buying guide. 
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Sell the Best 
37 HARDWARE 


For Hard-wear 
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For more than 48 years 
ve Bommer Spring Hinges have 
maintained their leadership and 
ce] proven their superiority over all 
e/ 
a 





others. 

They have kept pace with the 
times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINCES: 
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att 


WHY MISS 
SURE PROFITS? 






ONTH by month, the sales of the 
So-E-zy line are climbing higher—and 
quite naturally too—since S0-E-zy is proving 


itself the reliable profit line for Dealers. We 
introduce So-E-zy to your customers by 
offering a free one-half pint sample—at our 
expense. 

Alert dealers are taking in the profits. Why 
don’t youget yourshare ? We'llgladlysend you 
further details if you’ll mail us a post-card. 


Replenish your stock with Bommer. 

They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 

Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 


CAIN T AND VARNISR OtV7IE1OR8 


Standard Plate Glass Company 
General Offices 
PITTSBURGH, PENNSYLVANIA 











Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 




















One of the fastest sellers 
a hardwareman can put 
on his shelves is_ the 








Every Home Needs an 


ADJUSTO 
HOUSEHOLD RACK 


MONARCH 
Qulomalic CASEMENT STAY 





Display the Adjusto in your store. It will mean 
quick, steady business for you because it sup- 
plies a need that every woman will appreciate. 
Made in 3 and 6 arm sizes, of finest materials, 


2 

Instantly adjustable to any width and quickly 
folded away when not in use. For the kitchen, 
bathroom or hallway. 

Endorsed by Good Housekeeping and other in- 
stitutes, 

Order from your jobber or write us for details and 
prices. 


FERNALD MFG. CO., Dept. A North East, Pa. 


Makers of Sleeth Mats, Fernald Sweeping Pans, Gem 
Christmas Tree Holders, Etc. 


(MMi 








Home-owners want this handsome, sturdy device be- 
cause it fits any transom, casement or pivoted win- 
dow—holds securely at any angle in any wind— 
stops rattling, slamming and noise. Can be at- 
tached concealed or exposed at right, left, top or 
bottom. 

FREE ILLUSTRATED MANUAL gives complete 
list of finishes of Monarch Automatic Casement 
Stay, Monarch Control Lock and Monarch Case- 
ment Check. Write for it. And ask for details of 
our attractive dealer proposition. 


Monarch Metal Products Co. 


4960 Penrose Street, St. Louis, Mo. 


Also Manufacturers of Monarch Surface Bolts 























HARDWARE AGE 
One of the Most Remarkable Tools for Wood 
Machme 


F ORSTN ER BITS Working Ever Invented for Brace and 


The Forstner Labor-Saving Auger Bit, unlike other bits, is anne by its Circular Rim instead of its center, consequently it will bore ang 
are of a circle and can be guided in amy direction regardless ef grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll-saw, or lathe 
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THE PROGRESSIVE MFG. Co. ~ 


TORRINGTON, CONN., U.S.A. 











HACK SAW BLADES MACHINES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 


DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 








§-saVer-$ 


Scaffold Bracket 
Fixtures 


Packed in handy, attractive, 
fiber boxes for Dealer Dis- 
play. One pair, two pair, 
half dozen and dozen in box. 





Orville E. White 
1000 Bauch Bidg. 


Distributors 
The Lansing-Company 
Lansing, Michigan 


Lansing, Michigan 











A Perfect Fire 


No. 80 is the latest improved Fire Pot 
for tinners’ use. The powerful burner 
produces a wonderful fire for heating a 
pair of large coppers quickly, and a six 
inch pot of metal can be melted at the 
same time. It is noiseless in operation 
and is not affected by wind or cold 
weather, making it excellent for inside 
or outdoor work. No. 80 burns low 

av One Eola, grade fuels perfectly and is the hottest 
No BO Fire Pot made. Jobbers supply at fac- 

PATENTS? Ls A tory prices. Write for a catalog. 


CLAYTON & LAMBERT MFG. 
Co. 





6275 Beaubien St. 
DETROIT, MICH., U. S. A. 


No. 80 Fire Pot 
Ask for latest price. 





PaineToggleBolts 


The = spring type toggle 
the market. 


The wings open in- 
stantly in any position 
in hollow material. 

Any style head 

Any length bolt 
Standard bolts vated 

to head 

Requires no guiding— 
just insert—The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, Ill. 
33 Warren St., New York, N. Y. 
PMT AT TUT) 

















Black and Galvanized 


W NA 


(AIAN 





TIN AND TERNE PLATES 


We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses — American Bessemer, and 
American Open Hearth Stee! Sheets, 
Keystone Copper Steel rust-resisting 
Sheets, Apollo Galvanized Sheets, 
Formed Roofing and Siding Products, 
‘Culvert and Flume Stock. Sheets for 
@ Special Purposes, Roofing Tin Plates. 
Bright Tin Plate, Black Plate, Etc. 











AMERICAN SHEET AND TIN PLATE COMPANY, Frick Bidg., Pittsburgh, Pa. 


Send for booklets and weight cards— valuable to hardware merchants. 





/ Well Balanced 


is the line of Rome _ percolators. 
Sell them for $2.00 to $5.25 copper 


and aluminum, hot and cold water 
patterns. 
Write— ¢ 


ROME MFG. CO. 
Factories and Offices, Rome, N. Y. 


























Says this advertiser,— 


“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, HarpwareE AGE is, without a doubt, 
the best medium for advertising.” —J. H. Yewdale 
& Sons Co., Milwaukee. 

It pays to use the Classified Opportunities Sec- 
tion of HarpWareE AGE. 














THE H. L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


All Pickets Made of No. 8 Heavily Galvanized Wire 


cv MANUFACTURERS OF eee Se 
l EOP T CE. 
~ Ornamental Lawn Fenee ipanoneainn, 
Se Walk, Drive and Farm Gates #40 )¢0008 
eS & 
Gags > Rubbish Burners, Trellis 
Flower Border, Tree Guards 


Sire 












wa 
PROMPT SHIPMENT @& A 
FROM STOCK ae 
WRITE FOR PRICES “Cas s® 
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Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our p. “ducts. 

We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














“WINDHAM” 
WIRE FORMER 


(Pat. Pending) 


A complete and handy tool for electricians, radio 
set builders and mechanics. It will accurately 
form loops or eyes for No. 4, 6, 8 and 10 screws, 
make easy radius and sharp right angle bends, 
has flat jaws and wire cutters. This tool is 
made of the best quality steel, dropped forged 
and carefully tempered in oil, 

We guarantee every tool against defects in work- 
manship and materials and will promptly replace 
or refund money on any found defective by 


purchaser. 
Price $1.25 Each 


Manufactured by 


THE GOYER COMPANY 
Willimantic, Connecticut 

















Russell on 7 
2 Auger Bits (4 J4 
Yy Satisfied Y 

Customers 


Profitable 


Gp Russell Jennings Mig.Co. 
fi onn. 21 


oa Chester, 182 


| 7 
} 

i 7 
} 





TRADE-MARK 


SAMSON CORDAGE WORKS 


| TONS £0). Fe te 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 








American Steel & Wire 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. 8S. Steel Products Co. 
Sen Francisco, Los Angeles, 
Portland, Seattle 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 
ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner. Steel Gates. 
BANNER (formerly Arrow) STEEL POSTS. 
CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 





Known as both Adjustable “S’” Wrench and Nut 
Wrench. Good seller for general use. Also rec- 
ommended for places where a Monkey Wrench is 
not practical. Keystone Quality throughout. 
Malleable handle. Forged-Steel Jaw. 6 sizes: 
4 to 14 in. 

Write for Discounts, 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless,-Dunn & Co. 
New York Chicago 














The 


H. B. Ives Co. 


“ New Haven, Conn. 


U. S. A. 






Established 1876 
Incorporated 1900 


Manufacture~s 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 























Your Customers Want 
Furnaces and Torches of 


QUALITY 


We Manufacture Them 





If you are not familiar with 
the “ALWAYS RELIABLE” 
line, you should investigate 
it immediately. 

Also a full line of plumbers’ 
tools. 


Jobbers can supply from 


acetone —F stock, or will order for you. 
Otto Bernz Co. Inc. 


Patented. NEWARK, N. J. 


No. 60 Furnace, . 
one —_ Offices in New York City, Chicago, 
Gasoline-Kerosene San Francisco, Los Angeles, Seattle, 
Helena, Mont., and St. Thomas, Ont. 
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REVOLVING 
CABINETS 


Hardware stores, dealers in 
auto supplies and garage 
owners like these cabinets. 


They prevent mixing of bolts 
or screws. 

Large capacity. Small space. 
Many sizes. Send for Cata- 
log and Price List. 


Your Jobber will supply you. 


American Bolt & 
saow Cue So 


Dayton, 


sca 


HARDWARE AGE 





— America’s Greatest 
Dollar Dust Pan 


Never has greater utility and 
value been combined in a Dust 
Pan to retail at one dollar. 

That’s why all the leading Job- 
bers are pushing the sale of our 
POLLY PRIM Dust Pan. 

Furnished also in a beautiful 
blue enamel. 

Order from your Jobber now. 


The Patent Novelty Co., Inc. 


Fulton, Ill., on the Mississippi 

















Always look for the 
lue edge. 























TOOLS LS 


fe LUUOLS 


X 1 
x 


hv Mf 


Half Soles — Heels — Strips Ice Tools and other equipment 


for every ice handling 
Make money for you— A iarge stock always on hand | 
and save money for your 
customers! 


Outwear Best Leather 2 to 1. 
(See page advt. next week) 


PANCO CO., Chelsea, Mass. 


to promptly meet your re- 
quirements. | 
Write for complete ce list, f 
discount sheet, display cards. 


GIFFORD-WOOD CO. 
Main Office & Works: 7 Hill 8&t., § 
Hudson, N. Y. tf 
NewYork, Boston, Chicago, Pittsburgh 


IANA 









































































































: - . 

TIRE || = EAGLE 

T ‘ STROP & 

\SSTORE LADDERS |i#- OP & 

: an * 

os! Insure perfect shelf service for any line of mer- | a" DRESSING : 
Ae chandise. Deep tread steps, properly spaced, with =” 

if convenient full length handholds on both sides of =” f 

$f ladder permit mounting or descending with ease. | bi : 

| #8 Both hands free to remove or replace stock without ; ‘, \ x, 

| yy danger of falling. Cushioned Tired Trolley and . | Made by 

VW — — a. noise and ort ~ y W ". 
/ on rection as simple as | 

iy —_ mae we ne = shelves 2B " f “ or|ds largest 
available for stoc urposes. e e 

> style—neat of aut -enenke a” Razor Sir Oop Manutqcfyrer = 

pated —eny height ceil- a” PRICE PER DOZ.IN DISPLAY CARTON $1.25 

ing. cbonsande in vER® So . WRITE FOR OUR STROP CATALOGUE " 

ase. Circular on a 

ee MY 10.[| 2 KOKEN COMPANIES. %* 

. « SAINT LOUIS, MO. 
Seis ee ess es ee ee ee ee nn nin nn ne ee ee eee ee 




















V Wortinr ion AN 

a ae i SS Contains 
150 

10c Packets 

Sell for $15 

Cost $10 

Profit $ 5 



















Push—Pins | Push-less Hangers 

‘Glass Heads-Steel Points’ |  ‘* The Hanger with the Twist’’ 
To “ Hang Up Things” in Homes, Offices 
and Schools. Nationally Advertised. 

Moore Push-Pin Co. (Wayne Junction) , Phila., Pa. 
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The most. efficient 
method of cleaning 
and tinning a _ solder- 
ing iron Is with Speco 
Solid Sal Ammoniac. 


And it’s 100% usable. 
Sell the best. 
Write to— 








Make First Keys to Locks Without Originals on the 


BEISSER KEY MACHINE 


Add profits to your store without extra expense. Your errand 
boy or girl will make all kinds of keys with the BEISSER 
KEY MACHINE, turning idle moments into money. 
No experience necessary. 
Put in a Key Department. 
Make $15.00 to $35.00 per day profits. 

Write today! 


BEISSER KEY MACHINE 
COMPA 


NY 
7 West Elizabeth St., Dept. 105 
Detroit, Mich. 














Special Chemicals Co. 
Highland Park, Il. 









































More Men Want TURNERRLOTUR( 
the Turner No. 45 
Most workmen appreciate the economy of good tools and most 
worknen know that Turner stands for the best in Blotorches. 
To the man who doesn’t know, the many Turner patented 
features are chviously superior. 
The patented Superheating Burner Baffle and heater plug gives 
100 degrees more heat from present day gasoline and kerosene. 
The patented, leakproof Brass Tank has but one opening and 
that above fuel line. The patented Twin Needle control 
obviates orifice trouble. The patented Automatic Safety Valvc 
prevents bursting pressure and explosion. The Pistol Grip 
handle fits any hand comfortably. 
FEARLESSLY GUARANTEED 

Order from your jobber. Write _ eg catalog of Blotorches 


and Fire Ee THE BIGGEST SELLING 
(JHE Turnex URRER BRASSWORKS ) => POCKET SCREW DRIVER 
Edgewood Ave., Sycamore, IIl. hep i an MARCY TOOL WORKS, Inc., Putnam, Conn., U.S.A- 


New York: The Turner Brass Works, 108 Chariton St. Fire Pots, Brazers. NEW YORK _ CHICAGO | 
75 Barelay St. 180 N. Market St. 



































IDEAL LINE 
ROLLING STEP LADDERS 


a Prompt 

rices : 

are 25% Shipments 
lower than a 


any other 









Rolli them to fit 
ng YOUR 
Ladders Shelving. : 
ie PRIVATE BRAND Post Hole Diggers Are Not 
Pa saga IWAN Tools 
Satisfaction R s We do not make private brands for any jobber, nor compete with you 
Guaranteed. equest. by selling to mail order houses. Specify GENUINE IWAN Auger, 


Invincible Digger, Eureka Digger, Perfection (Atlas) Digger, Hercules 
Digger and Vaughan Auger to your jobber. 


SUCCESS FURNITURE CORP. See complete IWAN line, page 229 Hardware Buyers catalog. 
St. Louis (Kirkwood), Mo. IWAN BROS., Mfrs., SOUTH BEND, IND. 


Original House Established in 1850 E 
RED X BRAND : 
Friction Tape, Rubber Tape and sve | ie APLIN * i 




















White Mason Tape 
Double Dasher Beaters 


Force-O, the Peerless Fuel Invigorator 


3 in 1 Cement Auto Metal and D E B 

Patching Cement Nickel Polish : over Egg Deaters. 
Vulcanizing Cement Top and Cushion = 

Relining Cement Dressing - NEW CAN OPENERS. 
Channel Cement Neatsfoot Oil Solu- : 

P. B, & B, Cement tion STAINLESS STEEL AND 


Bicycle Rubber Carbon Remover : 
Cement Penetrating Oil 2 
Wood Rim Cement Radiator Seal Com- 


OTHERS. Write today 


for particulars. 


Tire Gum pound = 
Plug Tight Rubber Patching = 
Quick Repair Solu- Outfits 


tion Patching Cement = 
Air-Tight Solution Tire Pluid : 

for Bicycle Tires Gasket Shellac 
Hard Tire Cement Hand Soap, Ete. 
Auto Body Polish And Many Others 














THE TAPLIN MFG. CO. 


New Britain, Conn. 





PHCEOHLAGEGLaOOE 


Catalogues and Samples on Kequest 


chapanetty 








: ST. LOUIS RUBBER CEMENT CO., 3951-53 Laclede Ave., St. Louis, Mo. 
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Classified Opp 





HARDWARE AGE 





An Effective Low Cost Contact with Hardware Man- 
afacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 


Allow seven words for Keyed Box Number Address. 


ortul 


4 insertions, 10% off: 


June 4, 1925 





ee ee ee de oe 0 see cescbéseeseseneéead 
i cs coe ee dene debs edebebaeséuneae .06 

Oe Se I, GP WIND, 5 oc wo vccvccéowssucebicsceee 4. 
se as 0 5 4S 60.66 06S b0 Ww OhOseeS waeene .08 

De Oa aso 6066.0. 66's 004.04680.65 066% oRKoRRe CS 5 00 


8 insertions 15% off 
Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 








Business Opportunities 


Help Wanted 


Sales Accounts Wanted 








FOR SALE 


Cement Coated Wire Box Nails 


BED BEB cccccscccssesess 44 
600 © sp ecketanaese eeee 5d 
450 8 ccnceeuseh weorees 6d 
950 me § lpneweteeesegneesea 7d 
Plain Wire Nails 
BOO BEB ccccccses 7d Box 
1200 7 sbeeusaee 124 Common 
Above Nails are in our Brooklyn 
Warehouse. 


Low prices will be quoted on any, or 
all, of the above quantities. 


J. K. Larkin & Co., Inc. 
253 Broadway. New York 








COMPILERS — 
experienced, 


HARDWARE CATALOG 
We need one or two first-class, 
competent hardware catalog compilers. Good 
pay and steady position if make good. Address 
with reference, Box G-620, care of HarpWARE 
Ace, New York. 


EXPERIENCED SALESMAN WANTED 
for the State of Maine and Northern New Hamp- 
shire to sell our well known and advertised Star 
line of dairy barn equipment and hay tools. Sal- 
ary, expenses and opportunity to make a bonus. 
HUNT, HELM, FERRIS & CO., Post Office 
Box 231, Albany, N. Y. 








A GOOD SIDE-LINE FOR TRAVELING 
SALESMEN. Several experienced men wanted 
to sell a well-established, advertised felt weather 
strip to hardware and house furnishing whole- 
salers. Commission basis. When writing state 
experience and territory. Address Box G-617, 
care of HarpwarE Acer, New York. 











FOR SALE—Retail hardware and coal busi- 
ness (established nearly eight years), Clawson, 
Michigan, a thriving village of nearly 7,000 peo- 
ple, 14 miles north of Detroit. Sales average 
better than $50,000 per year. Cash preferred but 
terms ca nbe arranged. Reason for selling, to 
adjust an estate. For information communicate 
with L. E. DEELEY, 2012 First National Bank 
Bidg., Detroit, Michigan. 


FOR SALE—To close an estate—a hardware 
store well situated in Northern Tennessee town. 
Steck in excellent condition—will inventory be- 
tween $5,000 and $7,000. Good opportunity for 
a live merchandiser. Address Box G-640, care 
of Harpware Acre, New York. 








WANTED—TO BUY a retail hardware busi- 
ness or part interest, in a clean live village of 
six to eight thousand. Vermont, Eastern New 
York or Western Massachusetts preferred. Ad- 
i Box G-630, care of Harpware AGE, New 
York. 








} We have special facilities for bending ) 
} and forming steel tubing in size up to 
} 1” OD. Our equipment is also especially 
adapted to machining small cored mal- 
leable or forged steel parts. 

Where the above material is required 
in polished and nickel plated finish, our 
facilities for doing this work ourselves 
on a low cost are very favorable. 

We have complete marketing connec- 
} tions for products of this character if 
necessary. 

Your inquiries will receive prompt at- 
tention, and quality and workmanship 
are guaranteed. 


Chicago Handle Bar Company 
SHELBY, OHIO 
Established thirty years 

















Let Us Help You Word 





WANTED— A FIRST CLASS MAN who 
can take charge of Hardware department, ad- 
vertising, and window trimming in retail hard- 
ware store. Address Box G-639, care of Harp- 
WARE AGE, New York. 











LIVE WIRE SELLING ORGANIZATION 
desires exclusive agency New York, New Jersey 
and Philadelphia, good manufacturer of hard- 
ware or household specialties. Well-established 
with jobbing trade, and selling retailers by way 
of missionary work. First class references, Ad- 
_ Box G-616, care of Harpware Ace, New 

ork. 


RELIABLE AND WELL ESTABLISHED 
manufacturers’ agent with San Francisco and Los 
Angeles offices can handle another line of hard- 
ware; builders’ hardware preferred. Article 
must have merit and be factory rated. Calling 
on jobbers, retailers and department stores in 
ten Western States. Address Box G-626, care of 
Harpware AGE, New York. 


_ HIGH PRESSURE REPRESENTATIVE 
intimately acquainted and well introduced with 
chain store trade desires exclusive sales agency 
New York, New Jersey and Philadelphia for re- 
sponsible manufacturer of hardware or household 
specialties capable of large turnover. Address 
Box G-624, care of Harpware Acre, New York. 


Sales Representatives Wanted 














Positions Wanted 


HARDWARE EXECUTIVE (retail) with 
twenty years’ successful Western experience in 
meichandising hardware and kindred lines, now 
managing large hardware business, contemplates 
change. He would like to come in contact with 
reliable Eastern corporation that is desirous of 
opening Western distributing office. Highest pos- 
sible references. Address Box G-612, care of 
HarpwareE Ace, New York. 


HARDWARE EXECUTIVE ( Wholesale) 
with twenty-five years’ experience as buyer and 
sales developer. With large jobbers in Southern 
and Western States (St. Louis). Have the abil- 
ity to take charge of general line hardware, 
cutlery, sporting goods, builders’ hardware, etc. 
Would like to connect with manufacturer or 
live jobber. Highest business references. Ad- 
<4 Box G-637, care of HarRDWARE AGE, New 

ork. 











POSITION WANTED BY SALESMAN with 
six years’ experience selling high grade line of 
cutlery and mechanics’ tools in the territory of 
Atlantic Coast States. Would consider any terri- 
tory. Thirty-one years of age. dress Box 
G-625, care of Harpware Ace, New York. 


SALESMAN, WELL QUALIFIED for any 
line advertised in Hardware Age, desires to 
connect with manufacturer or jobber, calling on 
trade in Eastern Tenn, and Piedmont section 
of the Carolinas. Know manufacturing, adver- 
tising and merchandising. Age 37. Integrity, 
honesty and ability unquestioned. Address 
Box G-631, care of Harpware Ace, New York. 


POSITION WANTED —Position with an up- 
to-date hardware company, where ten years’ ex- 
perience in the general hardware business would 
be appreciated and mutually enjoyed. Have 
had five years’ experienc in buying and three 
years of store management. Thirty years of 
age, married and can furnish excellent refer- 
ences. Address Box G-618, care of HarpWareE 








COMPETENT, ESTABLISHED SALES ° 
REPRESENTATIVES required to handle high 
grade line of ash cans and other tinware items. 
State territory covered and lines carried. Liberal 
commission. Give full details. Address Box 
G-628, care of Harpware AcE, New York. 


MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big 
users. State experience, lines handled and ter- 
ritory covered. We want none but those who can 
“make good.” For such our proposition is an 
excellent one. Address “S. H.,” care of Harp- 
WARE AGE, New York. 


WANTED: FACTORY REPRESENTATIVE 
calling on large hardware dealers, house-furnish- 
ing trade, department stores, and_restaurant sup- 
ply houses. We have excellent line of steam 
pressure cookers to be sold to above trade on 
commission basis. State territory cavered and 
lines now handled. Jubilee Mfg. Co., Omaha, 
Nebraska. 














IF YOU REPRESENT MANUFACTURERS 
and are calling on the dealer trade, electrical 
and hardware, and cover your trade frequently, 
we may have a number of income-producing 
items that you can sell your regular customers 
on a straight commission basis. Write us what 
you are now selling and where, and we will 
tell you what we have got and how much. Ad- 
— Box G-638, care of HaArpware AcE, New 
ork. 








1 HARDWARE AGE, 
New York, N. Y. 


Gentlemen: 
The results from our ad which ap- 

peared in your publication were very ) 

gratifying, having received between fifty 

and seventy-five replies, resulting in 

several sales connections. 

) Very truly yours 





(Name on request) 














Your “Want.”’ : 


Ace, New York. 














SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 


to handle. 


What have you to offer? 





Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you’ll be reasonably sure to find a 
reliable salesman to represent you. : 


° 
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A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 
Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 


handle. Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 





Millions of Advertisements Yearly 


on Lorain Oil Burner Cook Stoves are increasing the demand every- 
where. Consider the reputation of the maker. Consider the number 
of actual sales made by tens of thousands of satisfied users. Go out 
and learn how supremely good the 1925 Lorain Burner really is. 
And make your own estimate of the profit you can earn by selling 
Oil Cook Stoves equipped with the Lorain High Speed Burner. 


AMERICAN STOVE COMPANY, St. Louis, Mo. 











the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 

maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 








ABRIg 
PRODUCTS L sz by eee ood 
GABRIEL STEEL COMPANY 


BELLEVUE AVE. DETROIT, MICH. 











improvements in the desi and con- 


The many outstandin 
ead Bumpers give McKay Dealers 


struction of McKay Red 


valuable selling advantages. Write for our complete proposition 


UNITED STATES CHAIN & FORGING COMPANY 
Pittsburgh, Pa. 

















For quality trade—the quality ware. 


AGNE 


~« Wark 


For catalog and prices, write 


THE WAGNER MANUFACTURING COMPANY 
Sidney, Ohio 14 





Aluminum 

















UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














Major’s Cement 


is good for repairing china, 
ware, bric-a-brac, meerschaum, tip- 
ping billiard cues. 25c. per bottle. 
MAJOR’S RUBBER and LEATHER 
CEMENTS, 20c. per bottle. 


Major Manufacturing 
No. 461 Pearl St., N. Y. C. 











“They Have a 
Bull Dog-Grip” 


1015 Union Bank Bldg. 








Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 
Sales Dept. 





Pittsburgh, Pa. 





American Can 


ACK IRON  GALVAM 





American Can Company 


119 











J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=—S2V¥eat0— 

















The “TORREY” 


A Real Man’s Razor 


Send for Catalogue of Full Line 


aR. T RAZOR CO. 
WOR MASS. 





Made in All Styles. 
Syracuse Stamping 
Cc 





Syracuse, New York 


ELEVATORS 
DUMBWAITERS 


Perfection Pattern. 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 


o. ¢ 














Ss 


scynaes AXES 
RIXFORD MSiSzinsace.ve| 


cythes since 1912. Axes since 1880. 


NET WEIGHTS 





SASH CORD 


FULL LENGTHS 


Sliver Lake Co., Newtonville, 


SILVER LAKE 





MILK BOTTLE CAPS 


Sell your Dairyman his caps. 
Jobbers Prices. 


OHIO BOTTLE CAP CO. 
Box 613 C Piqua, Ohlo 
























ELEVATORS 


and Dumbwaiters 


= House. Store eam 
particulars. your - 
ments as te size, capacity and lift. 


The SIDNEY ELEVATOR Mfg. Ce. 
Sidney, Ohie 


Guaranteed. 


INTOR MFG. a 
113 oo St. 


Taintor Positive cpeanggel | C R A Y O N S 





Send 


for Free Book. FOR BVEBY PURPOGE 


STANDARD “WrnVere"Masee 


. ¥. City 

















What have you to offer in the way of 


card’’ advertisements help you increase your 
— 


239 W. 39th St. 


MANUFACTURERS 


quick 
merchandise? Let one of these ‘‘small 


The cost is only $8.00 per inser- 


HARDWARE AGE 
New York, N. Y. 





YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 

~ on All Hose Connections. 
A trial will convince. ~ 


WILLIAM YERDON, Box 102, Fert Plain, N. Y. 





Send for our Catalogue of 


GRANITE 
CUTTING TOOLS 


Trow & Holden Co., Barre, Vt. 








| ne 








HARDWARE AGE 
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INDEX TO ADVERTISERS 








[ 





THE ADVERTISERS’ INDEX is published as & convenience and not as a part of the advertising contract. very care will be taken to index eorrectly. 


Ne allowance will be made for errors or failure te insert. 
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‘The New Britain Machine Company 





Socket Knocked Down 
Wrench Bench Legs 
Sets In Cartons 
New Britain Connecticut 














DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
poet ||] CHAIN-LINK 
u WIRE FENCE 
Ask for Catalog ° 

THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 


















































Waste — Mops — Wicking 
Cleaning Cloths 


¥: Caulking Cotton — Chemical Cotton 
Send for samples and ices 
MASCO for samp d pr 


cTs MASSASOIT ee Ae renee co. 
Amn Fall River, Mass U. 8S. A 


New York Office - ~ - - - 350 Broadway 

















‘*T Make the best Hammer’’ 

D. Maydole, 1843 
The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 


maintained the standard set by the founder of this 
business over 86 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 























Chicago Office - - ~ 189 West Madison St. 
Plain or enameled in 


STRATTO = 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal a 
(the highest offered) at the 5 maaan Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 














The YALE 
Dollar Light 





Manufactured by 


Yale Electric Corporation 
Brooklyn . Chicago . San Francisco 


| SCREW ‘LE NOX” orivers 


“The Toots in Lhe Piuid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 











QUALITY 












o CRECOITE TOOLS 


A complete line ef qual- 
ity tools at medium 





prices. Ask your jobber 


Nail Hammer ' 
i] ” . or write for Catalog H. 


MARION TOOL WORKS, INC., Marion, Indiana 











*‘Superior’” Screw Driver Bits 
Five Sizes, 14 to % inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 














Jersey Copper Screen Cloth is easy to sell because its dura- 
bility, mifinese and tensile strength are soextensively advertised 


THE NEwW JERSEY WIRE CLOTH Co. 


628 South Broad Street 
New Jersey 


ERS Eee Treatee 
per Screen Cloth 


Made of Copper 99.8 % Pure 














THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant ef 
1000 MILITARY RD., BUFFALO, N. Y. 








SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Ine. 
Oakville, Conn. 








Sales Agents: John H. Graham & Co., 113 Chambers 8t., New York 








BROWN & SHARPE [TOOLS 


4 arty LOO Years Lhere Has Been No 
titute for Brown & Sharpe ‘@itniiia: 


wd for Small Tool Catalog No. 29 


BS *: 


BROWN & SHARPE MEG. CO. 
IDENCI a 


\ 





MASBACK PRICE SERVICE 


Keeps you informed at all times 
of the Net Cost on approximatels 
30,000 items of Hardware 


SO Warren St., New York 


Masback Hardware Co. Inc., 




















SUNBEAM 
CABINET/ HEATER 


"e208 Maen 











This modern heating plant requires no basement, yet it heats the entire 
house. It takes up little space and is as attractive as a fine piece of 
furniture. Write today for our dealer prop 
THE FOX FURNACE COMPANY 
Largest Makers of Heating Equipment 
ELYRIA, OHIO 
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Something New! 


The Most Practical Sheet Steel 
Roofing on the Market 


E first thing sheet metal men say when they see Kuehn’s 
““Ridge-Sheet” is —‘‘Why hasn’t this been done be- 
fore!” It is the most practical idea that has been 

developed for many years in corrugated sheet steel roofing. 


Your Trade will be interested in knowing about this new 
roofing sheet which has Ridge Roll and Sheet combined 
in one unit! Nothing like this has ever before been 
attempted. Don’t neglect this opportunity — start selling 
Kuehn’s Ridge-Sheets right now. 


Tell Your Trade All About It 


It combines corrugated Ridge 
Roll and Corrugated Sheet in 
one solid piece, thus eliminating 
the cost of separate Ridge Roll, 
as well as saving all the labor 
expense, time and materials re- 
quired for applying Ridge Roll 
separately. 


It makes the ridge absolutely 
storm-proof. It cannot work 


loose or leak. It provides dou- 
ble thick protection at the ridge. 
It is self-adjustable to all pitches 
of roof. It is unexcelled for fine 
appearance and economy. 


Tell all these things to yourTrade. 
Get a supply of Kuehn’s Ridge 
Sheets and demonstrate them. , 
You will find that sales come 
easy with this new sheet steel. 


Free Advertising Help For You 


We will furnish, free of charge, a supply of folders, for you to use 
on your counters, and as enclosures in mail going to farmers, con- 
tractors, and others who use roofing. Get a supply of these 
folders — and use them. Just fill in the Coupon or drop us a letter. 


MILWAUKEE CORRUGATING CO., Milwaukee, Wis. 
Chicago, IIl. Kansas City, Mo. LaCrosse, Wis. 


MILCO 


“KUEHN’S RIDGE SHEET” 


Combines Roofing Sheet and Ridge Roll 





Furnished in 1% and 2¥2 
inch corrugations, in 
Standard Gauge, and Nos. 
28, 27, 26 or 24 Gauge — 
Galvanized or Painted! 
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: Milwaukee Corrugating Co., 
: Milwaukee, Wisconsin 
Please send me a supply of folders on RIDGE- 
SHEETS, which I will enclose in mail to prospec- 
tive roofing users. 
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WAREHOUSE STOCKS 


Located at ROk the purpose of giving 
MILWAUKEE “a quick service and to fa- 
| cilitate delivery these stocks 
NEW YORK are maintained at the points 
PHILADELPHIA shown. This is particularly 
valuable in the matter of re- 
BOSTON pair parts. It is an advantage 
CLEVELAND to you to know that you can 
get quick shipments from 

DETROIT nearby points. 
venenees Avail yourself of this 


ST. LOUIS “Sterling Service.” 


Write for Catalogue and Prices 


In Addition There Is an Agency Stock in Every Large City 


ERS. TIERS ON ERS 
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TRADE MARK REGISTERE ; 
IN THE U. S. PATENT onbedl c.f 


CA BON 
hal Ke ADES | 


He id 


sree FR, ME. 





BRASS 
LOCK NUT 


a 


PATENT DOUBLE LOCK | 
NUT AND BOLT | 
ATTACHMENT | 








A FAMILY Favort | 


| SHAPLEIGH HARDWARE CO. | | 


| ime INTERNATIONAL DISTRIBUTORS 
, <= ESTABLISHED 1843 
' TRADE MARK REGISTERED 


IN THE U. 6. PATENT OFFICE ST. LOUIS, U. S. A. 











TRADE MARK REGISTERED 
iN THE U. 8. PATENT OFFICE 




















ay “DIAMOND EDGE IS_A QUALITY PLEDGE 
| : ity ia F | H | “TT 



































